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Sixty-first Year, No, 16 


American Management 
Spring Conference 
In New York May 2-4 


Presidents’ Panel Will Discuss Pres- 
ent and Future Trends in 
the Insurance Field 


MANY SUBJECTS ARE LISTED 


Coverage for Overseas Operations, 
Tax Regulations, Rising Group 
Costs, Radiation Exposures 





A “President’s Panel” discussion 
present and future trends in the insur- 
ance field will be a highlight of the spring 
insurance of the 
Management Association May 2-4 at the 
Hotel New York City. 
Conference sessions will cover all phases 


on 


conference American 


Roosevelt in 


{insurance from tax problems to radia- 
tion exposures in industry. 
Participants in the President’s Panel 
will be William T. 
ident, Blackstone Mutual Insurance Co., 
I,; John. BD; 
president, Bankers National Life, Mont- 
dais, N. ‘J:; and Victor T. 
lent, Buffalo 
N.Y. 
Insurance coverage for overseas oper- 
ations will be discussed by Harrington 
Putnam, vice president, American For- 
tign Insurance Association, New York 
Cty. Fire and casualty markets in Can- 
ada will be described by Ralph M. 
Sketch, manager for Canada, Phoenix 
\ssurance of London, Toronto, Canada. 


3rightman, Jr., pres- 


Providence, R. Brundage, 


Ehre, presi- 


Insurance Co., Buffalo, 


Tax Regulations 

A discussion of tax regulations as they 
atect corporate insurance will be pre 
sented by Dr. Robert S. Holzman, pro- 
iessor of taxation, Graduate School of 
business Administration, New York Uni- 
versity, New York City. Dr. H. Wayne 
sider, assistant professor of insurance, 
Wharton School, University of Pennsyl- 
vania, Philadelphia, will discuss educa- 
tion for risk management. 

A half-day session will be devoted to a 
nel discussion of rising group costs. 
Participants include Robert S. Gyory, 
listrance manager, Sylvania Electric 
‘roducts, Inc., New York City; Edward 
\. Spencer, treasurer, Detroit Edison 
\0, Detroit, and George Heitler, assist- 
itt secretary and staff counsel, Blue 
‘1088 Association, New York’ City. 
Radiation exposures in industry will 
% covered by Francis L. Brannigan, 
‘hee of health and safety. U. S. Atomic 
‘nergy Commission, Washington, D. C. 

(Continued on Page 33) 
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NEW NEW NEW 


MAXIMUM CASH VALUES 
Allowed under New York State regulation 





from 


Phoenix Mutual Life's 
LEADING BROKERAGE AGENCY 


Average size policy: $62,649 
Average premium: $2,152 


1, Maximum Executive 25 and Executive 25 specials. 
Example: Age 40—Executive 25—$100,000 





W. F. KELLY 


Paiet Weer Gage Vale... .. 2... ccccccas $1,100 
Second Year Cadi Value,............. 3,500 
Third Year Cash Value................ 6,100 


Commission: 55%, First year—5%, Nine Years 
Dividends paid at end of first year (contingent) 
2. $650,000 retention without re-insurance. 
$150,000 available on double indemnity. 
Marked Reduction Single Premium Annuity Rates 
Example: Male Age 65—Installment Refund 
Immediate Annuity Rate per $10 month is $1,715. 
5. Five-Year Term issued to Age 65, Ordinary Life to Age 80. 


WILLIAM F. KELLY, Manager 


MIDTOWN BROKERAGE AGENCY 
Suite 604, Chrysler Building YUkon 6-6585 
135 East 42nd Street New York, N. Y. 
JOHN P. FoLEy, Group Supervisor DONALD A. CHANDLER, Supervisor 
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The Prudential’s New 
Health Benefits For 
Group Policyholders 


Retired Certificate Holders May 
Continue Benefits Under Three 
Coverage Types 


PREMIUMS AND BENEFITS 


President Carrol M. Shanks An- 
nounces Plan to Cover Two 
Million Under Group Cases 





A unique method of extending health 
insurance benefits to cover persons going 
into retirement was announced today by 
Car#@l M. Shanks, president of The Pru- 
dential. The making a 
blanket offer to several thousand firms 


company is 


holding Prudential Group health insur- 
ance contracts to provide health cover- 
for their employes 
Mr. Shanks 
persons are currently enrolled in these 
contracts. 

The able to select one 
of three plans for their employes. Pru- 
dential will pool all premiums collected 


ages 


ment, 


retire- 
million 


upon 


said. Two 


firms will be 


and pay claims and operating expenses 
from this pool, Mr. Shanks said. 
“Many Group health contracts,” he ex 


plained, “do not carry an employe be- 
yond retirement. Normally it is neces- 
sary to hold detailed discussions with 


each employer,” said Mr. Shanks, “be- 
fore we can broaden this program. Such 
specially still avail- 
representatives for 
employers desiring them. 
blanket 


tailored plans 


through our 


are 
able 
However, the 
us to 
make these new standardized plans im- 
mediately available.” 

In making the announcement, the Pru- 
dential president said that “the insur 
ance industry is well aware of the need 
for health insurance coverage for the 
aged. Very rapid progress has been 
made in the last few years and our new 
blanket approach is another major step 
forward. Undoubtedly there will be 
others.” 

Benefits and Premiums 


new approach enables 


Under the pool arrangement, the pre- 
mium rate for any employer would not 
be directly affected by adverse claim ex- 
perience from his retired employes. 


The three plans the employers can 
choose from are: 
Plan A, a $12 daily hospital benefit, 


payable for a maximum of 70 days, with 
$100 for other hospital charges, and a 
$200 surgical schedule; 

Plan B, a $15 daily hospital benefit, 
payable for a maximum of 100 days, with 
$150 for other hospital charges, and a 
$300 surgical schedule; 

Plan C, a $20 daily hospital benefit, 
payable for a maximum of 100 days, with 
$200 for other hospital charges, and a 
$400 surgical schedule. 

Prudential said that premiums per in- 
dividual under Plan A-will be $6.80 per 
month, Plan B $8.80, and Plan C $11. 

Rates for individual employes will not 

(Continued on Page 12) 
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LOS ANGELES AGENCY l 
| | 
' ; RECEIVES | 
| 
| PRESIDENT’S 
| 
TROPHY 
| 
| 
Ici ae ahve hiiomtisme iterating iaialilaal 
Robert L. Woods, C.L.U., General Agent, and his Los Production by men in their first and second contract 
Angeles Agency associates have received the Massa- years was $12,338,839 or 25.9% of the agency’s total. 
chusetts Mutual President’s Trophy awarded for the On December 31, 1959 twenty-six first and second year 
best over-all performance by any of our 107 agencies men were under contract. 
in 1959. They won the same distinction for 1955, 1956 a : : 
; Thirteen representatives placed $1,000,000 or more life 
and 1958. : ; 
insurance in the Massachusetts Mutual. 
ORDINARY SALES $47,575,729 In the year-long competition for the President's Trophy. 
Honorable Mention was received by the Rochester, 
GROUP SALES $41,750,103 Chicago-Geist, Atlanta and Syracuse agencies. 
Our hearty congratulations and sincere thanks to these 
Los Anveles established a new all-time high in both five pace-setting agencies and to all members of our 
s Angeles e: ‘ g 
ordinary and group sales by any Massachusetts Mutual great field force for making 1959 the best year in our 
agency in a single year. long history. 
CLARENCE A. GRIMMETT, Jr. HERBERT GEIST, C.LLU. JOHN R. HUMPHRIES FORBES S$. TUTTLE, C.L.U. 
Rochester Chicago Atlanta Syracuse 
fj re! T I T . 
MASSACHUSETTS MUTUAL Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS *© ORGANIZED 1851 
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The 


Travelers 


“Inner 


Circle’’ 


Leaders At 


Palm Beach 





An expanded program by The Trav- 
ders Insurance Companies to meet the 
waring health costs facing senior citi- 
zens, Was announced last week at Palm 
Reach, Fla. at the Sixth Annual Inner 
(ircle Conference of leading Travelers 
agents by J. Doyle DeWitt, president. 
He told the more than 265 Travelers 
representatives attending the conference 
that plans have now been completed 
whereby qualified life agents of the com- 
pany over age 65, may continue during 
their lifetime the same basic (hospital 
ad surgical benefits for themselves and 
their eligible dependents now available 
to them prior to age 65. 

“In addition,” he said, “agents over 
§ will be offered lifetime major medical 
overages providing $2,500 accumulative 
maximum each agent and each of his 
digible dependents.” 

He reviewed the two recent policies 
mnounced by The Travelers offering 
hospital and surgical protection to 
Senior Citizens.” One, called “lifetime 
protection for the senior adult” is a 
guaranteed renewable hospital and surgi- 
cal expense policy for persons age 60 
and over. The plan provides actual hos- 
pital room and board expenses up to the 
limit purchased for a maximum of 50 
lays during any one period of sickness or 
on account of injuries from one accident 
with no yearly limit to the number of 
hospital confinements. In addition a 
schedule of surgical benefits is included, 
al guaranteed renewable during the life- 
= of the adult covered family mem- 
pers. 

The second plan, designated “The 
Travelers Hospital and Surgical Expense 
Policy” is designed for men and women, 
ages 18-59 inclusive and their unmarried 
children over 14 days and under 19 
years of age. It is also guaranteed re- 
newable during the lifetime of the adult 
covered family members. It provides 
benefits for hospital room and_ board 
expense, Operating room, x-rays, drugs 
ad other items of hospital expense, out 
patient expense, physicians visits while 
in hospital, surgical expense as out- 
ined in a schedule of benefits. It also 
provides poliomyelitis and hospital ma- 
enity benefits. 


Calls It Major Problem 


“As you can see,” Mr. DeWitt said, 
‘in the accident and health field our 
major problem is the one we are 
sappling with right now. How can we 
wovide more adequate protection against 
he mounting costs of medical care for 
at rapidly growing segment of our 
jopulation which we have come to call 
tnior citizens. 

“Meeting the insurance problems of 
‘is group, which, by the way, has be- 
‘ome the largest single, political, eco- 
‘omic and social force on our continent, 
vill take the combined efforts and in- 
senuity of all of us.” 

He continued, “If we are to maintain 
“¢ role of voluntary insurance in the 
‘cident and health field, we must not 
nly he able to prove our ability to pro- 
nde low cost contracts to meet these 
eds, but you and your fellow agents 
must do far more to develop this market 
nd bring our products to the door of 
“€ senior citizen. If the government 
‘ts into more direct competition with 
‘in the market place, our very survival 
wil be at issue.” 

a his talk, entitled “Time, Place and 
i on,” Mr. DeWitt reviewed the past 
‘teade of growth in the insurance indus- 
‘Y and particularly in The Travelers 
surance Companies. He said that The 
te ooh premiums rose 164% during 
% fties while premiums of the indus- 
a asa whole rose 131%. The com- 
42 mcreased its share of the total 
“istry premiums “in the face of severe 








President DeWitt Tells New Plans 
For Older Peoples’ Health Coverage 





J. DOYLE DeWITT 


and unremitting competition” from 3.2% 
to 3.7% in all lines combined. 

“Our basic commitment has been to 
planned growth within the American 
Agency System,” he said, “to satisfy 
the comprehensive insurance needs of 
the people of our nations. We do not 
plan to retreat from this commitment, 
but on the contrary pledge ourselves to 
become even stronger, more flexible and 
more dynamic as we look to the chal- 
lenges of the future. 

“For all of us, then, the major issues 


of the Sixties will be the broadening of 
our market for individual life insurance; 
and a more dynamic merchandising of 
the permanent forms. We have a story 
to tell and a product to sell which offers 
far more security than any other, and 
I promise you that we will help you tell 
it better and sell it better during the 


J. C. Smith Tells of 


Several major changes in the life in- 
surance portfolio of The Travelers were 
announced by Vice President James C. 
Smith at the sixth annual Inner Circle 
Conference of leading Travelers agents 
held last week at Palm Beach, Fla. 

“In this age of ever-changing times 
we are constantly working to meet the 
challenges of our market.’ Mr. Smith 
said to the 265 top-ranking Travelers 
agents. “These are changing times and 
your company is changing with ‘the 
times. I am certain before you leave 
these meetings you will be assured that 
your company is in a more competitive 
position than ever before.” 

An extended non-medical program, ef- 
fective immediately, was announced 
whereby insurance up to the scheduled 
amounts by ages may be sold without 
medical examination. 

“This change comes as the result of 
improved mortality experiences on poli- 
cy ‘holders in the younger ages,” he said. 

The new non-medical limits are as 
follows: age 1-25, $30,000; age 26-30, 
$25,000; age 31-35, $10,000; and age 36- 
40, $5,000. Previous non-medical limits 
were up to $15,000 for ages 1-30; up to 
$10,000 for ages 31-35 and up to $5,000, 
ages 36-40. 

‘Mr. Smith also said that in response 
to many requests from agents, The 
Travelers would make available by July 


Wrote More Than Billion Last Year 


Vice President Shackelford Pays Tribute to Agents’ Work; 
Dexheimer Named “Rookie of Year’; 


Other Speakers 


More than 500 agents, their wives, and 
home office personnel of The Travelers 
Insurance Companies attended last 
week’s sixth annual inner circle confer- 
ence held at The Breakers at Palm 
Beach, Fla. The conference honored 
members of “The Order of The Tower” 
and “Inner Circle” club qualifiers who 
paced The Travelers to their biggest year 
in life insurance production history. 

For the first time in the 95-year history 
of The Travelers, more than a billion 
dollars of individual life insurance was 
written during the year. A total of 298 
agents qualified for the conference as 
compared with 224 last year. A total of 
79 agents hit the charmed Order of The 
Tower designation, symbolic of more 
than $1,000,000 life insurance sold, as 
compared with 38 last year. In addition 
to the special talks given by company 
officers, a series of “Top A Billion” clin- 
ics were held during the week, featuring 
panels made up of both home office and 
field personnel. 

Speaking at Thursday’s “The Life Of 
Our Time” session conducted by Luther 
J. Kuder of Erie. Pa. were Joseph C. 
Ainsworth, Des Moines: H. Phillip Dex- 
heimer, Los Angeles; Elric S. Pinckney, 
Columbia, S. C.; and Maurice S. Tabor, 
CLU, Buffalo. . 

Mr. Dexheimer was designated at the 
conference by Vice President George 
Shackelford as “The Travelers Life In- 
surance Rookie Of The Year.” During 


his first full year as an agent he sold 

more than $1,600,000 of life insurance and 

paid for $4,500 in A. & H. premiums. 
Shackelford’s Tribute to Agents 

Vice President Shackelford paid spe- 
cial tribute to the role of agents in the 
life insurance industry. “Without you, 
there would be no buildings, no records 
to keep, no claims to pay, no need for 
all the thousands of worthwhile jobs 
now being done to serve the public. It 
has been said that salesmanship is the 
greatest business in the country because 
nothing happens in our economy until 
some salesman sells something. You, the 
salesman, are indispensable. 

“You, as a life insurance agent, go a 
step beyond; you make people see visions 
and dream dreams. You not only make 
people want the good things of life, but 
you make them want assurance, the as- 
surance of being able to enjoy the good 
things of life in the future, even if that 
means a certain amount of self denial 
in the present ... and this is salesman- 
ship in its best and highest form. 

“Certainly,” he went on, “life insur- 
ance is far more than a piece of paper 
.. . First of all, I think you could say 
that it is an idea, a challenging idea. It 
is the only device conceived by the mind 
of men which, at the stroke of a pen, 
can create an estate; which, before the 
ink is dry, has made a poor man inde- 
pendent and unafraid. And more than 
that, it is a noble concept of man’s re- 


decade ahead. 

“Yes, ladies and gentlemen, we face a 
difficult but very exciting future. Few 
organizations are as well equipped as 
ours with the skills, the resources, and 
the energy, to accomplish the tasks which 
the time, the place, and the need for 
action will impose upon us.” 


New Policy Plans 


je new level premium term policy to 
age 65 permitting conversion through 
the term period. 

_ ‘He announced that rates are now be- 
ing prepared for a new kind of increas- 
ing death benefit rider which may be 
sold with any new permanent form of 
insurance. Death values under the rider 
increase from year to year and has as 
its major purpose the answer to infla- 
tionary arguments in terms of life in- 
surance. 

Other new developments announced 
at the conference included broadening 
of the company’s sub-standard life in- 
surance policy, additional accidental 
death benefits in connection with the 
mortgage redemption insurance policy 
and new non-medical limits for salary 
allotment life insurance. 

Mr. Smith said that agents would be 
interested in knowing that during ‘the 
year The Travelers issued a number of 
policies in excess of one million dollars 
each and some for more than two mil- 
lion dollars each. 

He concluded, “one significant thing 
about life insurance purchasers is that 
‘the person who can afford to seek all 
kinds of advice from their accountants, 
attorneys and bankers seldom buy term 
insurance. They recognize the value of 
Ordinary life and other forms of per- 
manent insurance. 





sponsibility to others—to those he loves 
most, the members of his own family. 
Truly, we can say that ‘We’re in the 
business of making dreams come true.’ 

“For more than a century,” he said, 
“life insurance has been the means by 
which a man can guarantee that he will 
be remembered longer and more beauti- 
fully than by any other type of memorial. 
Life insurance is love triumphant. It is 
the material out of which is built the 
house of protection. It is the guardian 
angel of the young. It is a warmth, com- 
fort and independence when we have 
grown old. ... It is the helping hand, 
still outstretched, which makes love life 
beyond the grave.” 

The Travelers training division was 
featured in a clinic on “Top A Billion” 
conducted by Director Robert B. Saf- 
ford, Superintendent Paul K. Browne 
and Assistant Superintendent Seymour 
G. Reitman. 

Friday's schedule featured “Cash 
Value Life Insurance—The Test of 
Time” with participants including T. 
Shad Medlin, second vice president; 
Messrs. Safford, Reitman and George P. 
Hinckley, assistant superintendent of 
agencies. 

Joseph E. Burger, director of public 
relations for the H. V. Noothar & Co., 
Pasadena, was the key speaker at Fri- 
day’s luncheon. 

Friday afternoon’s schedule listed 
Herbert J. Kramer, director of public 
information & advertising for The Tra- 
velers who discussed the new national 
advertising program featuring the red 
umbrella. 

The conference came to a close Satur- 
day with presentation of prizes by E. 
Rowland Evans. superintendent of sales 
promotion and Davson D. DeCourcy, as- 
sistant superintendent of sales promotion, 





More on Travelers Meeting 
on Page 9 














April 15, 196 








<==. 
= 


Mutual Benefit Leaders Meet t At Bal Harbour, Florida 
Palmer Urges Agents Preach Thrift 


Inflation Threat Not Dead Mutual Benefit Life’s President 
Tells Company’s Leaders at Bal 
Harbour, Fla. 


Bal Harbour, Fla Statements ot 


some financial men lately minimizing 
the threat of inflation were strongly 
challenged by H. Bruce Palmer, presi- 
dent of Mutual Benefit Life, addressing 





H. BRUCE 


PALMER 


the company’s leaders here recently. Mr. 
Palmer is also president of the Coun- 
cil for Economic Growth and Security 
and in position to speak with authority 
on its massive program to combat in- 
flation. 

Mr. Palmer urged the agents when in 
contact with the public to preach sav- 


ings, wise buying and general thrift. He 
presented a four step program: 

“1. The agent must sell his product 
for full value. The life insurance man, 
unlike the savings banks, has a direct 
contact with his customer. 

“2. Agents should increase their own 


productivity because an increase in their 
productivity brings an increase in sav- 
ings. He should urge those he contacts 
10 save systematically 

“3. We should all preach thrift, 
full budgeting, 
a wise balance 
able dollar 


care- 
careful use of credit, and 
between today’s spend- 
and the deferred spendable 


dollars. We should adopt a policy of 
discriminating buying which means wise 
buying. 

“4. Let’s all preach and work at eco- 
nomic and political understanding. Un- 
derstanding alone is not enough; partici- 
pation in government is essential 

“Inflation has destroyed the value of 
the dollar by an average of 24% a year 
for the last 20 years,” Mr. Palmer 
pointed out. “The effects of inflation 
reach into nearly every area of American 
life, but strikes most cruelly at the re- 
tired and the aging who now total more 


than 18 million people. Thus, inflation 
is no longer simply an economic prob 
lem, it is also a major social problem 
of the nation 

“Increased taxes must inevitably fol 


low progressive inflation,” Mr. Palmer 
declared. “Taxes are levied to pay for 
government services. As government is 
more for the 


forced to pay services 
it renders, it must increase the taxes it 
levies. While higher taxes serve an in 


avoiding 
they must inevitably 
living 


flationary-braking function by 
deficit financing, yet 
increase the 

“The ultimate source of taxes is al- 
ways the people. Taxes which are levied 
on business are, for the most part, 
passed on to the people through high- 
er prices. Those which the people pay 
direct must be taken from their stand- 
ard of living, their savings, or from high- 
er wages. Thus there appears a new 
impetus to the wage-price push—other 
than the bargaining table. 

“Inflation stifles economic growth 
Growth means the production of more 
things that are wanted and needed for 
an expanding population and_ higher 
standards of living—more homes, more 
roads, more schools and hospitals, more 
research, more new businesses, more 
plants and tools of production, more re- 
placement of the obsolete 

“But all of these take capital, and capi- 
tal to provide this growth must come 
largely from the people’s savings—the 
7% of disposable income that is not 
spent for goods and services. 

Mr. Palmer also charged that infla- 
tion “exports jobs.” He explained that 
is larger costs have risen in the United 
States, many American manufacturers 
have been forced by foreign competi- 
tion to establish operations so 
as to utilize 


cost of 


overseas 
the less costly foreign labor 





Vice Presidents’ Management Panel 


Management Panel Moderated by President Palmer Had as 
Participants Vice Presidents John J. Magovern, Harry W. 
Jones, William F. Ward, James P. Moore, Charles 
G. Heitzeberg, Robert C. McQueen 


Fla 


marke 


There will be a 


Bal Harbour, 
*t for business in- 


continuing ready 


surance, John J. Magovern, Jr., execu- 
tive vice president, declared in a man- 
agement panel held at the national 
meeting of Mutual Benefit’s field force 
at the Americana Hotel 


The panel was moderated by H. Bruce 


Palmer, president. Participating with 
Mr. Magovern were Harry W. Jones, 
senior vice president; William F. Ward, 


vice president underwriting; James P. 
Moore, Jr., vice president and comptrol- 
ler; Charles G. Heitzeberg, vice presi- 
dent in charge of agencies; and Robert 
C. McQueen, vice president—Group in- 
surance 

Commenting on the possible future de- 
velopments in the field of business in- 


surance, Mr. Magovern predicted con- 
tinuance of a ready market. 

“Although the basic purpose of busi- 
ness insurance may be the protection 
of the corporate entity either through 
keyman insurance, stock retirement ar- 
rangements or pension and profit-shar- 
ing plans, the by-products which flow 
from the use of corporate tax dollars 
undiluted by personal taxation make this 
the key factor in continuing sales. So 
long as we have corporate income taxes 
and the graduated personal income tax 
at the levels which exist today, we will 
continue to have a ready market for 
business insurance. 

“IT believe that in the years ahead we 
will see continued e expansion of person- 
alized arrangements in this field to meet 





particular circumstances and conditions. 
the variety of fringe benefits for which 
life insurance furnished a useful fund- 
ing medium coupled with its deferred 
tax advantages makes an _ unbeatable 
combination for future growth in this 
area. 

Turning to the ever-changing invest- 
ment picture, Mr. Magovern called at- 
teniion also to the “necessity for legal 
initiative and imagination. 

“Anyone who has looked at our In- 
vestment Review will recognize the 
great changes in investment theories and 
practices which have taken place over 
the past decade. All one needs do is 
to take a look at the changes which have 
taken place in our investment portfolio 
during that time to realize the im- 
portances of a sound investment .policy. 

“But with these developments has 
come the necessity for legal initiative 


and imagination. In many _ instances, 
new concepts must be fitted into old 
laws. Although moving perhaps some- 
what slower than we might like, the 


legislatures have shown a rather pleasant 
recognition of the changing investment 
picture and have made a number of sub- 
stantial amendments to the statutes of 
the several states. In one takes a care- 
ful look at the whole picture and then 
pinpoints our operations, | don’t think 
that there can be any other conclusion 
but that the Mutual Benefit considers 
its investments and investment policies 
a dynamic vital part of our growth. 


am authorized to say that it will con- 
tinue to do so. 
“Alihough the new Federal income 


tax law is and will be mentioned sev- 
eral times in the course of this panel, 
| do think that you should recognize 
the much greater relationship between 
investments and income taxation than 
heretofore existed. For the first time 


in our history we are concerned with the 
taxation of capital gains and _ losses 

our asset valuations and investment ex- 
penses have taken on special signifi- 


cance; our pension plan reserves have 
become a specialty; our company yield 
rate has a direct bearing on our allow- 


These and other as- 
tax law will have a 


able deductions. 
pects of the new 


CHARLES G. 


HEITZEBERG 


direct bearing on our investment opera- 
tions over the year ahead. It’s a real 
challenge. If you look at the record 
of those who determine and implement 


our investment policies, you will be 
sure that it will be met with courage, 
imagination and ingenuity.” 


Harry W. Jones 


basket over the 
going to reflect the 
changes that are taking 


The agents’ market 
coming years is 
tremendous 


place, “changes that we sometimes over- 
look in our concentration on our pri- 
mary interest,” Mr. Jones observed. 


“When you consider the tremendoy; 
advances in medical science and, More 
important, the enormous efforts that ap, 
made to save us from everything tha 
threatens us you may come to the Same 
conclusion as I have, namely, it is get. 
ting to be damned difficult to die,” Mr 
Jones said. “Illnesses, especially of old. 
er age, are not going to result in deat! 
as frequently nor as quickly as they 
used to, and death may more and mor 
be found to come only after long pe 
riods of invalidism or 


incompetence, 





JOHN J. MAGOVERN, JR. 


“And that brings me to my point. | 
is getting to be increasingly expensiy 
to survive the earlier causes of deat 
and live out one’s time into really ad 
vanced age. Health and advanced age 
are going to be, even more clearly tha 


we have seen them thus far, the rea 
hazards of life that will have bee: 
substituted for the risk of untimel 





HARRY W. 


JONES 


death. Life Insurance will continue ! 
provide the substance, the real st! 
stance, of protection against these hat 
zards as well as the hazard of deat 
but new forms of protection agaili 
these others must be found and deve 
oped. Such products as these are goin 
to be, for the future, the things ™ 
will slowly find their way _ into 
agents’ brief case.” ; 
Asked to describe the effect, pres 
and future electronic developments 
have on the services of the agent y 
general agent, Mr. Jones predicted 
(Continued on Page 6) 
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Union officials, Anthony Polito, Secy.-Treas. (seated), Joseph Costanza, Business Agent (left), Oscar Cocchiara, President 
pone, Nationwide agent (right). Union is Journeymen Barbers, Hairdressers, Cosmetologists and Proprietors’ International Union of America Local 246. 





“Nationwide is tops with us!”’ 


Anthony Polito, Secretary-Treasurer 
of the above local, doesn’t mince 
words in praising Nationwide. Over 
450 members of this local are covered 
by a Nationwide Group Life and 
Weekly Income Benefit program. No 
worry about claims— Nationwide set- 
tles them promptly. No worry about 
service — Nationwide Group experts 
are available on a local basis. No 
worry about coverage — Nationwide 


. 

Rie gk 
%, “oY 
WW wy peo 


tailors plans for your specific needs. 

Nationwide Group Plans cost less, 
offer you more. Whether you’re an 
employee representative, or an em- 
ployer...or a broker in search of a 
low-cost, up-to-date plan for a client 
—there’s a Nationwide Group cover- 
age to suit your needs. 

For details, write: Nationwide 
Group Operations, 246 North High 
Street, Columbus 16, Ohio. 


Ruy 
Ce 
America's most progressive A lilaci olde late lilels 
Mme as Ohya g V Ur ane Janization 
~~ 





Nationwide Life Ins. Co./ Nationwide Mutual Ins. Co./ home office: Columbus, 0 


(center) with Sebastion Chiap- 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 





EVERY DOLLAR 
COMES BACK! 


| 
I 
I 
I 
I 
i 
Young men can't resist this “Capital J 
Return” Plan...older men find it very i 
appealing for their sons, grandsons. i 
With this Plan your client has the guar- 
antee that his annual premiums will be 
returned at the end of 20 years. Life I 
Insurance Protection plus a full share : 
of dividend earnings 
throughout. ; 







And “assurance” 
is something we | 
always give you. 
We specialize in 
having specialists : 
whoare known for 
working through 
with a case... i 
successfully. 7 


As close to you as your telephone J 


Matt Jaffe Associates, Ltd. | 


431 FIFTH AVENUE,N.Y. © MU 4-5779 ' 
General Agents i 
j The Canada Life Assurance J 
{ Company, Toronto,Canada | 


Mutual Benefit Panel 


(Continued from Page 3) 


great improvement in the service as- 


pect. 
William F. Ward 


Reviewing 1959 from the standpoint 
of mortality experience, Mr. Ward 
termed it a “fair” year compared with 
1958. which was a very good year. 

“During the last decade there has 
been a steady, gradual improvement in 
mortality, primarily at the young and 
middle ages. As we look ahead we may 
expect further improvements, but the 
character of the changes will be some- 
what different. The improvement in mor- 
tality at the younger ages has led us 
to a practically irreducible death rate 
of less than $1.00 per thousand below 
age 25. Future improvement will take 
place at the middle and higher ages. 
Although the percentage changes will 
be very moderate, the financial effects 
of even very small changes at the high- 
er ages will be important in financial 
effect upon the company. 

“Heart disease, and others of the 
circulatory system, will continue to be 
the major cause of death. Over 60% 
of our present claims are due to these 
causes. Cancer runs about 18%. If medi- 
cal science makes appreciable gains in 
either of these fields, not necessarily in 
finding cures, but in postponing deaths 
of those afflicted by these ailments, the 
changes in mortality costs will be dra- 
matic. 

“As general mortality improves, the 
lower emerging claim cost will reduce 
life insurance costs for all policyholders. 
As mortality for specific impairments 
is improved by advances in medical 
science more and more individuals will 
be accepted for coverage. The benefits 
of life insurance will be expanded to 
cover a larger proportion of our popu- 
lation for more adequate amounts of 
benefits.” 

Asked to comment on the part that 
ordinary policies will play in pension 
coverage, Mr. Ward expressed the opin- 
ion that ordinary policies will play an 
increasing role in providing pension 
coverage in groups of lives under 50. 
Individual policies will provide pensions 
at rates comparable to group in the 
smaller cases and ordinary policies have 


the additional advantages of providing 
the benefits in a clearly defined manner 
for each individual life, he added. 

“The whole field of pension plans for 
small businesses has been opened up 
by the new tax law which removes a 
major competitive disadvantage of in- 
sured plans as compared with self-ad- 
ministered plans. The new income tax 
bill provides tax relief on income earned 
on pension reserves. One-third of this 
relief is granted each year so that at 
the end of three years insured pension 
plans will no longer be subject to in- 
come tax and will thus be in the same 
position as self-insured plans.” 

Commenting on advancements in the 
broad field of underwriting. Mr. Ward 
pointed out that during the last 10 vears 
Mutual Benefit has raised the limits 
of insurance of an individual life from 
$250,000 to $600,000, has raised disabili- 
ty limits, granted standard rates on av- 
erage coverages and adopted guaranteed 
issue. Medical underwriting, he also ex- 
plained, has improved to the point that 
certain histories of cancer, heart im- 
pairments, diabetes and the like, may 
now be accepted at standard rates or 
with moderate ratings. 

“Many of these changes would have 
been considered as fantasies in 1950. 
The next ten years will see even more 
important new developments. Perhaps 
we will find that appreciably more than 
the present 12% of our new business 
may be issued without medical examina- 
tion. Waiver of premium benefits should 
be applied for with considerably more 
than the present 30% of our new in- 
surance now covered. New underwrit- 
ing approaches and the efforts of our 
agents should double this percentage. 

“The most important changes will ap- 
pear in medical underwriting. taking 
advantage of the developments in medi- 
cal science. This will be a constant 
evolution of small changes for the most 
part, bring us in 1970 to practices now 
unpredictable. 

“It is not likely that we will be able 
to underwrite a case based on a drop 
of the applicant’s blood and strand of 
his hair as some experts have predicted. 
However, if suitable techniques could 
be developed for our routine medical 
examination to give us the applicant’s 
physical condition with a greater de- 
gree of certainty than now possible, we 
would be able to determine our under- 
writing action without many of the 
additional tests which now cause so 
much inconvenience and loss of time.” 


Robert C. McQueen 


Asked how Group insurance affects 
the individual agent, Mr. McQueen gave 
the following reply: 

“How does group affect the individual 
agent? The answer seems to depend 
upon the person to whom you are talk- 
ing. can name many agents whose 
earnings have been remarkably in- 
creased through the intelligent use of 
group insurance, both as a result of 
the group commissions themselves and 
of the subsidiarv ordinary business that 
has come in with group sale. I can also 
name some doing equally well who have 
predicted that group will drive the agent 
out of the insurance market because it 
will take over all of ‘his prospects and 
replace high commission business with 
low commission business. 

“Group will neither save the agent nor 
drive him out of business. Group in- 
surance is social insurance, designed to 
provide a broad base of coverage for 
all classes of people. It is the only type 
of social insurance in the world upon 
which commissions are paid to a_ sales- 
man. It is incorrect to believe that if 
group insurance did not exist. ordinary 
insurance would be sold to fill the gap. 
That is not true, any more than in- 
dividual annuities could be sold to re- 
place the billions of dollars that will 
be paid as pensions under social security. 
If group insurance did not exist, we 
would have self-insurance or govern- 
ment-sponsored benefits instead. 

The difficulty arises when Group is 
used to fulfill needs bevond the level 
of social insurance. Certainly there have 
been abuses, just as there have been 
abuses in using individual policies to 





BROKERAGE MAN 





for Non-Can. Disability Agency 


If you would like to make your career with a progressive New 
York agency of a well-known non-can, disability company, we would 
like to hear from you. Attractive opportunity! Life insurance back- 
ground helpful. Salary basis. Replies Confidential. Address Box 
2790, The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 





fund giant pension trust cases. The 
problem is to determine a criterion as 
to the proper level to which group in- 
surance should be confined. We think 
that, as far as amounts are concerned, 
this level can be defined as a function 
of earnings. In all of our cases we try 
to make sure that the individual amounts 
of insurance bear a reasonable relation- 
ship to earnings. We will not write 
cases where this relationship does not 
exist. 

“Group insurance has also been ex- 
tended in some cases to other than 
employer-employe groups. This can be 
an abuse, or it can help the agent by 
opening up an entirely new field of 
prospects. We shave written a few of 
these cases with the close cooperation 
of our local agents and agencies. We 
plan to continue to do so in local situa- 
tions as long as the advantages to our 
agents and their clients outweigh the 
disadvantages. 

“In the years ahead the agent will 
continue to find that in some cases his 
individual sale must compete with a 
group sale. I do not see, however, where 
this is a threat to his existence, or to 
his right to earn a comfortable living. 
I can think of at least three much more 
important threats. These are: 1) in- 
flation; 2) government control of health 
insurance; and 3) the increase of in- 
dividual term insurance written through 
franchise policies. If you really want 
to get worried about something in your 
business and mine, I commend these 
subjects to you.” 

Asked to comment about the possi- 
bility of sources and types of group 
business to be ‘had in the 60's, Mr. 
McQueen pointed out that there are 
many new corporations being formed 
every week, some of them will grow 
to the size where they will need group 
insurance and can qualify as a legal 
group. 

“Unless the federal government mo- 
nopolizes the health care needs of the 
country, group major medical insurance 
will continue to expand in the 1960's, 
perhaps even on a profitable basis for 
the insurance companies. Group long- 
term disability insurance is just begin- 
ning to be important, and we hope to 
get into this field before the good cases 
are pre-emptied by ‘other carriers. 

“One of the most important areas of 
group endeavor in the 1960's will be 
group pensions. During the 1950’s we 
let the self-insured boys run away with 
the market, but with favorable interest 
rates and the tax relief which was 
granted to us last year on pension plan 
reserves. we will be tough competitors 
in the 1960's. 

“Where will you find group business 
in the 60’s?” The answer is, of course, 
everywhere!” 


Charles G. Heitzeberg 


The role of the agent in the sale of 
life insurance will remain in the next 
decade what it thas always been—the 
vital link in the sale of the product 
Mr. Heitzeberg predicted. He added 
that the agent will be in the picture 
even more importantly than ever in 
the future. 

However, Mr. Heitzeberg expressed 
the view that competition for manpower 
will ‘be greater in the next ten years. 

“There’s a characteristic of the next 
decade that not too many people have 
considered very carefully. That is that 
we're going to have infinitely more old- 
er people, fundamentally out of the 
labor force—and infinitely more younger 
people, either not in the labor force 
or just on the threshold of entering. 
The proportion of worker bees :to the 








A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
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total population is going to be less than 
it is today, which means a lot of things, 
It means that competition for manpoy.- 
er is going to be rougher. But it mean 
something else, too. It means that we 
are going to have to sharpen our mer. 
chandise and our merchandising and 
find some answers to problems we have 
never really had to face wp to before 
In recent years the industry has done 
a pretty good job of making life in. 
surance on the lives of youngsters an 
attractive and salable product. Bu 
what have we done to make a new life 
insurance purchase really attractive for 
the man past 45 to 50? Necessary—yes 
Desirable—yes. But in the long haul 
how attractive? Without getting spe- 
cific, let me simply say that a big de. 
velopment to come in the next ten 
years, in my opinion, will be seeking 
the untraditional place for large volume: 
of business and in the untraditional 
iplaces for highly qualified new agents 
Whether this is done by design or 
by chance, or by the simple pressure 
of the facts of life, makes a difference 
only to an individual company. That 
it will happen seems inevitable. So there 
is a prediction—and to me an exciting 
one—for the next 10 years (and paren- 
thetically I might add that we are a: 
ready in the process of doing some- 
thing about it.)” 


James P. Moore, Jr. 


“Based on the past 10 years and als 
on the operating cost level of 195 
the expense road doesn’t look exact) 
smooth,” Mr. Moore told the field force 
The largest cobblestones, the said, for 
all business organizations “are quite 
clearly imprinted with labels reading 
‘Made in Inflation, U. S. A’ 

“The year 1959, by itself, provided 
some interesting contrasts in the e- 
pense trend picture. Although our fet: 
eral income tax payment, at nearly % 
millions was almost 80% greater that 
our payment in 1955, we actually spet! 
less in total out of our 1959 income dol: 
lars than we did out of our 1958 incomé 
dollars. To be specific, the expense figure! 
for those two years represented 18%¢ 
and 18.4¢ of our income dollars. 

“The constant need for management! 
attention to an emphasis on efficiency 
and economy in all areas of our oper 
tions isn’t just a matter of ‘good bus: 
ness.’ It’s a plain hard fact of compet 
tive life in an industry where compet! 
tion gets keener by the minute. If 
want to keep our products at theij 
high level of quality and at a compet: 
tive price, we not only have to watt! 
our dollars but every penny too.” 

‘Asked to comment upon first yee! 








acquisition expense trends, Mr. Moor 
said he could see little hope for chang4 
in the rise of distribution expense. 
“The expansion of our first year * 
quisition expense is reflective of mat) 
factors. Time permits me to 40 " 
more than mention some of them ! 
broad terms. They include grow! 
changes in the character and type % 
business written, changes in compen 
tion and compensation patterns, the adop 
tion of new concepts in agent financitl 
and training, competitive practices 
pressures, inflation, and many 0% 
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things less important dollar-wise but 
nonetheless contributing to the whole Mutual Benefit New Sales 3 
icture. In 1959 Were $573 Million 
“Personally, I do not believe there et . 
will be much future change in the clear Total life insurance in force passed 
trend and experience of increased dis- the five billion dollar mark in 1959, Mu- 
ec ep on a pee really new tual Benefit Life of Newark, N. J. an- 
; iques and pr r ee 
Micioned for both Paha Eset: ene nounced in its 115th annual report to 
icing of life insurance. Since there just POlicyholders. Commenting on these re- 
isn't any substitute for the professional sults in the summary of the year’s 
life yr onnogpnd ec eg Mg —a operations, Board Chairman W. Paul 
4 that these techniques i ey are tobe gi; , | 
found at all must be found in the area tillman and ‘President H. Bruce Palmer 
— | of servicing.” called these figures a dramatic demon- 
stration of the general accelerated 
. — growth of the company. 
At the end of 1959, company assets 
totaled $1,825,479,929, an increase over 
ns 1958 of $44.6 million. The net rate 
36 of earnings on invested assets, before 
federal income taxes, increased for the 
twelfth consecutive year. The 1959 in- 
than crease, up twelve basis points from 3.89% 
hings, in 1958 to 4.01% in 1959. The Mutual 
\pow- Benefit Life’s gross rate on new invest- 
g 
ye ments in 1959 was 5.15% compared with 
met-| Your United States Life 4.987% in 1958. ta 
- and General Agent is always New sales of Ordinary life insurance 
Bo orth a check! —= were $573,281,000, more than 10% over 
Y “ . last year and well ahead of the industry 
te = average. New Group insurance issued 
wat 3 during the year totaled $184,221,000 about 
Bu CONNECTICUT 2% times the amount sold in 1958, the 
if OT lem tg gy company’s first full year in the Group 
7 fot Norman & Mann Agency, Inc., Hartford field, 
y—yes DELAWARE ; 
x hau! American International Life Agencies “ 
oe McDougall Assn. President 
rig de- ogy pe Bal Herbour, Fla.—Laurance W. Mc- 
xt ten Dougall, CLU, Cleveland general agent of 
seeking PLORIDA Mutual Benefit Life of Newark, was 
olumes oy dng: =F eee llama elected president for 1960-1961 of the 
litional company’s General Agents Association 
agents Seen ihe: Mites at its annual meeting at the Americana 
ign Ot ira R. Jones, LaGrange Hote! here. 
ressure The Life and Accident Agency, Inc., Chicago Others e'ected were Edward L. Ros+n- 
ference Staseaceuentrs baum, New York general agent, vice 
. bo Francis H. Curtin Insurance Agency, Inc. president; and William N. Thurman, At- 
© there a sentient lanta general agent, secretary-treasurer. 
exciting RRs Say IO Theron M. Lem!ly. Memphis general 
Daren] MICHIGAN agent; ‘Paul J. Quillin, CLU, Milwaukee 
are a pases lnsnrance Agsacy, Detroit general agent; and Mr. Thurman were 
; Some: Kenneth R. Lancaster, Benton Harbor elected directors ‘of the association, 
MINNESOTA 
Murphy Insurance Agency, Minneapolis 
ind = ved — eee W. T. Earls Shows Need to 
of 195 . J. Adams Co., Atlantic City ‘cam — 
1 Bernard Axelrod, Camden 
exact! pe — Agency, Margate City Recruit To Stay Alive 
Id —* op tll ree Ble eed Bal Harbour, Fla—There are many 
aid, * + eo heme ond Group Agsacy. Newark life insurance agencies that are liquidat- 
e a William Waddell, Camden" ing their assets and do not know it, 
readin: — Weiniger, Schleifer & Co., Newark William T. Earls, CLU. general agent 
el Murray Goldstein, Lakewood in Cincinnati for the Mutual Benefit 
Se ee Life, told his fellow general agents. The 
1€ ©" Alva Agency, Inc., NYC General Agents Association had been in 
er “? ieee ie ree NYC session prior to a meeting of the com- 
pring A Chapman Agency, Inc., NYC pany’s agents. 
eet nt ee eee a NC Many agencies, Mr. Earls noted, are 
lly nl The Di Loreto Agency, Inc., Queens moving along “in these lush times,” 
e toaee PL Kee ye holding their own or getting slight in- 
| figure ames F. MacGrath, Jr., NYC creases each year. But they are not ad- 
me 1834¢ og ding manpower, which is life blood of 
- : Sidman, Okun & Scarano, Inc., NYC any agency, he added. a 
; , nthony J. Sollano, Bronx Reviewing his own experience ¥: 
oh Whi e : } r Ey Ne) 
poco tegatana Earls pointed to the erosion in_ his 
; oper: NEW YORK agency—through the loss of successful 
pel busi: seen Agency, tnc., Pepto men alone; he did not include those 
8! Chapman Agency, Inc., Buffalo - , i 
“compet Brownyard pow bly Inc., Rochester who where failures. In a 10-year pe- 
compet! ao, Krapf, Urso Agency, Huntington Sta. riod since 1950, 14 successful men left 
te. If we eS: Kenta hecho for management opportunities or family 
+ theif The King Suburban Agency, Hicksville considerations which caused them to 
at [e"l Herbert J. Lennox Agency, Gilbertsville move to another city 
- compet!" Edward G. Maher, Inc., Hempstead byt 3 : - A 
to watel Banas Federsen, Freeport You don’t simply recruit to replace 
. Ruth Agency, Elmira , ; ” - j 
too.” Standard Insurance Agency, Williston Park Ape failures, _Mr. Earls pointed out. 
first yey Ter Bush & Powell, Inc., Schenectady You recruit just to stay alive, just 
{r. Moord ike & Ree eee to keep even in the face of losses which 
‘or changq . you could not possibly foresee or con- 
spense. "4 trol. Such losses are going to occur in 
t year 2M wig Boerste, Agency, Dayton your agencies just as they have in mine. 
. of mati William R. Monroe Agency, Columbus Good management or bad management 





W. F. Ryan Agency, Cleveland 


PENNSYLVANIA 
Robert Adelman, Reading 
Gateway Underwriters, Pittsburgh 
loward Agency, Inc., Grove City 
d-Hagee Co., Harrisburg 
larlyn Agency of Pa., Inc., Philadelphia 
Francis J. Radano, CLU, Philadelphia 


RHODE ISLAND 
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won’t control these losses. 

“Whether at this time it is most propi- 
tious to recruit or not, or whether it 
would be more profitable to recruit at 
some other time, is academic. I think 
we have to keep recruiting all the time, 
keep a steady flow of new manpower, 
new enthusiasm and new production, 
just to stay where we are. That’s the 
nature of our business.” 


Hear Mrs. Raymond Clapper 

Bal Harbour, Fla—The men and wom- 
en engaged in the insurance business 
are humanitarians because the whole 
meaning of the business is protection 
of and assistance to human beings, Mrs. 
Raymond Clapper, wife of the late news- 
paper columnist, said before the Mutual 
Benefit Life. 

Mrs. Clapper, assistant executive di- 
rector, CARE international, added: 

“What the world needs is more in- 
surance against ill health and the haz- 
ards of life. Protection given by the 


life insurance companies on the families 
of the American people bespeaks its 
concern for the welfare of our fellow 
citizens. You have helped mightily in 
giving our people the protection they 
so badly need; and, therefore, you have 
contributed toward making the United 
States of America the great country - 
it is today.” 

Mrs. Clapper urged the audience to 
turn its attention to spreading the in- 
fluence of insurance around the world. 
Mankind’s enemies are still the old 
ones, she pointed out—hunger, hopeless- 
ness and ignorance, 60% of mankind is 
afflicted with these enemies, she said. 












policies of $25,000 or more. 


certain term contracts. 


riders. 
e Lower rates on ADB. 


check. 











NOW... The United States’ Life Oiinwe you 
5 BAND 


UANTITY 


perfected to give you more 
where you sell most. 


Our new Quantity Discount provides you with distinct 
competitive advantages. In the popular $10,000-$24,999 
range, policies earn a big $4.00 per thousand quantity 
discount .. . And a discount of $4.50 per thousand on 


Quantity Discount is just one of many innovations in 
The United States Life’s 1960 portfolio: 


e All plans available to a minimum of $1,000 except 


e 3 year female rate setback on almost all plans and 


PLUS many other refinements, all to be found in the 
new, consolidated United States Life rate book. 


For additional information, call your nearest United 
States Life General Agent... he’s always worth a 


“Untled Sal Life 


INSURANCE COMPANY IN THE CITY OF NEW YOR 


THE OLDEST LEGAL RESERVE STOCK LIFE INSURANCE COMPANY IN AMERICA 


ISCOUNT 


FOUNDED 1850 
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CURRENT POSITIONS OPEN 


LIFE—A & H 
W. Coast—Pension Sales Supv. $11,000 
M. West—tLife Group Mgr. 10,000 
South—tLife Assoc. Actuary 10,000 
East—Life Junior Actuary 10,000 
East—Life Comptroller 9,500 
South—Life Undr. Mgr. 9,000 
M. West—tLife Field Supv. 9,000 
East—Life Gen. Agcy. Supv. 8,500 
South—A&H Field Supv. 8,500 
East—Life Ass't. Comptroller 7,000 


These openings are represent- 
ative of Casualty—Fire—Life— 
A & H positions in all sections 
of the country. Write for "HOW 
WE OPERATE." No obligation 
to register. Confidential handling 


all inquiries. 


FERGASON PERSONNEL 
INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 
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Dr. Davis Gregg Stands for 
Fixed Dollar Investments 


Bal Harbour, Fla—The theory that 
stocks are a sure fire hedge against 
inflation is open to serious question, Dr. 
Davis W. Gregg, president of American 
College of Life Underwriters, said at the 
Mutual Benefit Life meeting here. 

“First, the investor may have trouble 
with the stocks he chooses,” Dr. Gregg 
said. “Second, if inflation refuge inequi- 





Vernon K. Miller, CLU, general agent 


of Mutual Benefit Life in Columbus, 
Ohio, is shown receiving the President’s 
Award from H. Bruce Palmer, president. 
The presentation took place at the Gen- 
eral Agents Association meeting ‘held 
at the Americana Hotel, Bal Harbour, 
Florida, 





ties is sought by all, stoc k prices may be 
pushed too high in relation to earnings- 
and, ultimately, may cause the entire 
market to collapse. And third, there is 
no assurance that future tax policy may 
not seriously impair the benefits of ap- 
preciated value and earnings.” 

Fixed dollar investments are not ob- 
solete, the speaker continued, and pre- 
dicted that they never will be obsolete 

“Let’s be extremely conservative in 
our analysis. Let’s assume that we will 
have continued inflation, that stocks do 
provide a hedge against inflation, that we 
can attain ownership of the right stocks, 
aud that inflationary gains will not be 
confiscated. What is the next question? 

“If Equities Do Hedge, Should All 
Savings Be in Equities? 

“It is critically important that we re- 
solve at this point whether under tliese 
circumstances all of the individual's 
funds should go into equities. 

“There are few, if any, financial coun 
selors who would recommend such an in- 
vestment plan. No texthook on personal 
finance or consumer economics known 
to me goes this far. Finally, the widely 
publicized and official position of the 
New York Stock Exchange calls for 
home ownership, adequate life insurance, 
and certain other minimum investment 
objectives before buying stocks.” 


Huber Discusses Agents Estate Taxes 


Bal Harbour, 
panel “The 
fairs” before the 
field force, 
New York, 


consequences in 


Fla.—Participating in a 
Agent’s Financial Af- 
Mutual Benefit Life 
Huber, CLU, of 
ribed in the tax 
the 


on 


Solomon 
desc detail 
execution of an 
agent’s estate 

Mr. Hube general 
company in New York, 
gift, by an 


the 
assignment, 
his right to 
no escape 
He still pays whether 
revocable or irrevocable. 
a revocable one or the 
string on it, or it is 
held to be in contemplation of death, 
the renewals will be included in the 
estate as well,” Mr. Huber said. “The 
gift is one of ‘present’ interest if the 
agent absolutely divests himself of all 
right, title and interest. All gifts of 
present interest exceeding $3,000 must 
be reported. This ho'ds true of gifts of 
future interest regardless of amount. 
“How do I measure the value of my 
gift of renewals? You don’t. Your 
home office will arrive at a figure which 
generally is acceptable to the taxing 
authorities, To whom are my renewals 


agent for 


said 
as a agent of 


future commissions brings 


f1 om inc me tax 


agent holds a 


taxed after I make such a gift? They 
are still taxed to you as income as 
received. It’s like giving away your 
salary. You just don’t get away with 
paying a tax on it. He who does the 
earning, does the paying. 

“So why give my renewals away? 
You may save on estate tax, provided 
of course that you have met the tests 
of a true gift. Remember this: You 
may be putting new renewals on the 
books faster than you can give them 
away. Before long you can find your- 
self paying gift tax periodically and 
losing control of the testamentary dis 


positions. Giving away each year’s new 
batch of future renewals can be a com 
plicated matter. 

“Ts it wise for 
renewals in whole or in part? Who 
is taxed. how? Whether this is wise 
or not, depends on individual situations 
Generally it’s a poor idea 

“Selling the right to future commis- 
sions has this result: The buyer is 
taxed on his gain. This is the amount 
he gets over purchase price and it is 
treated as ordinary income. The selling 


an agent to sell this 


agent doesn’t do so well. He’s taxed, 
it seems, on the entire sales price in 
the year in which he receives it. The 


tax bite can be huge! This is one of 
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Outstanding Agents, Agencies Honored 


Bal Harbour, 


and 


Fla.—Outstanding agents 
of Mutual Benefit Life 
received awards in recognition of their 
1959 life insurance 


agencies 
achievements at the 
meeting. 

The top award, the President's Trophy, 
the Vern K. Miller 


by President Palmer. 


was presented to 
Agency, Columbus, 
The trophy which was presented to the 
company’s best all-round agency is based 
on the quality and amount of new in- 
written, recruiting 
training maintaining 


surance success in 


and new men, and 


established 

Runners-up for the President’s Trophy 
were the Edward L. Rosenbaum Agency, 
New York Citv, and the (Charles S. 
Eaton Agency, Syracuse. 

The New Organization Award for re- 
cruitment and development of new men 
was presented by Vice President Charles 
G. Heitzeberg to the William N. Thur- 
man Agency, Atlanta. The James M. 
Tohnson Agency, New Orleans, and the 
Edward L. Rosenbaum Agency, New 
York City, shared runner-up honors. 

Tacob C. Margolis. of John V. Smith 
Agency, Charlotte, N. C., was presented 
with an award as company lives leader. 
Mr. Margolis also received the “Lives 
Award” for first-year agents. 

Robert T. Tackson, of Theron M. Lem- 
ly Agency, Memphis, and Cy Block of 
Albert G. Schmerge Agency. New York 


production among agents. 


City. were presented awards as com- 
pany leaders in volume and in earn- 
ings. respectively. 


Harry A. Freiberg, Ir.. of James M. 
Johnson Agency, New Orleans. was pre- 
sented two awards in recognition of his 
achievements as company leader in vol- 
ume and earnings among first-year rep- 
resentatives. 

The second-year leaders who received 
awards for their achievements were: 
Jerald D. O’Koon, of Vern K. Miller 
Agency. Columbus, for earnings; Don 
W. Robinson, of Otto-Houlihan Agency, 


Detroit, for volume; and Garry A. Al. 
brecht, of Otto-Houlihan Agency, for 
lives. 

Mrs. Zerline Williams, of Maurice 


Goldstein Agency, Charleston, S. C., re. 
ceived the award as the Mutual Benefit’ 
leading woman representative in earn. 
ings. 

The “Builder Award” went to the 
outstanding supervisor, Owen F. Stough- 
ton of William N. Thurman 


Atlanta. 

John A. Graffius, CLU, of Otto. 
Houlihan Agency, Detroit received th 
“Duel Silver Spur Award” for 
more life insurance protection than any 
other agent during the Mutual Benefit 
Life’s one-month sales campaign, known 
as the “Duel.” 


The “Group Volume Award” went t 


3en P. Stratton, of Neil D. Comerford 
Agency, Lansing. 

Honored as “Group Millionaire” for 
writing more than a million dollars 0 
Group insurance in 1959 were: John H 
Ames, CLU, of Arthur V. Youngman 
Agency, New York City; C. Wald 
Bryant, of W. Oliver Cass Agency. In- 


dianapolis; Paul W. Cook, CLU. o 
John O. Wilson Agency, ‘Chicago; 
ry A. Freiberg, Jr., of James M. 
son Agency, New Orleans; John D. Hib 
bard, of William F. Umphrey Agency 
Grand Rapids; Wallace H. King, of Wil 
liam T. Earls Agency, 
chel D. Nowak, of Russell B. 
Agency, New York City; 
er, of Arthur V. 
New York City; 

Paul L. Guibord 
J.; Herbert M. 


Knapy 


Youngman Agency 
Agency, 


Swarthout, CLU, 


Albert Drake Agency, Kansas City; Bi 
Mille: 
Albany; and Frederick N. Wink- 
McDougal! 


ward C. Wells, of Rodney B. 
Agency, 
ler, CLU, of Laurence W. 


Agency, Cleveland. 


Edward C. Dunn, general agent in 
Nashville; Theron M. Lemly genera 


agent in Memphis and Seth W. Sizer 
general agent in Chattanooga also re: 
ceived awards as 


Mutual Benefit Leaders Get Awards 


Bal Harbour, Fla—Awards for out- 
standing agency achievements in 1959 
were presented to general agents of 
Mutual Benefit Life here. 

The “Stillman Duel Award,” named 
for Chairman of the Board W. Paul 
Stillman, was presented to the leaders 
in three production groups for quality 
of business produced during the com- 
pany’s annual sales campaign, known as 





the delightful penalties of earning big 
money. Other cases indicate that the 
buyer may have his ordinary gain spread 
out. 

“Why can’t I file a beneficiary desig- 
nation at the home office instead of 
doing this by will? Most companies 
feel that this is dangerous. The ar- 
rangement may ‘be considered testamen- 
tary in character—a substitute for a 
will—and therefore not executed with the 
formality required of wills. Others may 
come in and claim invalidity, upsetting 
whatever you had in mind. Disposition 
by will or by a trust would seem to 
make more sense.” 


the “Duel.” 
The recipients, William T. Earls, CLU 
general agent Cincinnati, Kenneth R 


Bentley, general agent Danville, Ill. an! 
William H. Elden, general agent Duluth 
accepted their awards from Vice Pres 
dent in charge of agencies Charles 6 
Heitzeberg. 

The William T. Earls Agency also a 
ceived the “Duel Volume Award” 
writing the largest volume of veel 
during the company’s annual sales col 
test. H. Douglas Palmer, second viet 
president, made the presentation. 

The agencies which received the “Dut 
Quota Award” for submitting the hig! 
est percentage of business over theit 
goal in their production group wert 
William T. Earls Agency, Kenneth 
Bentley Agency and the Edward ( 
Dunn Agency, Nashville. 

The Murrell Brothers, general agen" 
in Los Angeles, received the agent! 
award for the greatest number of million 
dollar producers in the entire compaty 
W. Oliver Cass, general agent 0 
anapolis, was presented with an awal 
for the largest number of million ol 

(Continued on Page 12) 
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“Group Millionaires.’ 
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“Agency manpower is ‘the critical 
problem of the future,” Vice President 
M. T. Wilson of The Travelers said 
at last week’s Inner Circle Conference 
of leading life agents of The Travelers 
at Palm Beach, Fla. 

“Unless we as a company can grow 
with the marketplace, we cannot con- 
tinue to provide you with the service, 
the competitive tools, the staff support 
and the merchandising help you will 
need to retain your market standing in 
your own communities,” he said. 
“Recruitment, training and continuous 
sales support are the traditional methods 
of building and retaining an agency 
force. But in agency building, as in life 
insurance production itself, there is a 
sizable lapse ratio to contend with; 
and even a highly successful and ag- 
gressive agency organization such as 
we enjoy, must work hard and long 
just to stay even.” 

He discussed the new type agent that 
has been recruited by The Travelers 
in ‘the growing suburbs of larger met- 
ropolitan areas. Their prospects are 
young families just starting out together, 
“working at white collar or blue collar 
occupations, mortgaged to the hilt, but 
desiring the good things of life, and 
wanting to protect them adequately and 
economically. 

“However,” he said, “our first desire 
is to build manpower ‘through our es- 
tablished agencies, for we feel that with 
their prestige and standing in the com- 
munity and their record of success, the 





Pullen, Phillips Top Execs. 
Fidelity & Guaranty Life 


The board of directors of Fidelity & 

Guaranty Life of Baltimore, wholly 
owned subsidiary of United States F. & 
G, have elected W. E. Pullen to the 
joint office of chairman of the board 
and president, and Charles L. Phillips 
to post of vice chairman and chairman 
of the board’s executive finance com- 
mittee. Mr. Pullen heretofore was presi- 
dent of Fidelity & Guaranty Life and 
Mr. Phillips board chairman. 

At the same time, the directors elec- 
ted Walter J. Jeffery as executive vice 
president and a director; Richard L. 
Johe to post of actuary, and Bernard 
C. Polhaus to post of assistant secre- 
lary-treasurer, ‘he company was organ- 
ized in December, 1959. 

Messrs. Pullen and Phillips hold similar 
posts in USF & G, the parent company; 
Mr. Jeffery is senior executive vice 
president; Mr. Johe is vice president- 
actuary, and Mr. Polhaus is assistant 
treasurer, all of the parent company. 





Woodmen Director Resigns 


L. T. Oliver, Richmond, Va., has re- 
signed from the board of directors of 
Woodmen of the World Life Insurance 
Society. Mr, Oliver said poor health and 
portant business committments forced 
Mls action. 

aylon Rayburn, Murray, Ky., was 
tamed to the board as national sentry. 
Mr. Oliver’s position on the board as 
‘scort was taken by John B. Cobb, Jr., 
Nashville, who was advanced from na- 
lonal watchman. James W. Crain, 
Travelers Rest, S. C., was advanced from 
‘ational sentry to nation watchman, 

tr. Oliver is administrative assistant 
‘0 the president and assistant secretary 
the Atlantic Coast Line Railroad, and 
‘SSistant secretary and assistant treas- 
wer of Richmond Terminal Railway Co. 
"€ has been a member of the Society 
‘ince 1923 and a member of the board of 
litectors since 1953. 








Wilson Sees Manpower Need of Future 


job can be more effectively done through 
them. 

“Another growing source of producers 
of this type is being generated by our 
program of competitive innovation,” he 
said. “Without a doubt agency building 
is the key to our future in the years 
ahead. Without a doubt it is the key 
to your future, too. For unless we keep 
pace with the explosively growing popu- 
lation of our countries during the next 
ten or fifteen years, we will not only 
lose out to ‘the hundreds of new com- 
panies and thousands of new agents 
coming into the business each year... 
each one ready and willing to push us 
into oblivion, but we will not be able 
to check ‘the mounting pressures for 
our governments to enter into direct 
competition with us.” 

He concluded, “It seems obvious that 
we must all conclude that the likely 
solution to our problems lies in growth; 
growth of trained manpower ‘to serve 
and enlarge our traditional market... 
growth to open new markets... to meet 
the challenge of competition. If you can 
provide this growth, I can assure you 
that we will back it up to the best of 
our ability... with competitive coverages, 
rates and sales assistance.” 


Guardian Sets Record in 
Campaign; Agency Leaders 


Record submissions of better than $42,- 
000,000 in individual life volume and 
$200,000 of individual accident and health 
premiums highlighted the month-long 
campaign by the field force of Guardian 
Life, honoring President John L. Cam- 
eron. 

Life volume for the month exceeded 
the quota assigned by 22.3% and was 
10% over the previous record set in 
March, 1959. Accident and Health pro- 
duction surpassed the quota by 26.2%, 
more than 2.3% over submissions in last 
year’s campaign. 

Assigned quotas in life volume were 
topped by 63 agencies during The Guard- 
ian’s Presidental campaign of their Cen- 
tennial year. In first place was the Baer 
Agency, Philadelphia, with 333%, fol- 
lowed by Minkler and Herzog Agency. 
Mountain View, Calif., with 298.5% and 
Pomeroy Agency, Miami Beach, with 
249.7%. The leading agencies in actual 
life volume were the Spaulder, Warshall 
and Schnur Agency, New York, the 
Green Agency, Atlanta, and the Samons- 
Press Agency, New York. 

Sidney M. Baer, manager in Philadel- 





ACTUARIAL OPPORTUNITY 


A medium-sized Eastern company is 
increasing its Ordinary Actuarial staff 
and has a position for a Fellow or As- 
sociate of the Society of Actuaries. The 
person selected must have sufficient back- 
ground and experience to enable him to 
plan and prepare new product lines; to 
draft policies and compute premium 
rates, and to administer various actuarial 
procedures. The assignment will later in- 
clude utilization of electronic ho pom 

This position offers excellent oppor- 
tunities for advancement. In replying, 
pe full personal data and experience. 
tate salary desired. All replies will be 
held confidential. Box 2796, The Eastern 
Underwriter, 93 Nassau Street, New 
York 38, N. Y. 











phia, was individual leader in life volume, 
with Sidney M. Gershon, Atlanta second, 
James P. Poole, CLU, Atlanta third, 
Richard Pincus of Spaulder, Warshall 
and Schnur Agency, New York, fourth 
and Leo R. Futia, CLU, Buffalo, fifth. 
Top individual honors in life applications 
went to William Apfelbaum of Samons- 
Press Agency, New York, followed by 
Sidney M. Gershon of Atlanta and Guy 
T. Warfield of Baltimore who tied for 
second place and Leo R. Futia, CLU, 
of Buffalo and Thomas S. Muir, CLU, 
manager in Cincinnati, who earned fourth 
and ‘fifth place respectively. 
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DISCOUNT 


ON PREMIUMS MEANS GUARANTEED SAVINGS FOR 


YOUR CLIENTS. 


LIFE 


INSURANCE PREMIUMS OF 


$1,000 AND OVER AND PAID NO MORE THAN FOUR 
YEARS IN ADVANCE OF THE DUE DATE EARN 4!,,%. 
IF DEATH OCCURS, UNEARNED PREMIUMS ARE 


RETURNED 


WITH 


INTEREST TO YOUR = CLIENT'S 


ESTATE. LET US SHOW YOU HOW IT WORKS IN 
COMPETITION — 


— For instance: A $1,000 annual premium discounted for 


2 years will 
3 years will 
4 years will 


5 years will 


save your 
save your 
save your 


save your 


client $ 43.10 
client $127.30 
client $251.00 
client $412.50 


IF YOU WOULD LIKE TO RECEIVE OUR BROKERAGE BULLETINS, JUST DROP US A LINE. 


& (ANADA LIFE 





Home Office: Toronto, Canada 


kK, 
( Yéssurance Company 


A MODERN COMPANY 113 YEARS OLD 
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Matt Jaffe & Associates 
Launch Sales Campaign 


BEING HELD APRIL 15-MAY 31 





Canada Life Agency’s Seventh Annual 
Multi-Million-Marathon; Quota 
Pledged is $5,600,000 





The seventh annual Multi-Million- 
Marathon of Matt Jaffe Associates, Ltd., 
was launched at an agency reception and 
luncheon last week at the Hotel Elysee, 
New York. The Jaffe Agency, with of- 
fices at 531 Fifth Avenue, has been a 


— 1 


MATT JAFFE 


general agency of Canada Life since 
March, 1958. 

Production goal for this year’s Multi- 
Million- Marathon has been set at $4,000,- 
000, which is an increase of $500,000 over 
last year’s goal of $3,500,000. The sales 
drive begins today, A‘pril 15 and con- 
cludes on May 31. Awards will be pre- 
sented to production qualifiers and sales 


leaders at a reception and dinner to be 


held at the end of the campaign. The 
amount pledged at the luncheon was 
$5,600,000. 


Representing the Canada Life home 
office at the luncheon was Crozier Tay- 
lor, assistant superintendent of agencies, 
who briefly outlined the company’s im- 
pressive production record. Canada Life, 
he remarked, is in an excellent compet- 
‘t've position and is progressive and yet 
flexible in its operations. 


Canada Life Innovations 
Jaffe told of 


Matt | the agency’s 
production progress and paid tribute to 
the staff members who qualified for the 
company’s President’s Club. He also told 
of the many Canada Life innovations 
which he feels will contribute greatly 
to the success of the Multi-Million- 
Marathon. He called particular atten- 
tion to the lower premium rates, reduced 
premiums tor larger policies, lower rates 
tor women and increased policy values. 
Also, new plans introduced, including 
the executive preferred, executive stand- 
ard and deferred life annuities, single 
premium. 

A brief talk was also given by Gerald 
Rosner, the agency’s educational direc- 
tor, who is currently in the process of 
building a unit of full-time representa- 
tives. 

Mr. Jaffe, long a substantial personal 
producer, attended City College of New 
York and University of Vermont. He 
majored in insurance at Vermont and 
has since taken courses at the New 
School of Economics and Social Sciences. 
He is a veteran of five years service in 
the Air Force as a pilot of a B-24 in 
the Pacific Theatre of Operations during 
World War II. 





Sun of America General Agents 
Hold Three-Day Conference 


An address by Stanford Z. Rothschild, 
Jr. CLU, treasurer of the company, 
was the highlight of a three-day con- 
ference of Sun Life of America Gen- 
eral Agents recently held at the Hotel 
Emerson in Baltimore. Forty-four men, 
plus home office representatives, were 
in attendance. 

Mr. Rothschild stated that life in- 
surance is essentially the only means of 
protecting earning power, and the de- 
velopment of the savings in life in- 
surance was necessary for this protec- 
tion to be permanent. To those who 
worry about inflation, he points out that 
the best and truest offset to rising pric? 
levels has always been rising personal 
earnings in dollars and the only wav 
to protect those earnings is through 
life insurance. “Generally, more insur- 
ance is needed over a period of time 
as earnings rise and prices and/or living 
standards rise. Decreasing Term in- 
surance defeats this need, even if in- 
vesting is successful in ‘side funds’ to 
offset the decreasing protection. Per- 
manent insurance will protect vour earn- 
ing power and permit you to leave your 
surp'us savings to your family.” 

Mr. Rothschild then turned to alter- 
native investments and explained that 
they are good in their proper place but 
should be purchased with surplus savings 
and not as a protection of earning pow- 
er. The theory of “Buy Term and In- 
vest the Difference” can’t work out well 
for the following several critical rea- 
sons: 


1. Tax disadvantages—the savings in 
a life insurance plan can be truly com- 
pounded while in other plans the in- 
come earned is taxable. 


2. Term insurance is loaded for ex- 
penses and you must go to a life com- 
pany to buy it. Expenses are a much 
higher percentage of the Term insur- 
ance premium, so it is uneconomical 
and no tax-free interest is compound- 
ing for you. 


_ 3. The “human factor” defeats most 
investment plans—temptation to with- 
draw funds for interim needs. luxuries, 
etc. There is no great incentive to re- 
place these funds once withdrawn, no 
discipline; even contractual mutual fund 
plans are usually for ten years only. 
Permanent life insurance is a package, 
mostly for protection, where withdrawal 
of savings jeopardizes the protection. 


He attributed the post-war rise of 
the stock market within recent years 
to the war time inflation in money sup- 
ply and its effect on investors—a period 
now over. We have been experiencing 
a more moderate “cost-push” post-war 
Price rise where the higher costs of 
materials and labor have been passed 
on to the consumer in large measure. 
This does not generate higher corporate 
earnings because of the labor squeeze 
on profit margins, foreign competition, 
taxes and the expanded capacity of the 
nation to produce. As earnings are the 
base of all stock prices, there is no 
reason to believe that stock prices will 


continue to rise, as profit margins are 
declining. 


Middleman of Stock Market 


Mr. Rothschild then referred to Mu- 
tual Funds as the middleman of the 
stock market. He reviewed the history 
of Mutual Funds and explained the high 
costs to an individual who purchases 
stock through this medium, as well as 
the tremendous discrepancy in market 
performance between one fund and an- 
other. He warned ithat they will defeat 
the true full-time protection purpose of 
insurance when bought as a substitute 
amd stated that a “good product doesn’t 
need to be sold by knocking another.” 
Mutual Funds have only been popular 
during the great post-war rise in the 
stock market. Mr. Rothschild empha- 


sized itthat this is not to be expected 
over the next decade because stocks 
are truly inflated, far ahead of the 


earnings and dividends they depend up- 
on, and many times the post-war rise 
in prices. Continuing he said: 

“Those few funds which were in ex- 
istence prior to the depression experi- 
enced as bad a decline in the 30’s as 
the rise that they have had during the 
soaring market of the past ten years. 
Mutual Funds are all right for some 
portion of your surplus savings but, by 
all means, take care of first things first.” 

A discussion of estate planning was 
directed by Joseph A. Bognanni, ‘trust 
officer of Equitable Trust Company of 
Baltimore and another session was de- 
voted to the use of audio-visual material. 
Plans for the general agents con- 
vention at the Greenbriar, White Sul- 
phur, to be held in November were 
presented. : ; 

Bertram A. Frank, CLU, vice presi- 
dent and director of general agencies, 
presented three new policies “to meet 
today’s competition in the Term Insur- 
ance field.” The company has expanded 
its portfolio to include a 15 year con- 
vertible Term, a convertible Term to 
age 65 and a new reducing Term con- 
tract designed to conform with a_con- 
ventional 6% home mortgage. Mr. Frank 
also announced new non-medical limits 
which are increased to $25,000 between 
ages 0 to 30; $15,000 from ages 31 to 
35; $5,000 from ages 36 to 40; and $3,000 
from ages 41 to 45. 





Equitable Gets Citation 


Equitable Life Assurance Society has 
received a citation from the publication, 
“Who’s Who in America,” for annual 
grants the Society has made under its 
Plan for the Support of Higher Educa- 
tion, directed primarily at improving 
faculty salaries in privately-supported 
four-year liberal arts colleges and uni- 
versities. } 

The citation appears in the 3lst Bien- 
nial Edition of “Who's Who,” recently 
published. Under the Society's plan The 
Equitable has given $575,000 to educa- 
tional institutions over the past five 
years, in addition to substantial gitts 


continue to rise—even if costs should for education in more specialized areas. 





visor 











confidential details. 


READY TO STEP UP? 


Are you a strong personal producer or brokerage super- 
You can step up to your own profitable agency 
by taking advantage of this outstanding General Agency 
> opportunity with a progressive company. Competitive 

ite contracts plus guaranteed renewable accident and 
sickness and major medical. You can make up to 103%, 
of first year's premium. Send resume today for quick, 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 
170 Whitney Avenue ¢ New Haven 5, Conn., Dept. 170 








On American College Staff 





DR. DANIEL P. KEDZIE 


Dr. Daniel P. Kedzie has joined the 
staff of the American College of Life 
Underwriters as director of management 
education. Dr. Edmund L. Zalinski, CLU, 
executive vice president of the Life of 
North America and chairman of the 
American College’s management educi- 
tion committee, said the selection board 
of the committee had interviewed many 
persons to fill this key position in the 
College’s growing management education 
program, 

Dr. Kedzie was selected because of his 
broad academic background, his know! 
edge of insurance company operations, 
and his practical experience in education 
and training with one of America’s larger 
insurance organizations. He was a men- 
ber of the faculty of the University oi 
Wisconsin and assistant professor of in- 
surance and finance at Marquette Un- 
versity. He served as insurance exam ner 
for the Wisconsin State Insurance De- 
partment and was a member of the ai- 
visory board to the Insurance Comms- 
sioner for insurance rates and regula- 
tions. Dr. Kedzie then became director 0! 
educational research for Continental-Na- 
tional Ins. Corp., and more recently was 
superintendent of education and train 
ing for that insurance group. 

Dr. Kedzie received his B.B.A. and 
M.B.A. degrees in 1952 and 1953, re- 
spectively, from the University of Wis 
consin, and was awarded his Ph.D. de- 
gree in 1956. He is autlror of “Consumer 
Credit Insurance,” a widely used tex! 
published in 1957 and he has also written 
a number of insurance articies and 
papers. 

Dr. Kedzie has completed two of the 
CLU examinations and plans to take the 
remaining three parts in June. 





B. W. Steinberg Talks to 
Newark CLU Chapter 


“Developing An Advanced Underwnt- 
ing Practice” was discussed by B. Wil 
liam Steinberg, CLU, at the recent 
luncheon meeting of the Newark CLU 
Chapter at the Downtown Club. Mr. 
Steinberg is president of the New York 
City CLU Chapter and is general agent 
for Massachusetts Mutual Life in dow? 
town New York. ; 

In stressing the advantages of mai: 
taining a professional approach in & 
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tablishing a life insurance practice. Me 
speaker maintained that experienced ut 
derwriters can make a practical trans 
tion from their present methods 


operation to the more professional fields 
of programming, estate analysis and 
business insurance. 

Louis Toia, CLU, president of th 
Newark Chapter, presided. 
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New York Agency Manager 
For Mutual Of New York 
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RALPH S. CROSKEY, JR. 


Mutual Of New York has appointed 
Ralph S. Croskey, Jr., manager of one of 
its New York City agencies. Mr. Croskey 
joined MONY as a producer in 1953, after 
a year as a credit manager with the 
Admiral Corp. He was an assistant man- 
ager of the New York Myer Agency 
from 1956 until last November, when he 
was promoted to MONY’s managerial 
training staff. He is a five-time qualifier 
ior MONY sales-honor organizations and 
awinner of the National Quality Award. 

The new manager is a graduate of 
Cornell University, where he was a mem- 
ber of Sigma Chi Fraternity, and holds a 


,J aw degree from the University of Penn- 
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ylvania. He was a captain in the 14th 
Air Force, in the China-Burma-India 
theater, during World War II. 


Seaboard Life Reports 
Its Most Successful Year 


An increase of 184% in insurance in 
iorce in 1959 by Seaboard Life of Amer- 
ia, highlighted the company’s annual 
report. According to Albert B. ‘Myers, 
Seaboard president, last year was the 
most successful in the company’s his- 
tory. Reporting significant gains in all 
phases of Seaboard’s operations, Mr. 
Myers predicted results for 1960 “will 


“Bde even more rewarding than in 1959.” 
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Pointing to a six-fold growth in com- 

puny Operations as a result of obtaining 
licenses to operate in 11 more states 
ist year, for a total of 13, Seaboard’s 
president said: 

“By recapitalizing and _ reclassifying 
taboard stock, we have not only given 
shareholders a greater voice in the oper- 
ition of the company, but we have also 
acilitated the licensing of Seaboard by 
wher states. Additional applications for 
ilmission are pending, and expectations 
te that Seaboard will be doing business 
new states shortly.” 

Following are some of the highlights 
athe annual report: 

Msurance in force rose to $46,839,181 
~ltom $16,472,716 in 1958. Reserves 
itreased 132%—to $814,296. Combined 
‘ets were up 61% — to $2,343,825. 
im and surplus rose 39%—to $1,319,- 


incorporated in Florida in December 
0, Seaboard merged in 1958 with 
‘erred Life of America, of Wilming- 
™’ At the end of 1958, the combined 
‘ompanies had 39 agents. By the end of 
) Seaboard’s agency force had in- 
‘tased to more than 390 full time 
Xents, and regional offices were opened 
"Beverly Hills, California, and Stam- 
‘nd, Connecticut. 
st year shareholders approved a pro- 
or recapitalization and reclassifi- 


“tion of stock, giving voting rights to 
shares, 


Franklin Retirements 


Th board of directors of the Franklin 
Life has announced the retirement of 
Vice President-Actuary F. Russell Jor- 
dan, and Harry Gibson, purchasing. 

Elected vice president in 1942, Mr. 
Jordan’s retirement will climax a career 
of 48 years actuarial service with the 
Franklin. A native of York County, 
Ontario, Mr. Jordan graduated from the 
McMaster University of Toronto and 


served several years in that same city 
with Canada Life. He has been an asso- 


“The only way 


10 GROW Ky GO 





ciate of the Society of Actuaries since 
1914. 

Going to Springfield, Ill. in 1912 as 
assistant actuary, Mr. Jordan was an 
early advocate of the family income pol- 
icy, he was responsible for Franklin 
becoming the 2nd company in the coun- 
try to make it available to the public. 

Harry Gibson started with Franklin 
Life on July 18, 1912 as a messenger boy. 
Becoming purchasing agent in 1941, the 
has aided in the purchasing for two major 
home office expansions since that date. 


His appointment as purchasing director 
came in 1953. 
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Appoint S. H. Campagna 


Salvator H. Campagna has been ap- 
pointed field manager for Life Insurance 
Company of North America in Chicago. 
Announcement of this appointment was 
made by Leland T. Waggoner, CLU, vice 
president-sales. 

Before joining the life company Mr. 
Campagna was a division manager with 
The Prudential in Chicago. He is a 


graduate of Proviso Technical High 
School in Maywood. Mr. Campagna is 
a combat veteran of World War II. 











TWENTY YEAR RECORD OF GROWTH 


DECEMBER 31st, 1939 — Life Insurance in Force $26,255,819.00 


DECEMBER 31st, 1959 — Life Insurance in Force $2,099,689,657.00 


An Increase of 8,872% 


REPUBLIC NATIONAL LIFE ceccawce Company ow10s, 101s 


LIFE @ ACCIDENT e 


SICKNESS 


MEDICAL AND SURGICAL REIMBURSEMENT © HOSPITALIZATION 


GROUP @ PENSION @ FRANCHISE © BROKERAGE @ COMPLETE REINSURANCE FACHLITIES 
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Have 
New 40-Story Home Office 






































Chicago — Ground was broken last 
week for the new 40-story home office 
of the United Insurance Co. at One 
East Wacker Drive on the southeast 
corner of State Srteet. The exterior 
of the building will be white marble, 
containing glass spandrels with stain- 
less steel pivoted windows. There will 
be three levels of underground parking 
area. 

The 40th floor will be glass enclosed 
giving a panoramic view of the entire 
city. There will be unique outside light- 
ing effects. Mounted on top of the build- 
ing will be an electrically colorful weath- 


ervane visible all over Chicago. Adjacent 
to the building will be a plaza with 
fountain and reflecting pool and ap- 
propriate plantings. In the winter the 
pool will be an ice skating rink. 
United Insurance Co. was organized 
in 1919 by O. T. Hogan, now chairman. 
Jack R. Hogan became president in 
1953 and has been with the company 
since 1934. The company writes Or- 
dinary, Industrial, Health and Accident, 
Disability and Hospitalization. 





Pru Health Benefits 


(Continued from Page 1) 


change unless it is necessary to make a 
change for all persons in a similar cate- 
gory. 

Any employer accepting a plan agrees 
to make it available to all employes who 
retire at age 60 or older, and to submit 
claims and remit premiums. 

Premiums may be paid wholly by the 
employer, or by the retired employe, or 
shared. 

Should a compaiy terminate its Group 
contract after the plan is in effect, em- 
ployes covered by it have the right to 
apply for an individual policy, without 
evidence of insurability. If a retired em- 
ploye dies while insured under the plan, 
the spouse may continue to be covered. 


Robert M. Green to Marry 


Robert M.° Green, who retired 
March 1 as Canadian chief of Pruden- 
tial Insurance Co. of America, will 
marry Mrs. G. K. Wight Martha’s 
Vineyard, Mass., on May 7. They have 
decided to Princeton, N. J., 
where he will be near his family, most 
living in New York and 
New Jersey. This is appropriate as he 
and his six sons, the youngest of whom 
is now a freshman, all attended Princeton 
as did Mrs. Wight’s son and late hus- 
band. 

Canada will continue to play a part 
in (Bob Green’s life. He retains directur- 
ships in three Canadian companies and 
vacations will be spent at his summer 
home—an island in the Georgian Bay 
area of Ontario. 
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George Deason Succeeds 
His Father at Hannibal 


George B. Deason has been appointed 
general agent of Lincoln National Life 
at Hannibal, Missouri. 

Mr. Deason becomes sole general agent 
with the retirement of his father, Leslie 
C. Deason, with whom he has been co- 
general agent for the past fifteen months. 
Mr. Deason, Sr., who has headed the 
Deason agency for the past thirty-five 
years, will remain as a member of the 
agency and will continue to serve his 
clients in the Hannibal area. 

Mr. Deason entered the life insurance 
business with his father in 1949, follow- 
ing his graduation from Northeast Mis- 
souri State Teachers College where he 
received his degree in Business Educa- 
tion and Speech. His professional edu- 
cation includes completion of Parts I and 
II of the LUTC series, attendance at the 
Life Insurance Marketing Institute at 
the University of Kansas. 





LONDON 


CONSULTING ACTUARIES INTERNATIONAL, INC. 
Consultants to Insurance Companies and 
Employe Benefit Plans 


666 Fifth Ave., New York 19, N. Y. 
NEW YORK 


CIrcle 5-2300 
TORONTO 














WANTED! 


Two Life Agency 
Brokerage Supervisors 


SALARY PLUS 
UNIQUE INCENTIVE SYSTEM 


Write or Phone: Agency Dept. 


THE GOTHAM 
LIFE INSURANCE CO. 
Of New York 
156 William St. New York 38, N. Y. 
BEekman 3-2200 




















CLU Regional Conferences 
Paul S. Mills, CLU, managing director 
of the American Society of Chartered 
Life Underwriters, addressed a_ recent 
session of the Chapter Officers Confer- 
ence held in New York at the Park 
Sheraton Hotel. Six regional 
conferences were conducted throughout 
the country during March by the Ameri- 
can Society and American College for 
officers and educational chairmen of the 
Society’s 115 CLU Chapters. These meet- 
ings are held annually so that officers 
and educational chairmen Chapters 
can discuss their problems with each 
other and with Society and College staff 
members. 
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FLEXIBLE INCOME 
FOR LIFE CONTRACTS 


Optional deferred maturity provision, offers... 


defer settlement for up to five years and leave 


proceeds with the Company to accumulate at 


at any time within this five year period he can: 


Start receiving monthly retirement checks 
under any of six optional modes of settlement. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA. PENNSYLVANIA 


date, policyowner can 


plus interest. 


The 
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THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Canada Life Assurance Co., 
Toronto, Canada) 


Has office space across from Grand Cen. 
tral for Congenial brokers producing 
large life volume. 


Call Lee Nashem at: 
OXford 7-2950 
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V. S. Bebenin, Lewis Cass, 
Named by Pacific Mutual 


Viadimir S. Bebenin and Lewis Cas; 
were named director and assistant direc. 
tor of Pacific Mutual Life’s new agency 
management training division, accord 
ing to Ralph J. Walker, vice president 
In their new posts, the men will direc 
the activities of a section set up bot! 
io develop management personnel an 
to test and evaluate new sales tech- 
niques. 

Mr. Bebenin, who started with Pacific 
Mutual in 1938, had most recently been 
assistant manager of the company’s San 
Francisco agency. Before taking man- 
agement responsibilities, he had been: 
member of Pacific Mutual’s honor grou 
of top representatives. 

Mr. Cass, who has held management 
positions with Pacific Mutual since 1949, 
has 22 years of sales and management 
experience in the insurance field. He 
was the company’s first regional Grou 
insurance supervisor in 1951. In hi 
most recent position, as_ nortiwester 
regional supervisor, he oversaw the con- 


pany’s agency operations in Denver, 
Seattle, Portland, San Francisco and 
Fresno. 





Mutual Benefit Awards 


(Continued from Page 8) 


lar producers of any agency of com- 
parable size. 

The Benjamin D. Salinger and Stanley 
R. Wayne Agency, New York City 
received “Group Cases Award” for leading 
the company last year in the number 
of group cases written. Group Vit 
President Robert C. McQueen made tht 
presentation. . 

Paul L. Guibord, general agent New: 
ark, was honored with the “Group Vo: 
ume Award” for leading the compat 
in volume of Group insurance writtel 

Quality business was recognized wil! 
the presentation of two __ persistent) 
awards. The “Jones Award” was ptt 
sented to John V. Smith, CLU, gener 
agent Charlotte, N. C. H. Burton Hott 
man, general agent Billings, ‘Mont. tt 
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ceived the runner-up award. The “Math 
ematician’s Award” was presented ! 
Gilbert F. Dittmer, CLU, general age! 
Toledo. The runner-up award went " 
James M. Johnson, CLU, general age" 
New Orleans. Both awards were Pt 
sented by Senior Vice President Hart 
W. Jones. 
The “Brokerage Award” for the mo 
outstanding job in brokerage manpowe 
and production was presented to? 
ward L. Rosenbaum, general agent Ne 
York. 
The award for the best agency be 
letin went to the H. Preston sm 
Agency, Denver: Gordon Hull, direct! 
of advertising and sales 
made the presentation. 
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LIA Agency, Inc., Becomes 
Patriot General Agent 





3 
tual JAMES G. QUINLIVAN 
> Cass 
dire f LIA Agency, Inc., has joined Patriot 
ae Life as general agent in \Buffalo, N. Y. 
pcre James Quinlivan, a former manager of 
direc: § The Prudential, is general manager of 
p both the agency. 
.= Mr. Quinlivan started as a_ special 
7 agent with Prudential in 1946, became 
Pacific gency assistant in 1949 and assistant 
7 ‘beeng Manager of the Hartford agency the 
We Sang ollowing year. In this capacity he de- 
4 oa. yeloped a new unit into the company 
beets kader by 1953. In that year, Mr. Quin- 
: group ivan became manager in Buffalo. Under 
his leadership the agency expanded from 
gemen! $800,000 life volume in 1953 to $17,- 
ce 194 00,000 in four years. His agency was 
gement the company leader for the northwestern 
Jd. Heg gion from 1955 to 1959. During Mr. 
1 Group Quinlivan’s tenure as manager two mem- 
In te bers of the Buffalo agency were pro- 
resid moted to manager and 16 to division 
‘we cm manager in other areas. 
Denver Mr. Quinlivan is a member of the 
os an Buffalo Life Underwriters and Managers 
Associations, Buffalo Chamber of Com- 
merce, Wanakah Country Club, Buffalo 
“eonomic Affairs Committee, and other 
local organizations. He served in the 
“ds Pacific Theater as a Marine during 
World War IT. 
3) 
of cot {Indiana Sen. Townsend Is 
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|. Russell Townsend, Ir., CLU. gen- 
tal agent, Equitable of Iowa, Indianap- 
it ils, is unopposed in the state Republican 
th jimary for a second term as state sena- 
tr. Mr. Townsend has been highly 
actlve on several Senate committees and 
farticularly as chairman of two joint 
‘islative committees on insurance. 
In 1956 and 1957 he headed a joint, bi- 
fattisan hospital insurance ‘study com- 
mittee which was frequenly referred to 
the Indiana news press as “the Blue 
Cross Investigating Committee.” He is 
Wently heading a joint, bi-partisan 
lisurance study committee,” which has 
‘ven considerable attention to health 
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‘surance and has held public hearings 
nthe subject. 
addition to these joint committees, 
* is currently chairman of the Senate 
surance committee, ranking member of 
w affairs of the City of Indianapolis” 
‘amittee, chairman of the war memori- 
‘committee, and on the Veterans’ 
stairs Committee. Mr. Townsend is a 
“y veteran and reservist with rank of 
‘tenant commander. 
“Nor ito his current term in ‘the Sen- 
Nt he served one term in the House. 
° well known for educational activi- 
‘Mr. Townsend has taught insurance 
* Butler University, Indianapolis, for 25 
courses for 23. 
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Award to Michael H. Levy 


An award in recognition of his dis- 
tinguished services the estab- 
lishment of a higher degree of health 
and welfare will be made to Michael H. 
Levy, president of Standard Security Life 
of New York by Adolfo Lopez Mateos, 
president of the United States of Mexico, 
at the 35th anniversary congress of the 
Pan-American Medical 
Mexico City on May 2. 

According to Dr. Joseph J. Eller, direc- 
tor general of the “This 


towards 


Association in 


association, 


award is based on Mr. Levy’s achieve- 
ments in finding solutions to certain 
growing public social and medical prob- 
lems. These achievements include the 
development of polio insurance and, more 
recently, comprehensive individual and 
family cancer care insurance.” 

The Pan-American Medical Associa- 
tion represents doctors throughout the 
Western Hemisphere. In their 35 years 
of operation, the association has con- 


tributed much to the development of 
high medical standards now maintained 
throughout North and South America. 


J. S. Caras Gets New Post 

J. Sheldon Caras, CLU, has been ap- 
pointed as assistant director of field 
training in the Boston home office of 
New England Life, He will specialize in 
advanced underwriting. 

Mr. Caras, a graduate of Bowdoin in 
1947, has spent the past four and one- 
half years as sales supervisor in the 
company’s Ernest A. Hoffman agency 
in Salem. He is vice president of the 
North Bowdoin Club and president of 
Temple EmmanuEl Brotherhood. 








accomplishments, we realize that “Today Began 93 
Years Ago”—when on January 25, 1867, the Equitable 
Life Insurance Company of Iowa was founded. Cre- 
ated to serve the frontier communities through protec- 
tion of their families and through investments for their 
betterment, and backed by the determination to serve 
its policyholders faithfully and well, the company has 
prospered and expanded. And today, millions of hard- 
working life insurance dollars are invested in govern- 
ment, business and industry, public utilities, farms and 
homes — representing a major contribution to our 
local, state and national economy. 


Eyuitable 


LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 1867 - DES MOINES 


TODAY began 93 YEARS AGO 


Looking back over the Company’s aims, policies and 
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George V. Shipley Retires 


George V. Shipley, former vice presi- 
dent of Occidental Life of California who 
in 1951 retired from that post then im- 
mediately opened a general agency for 
the company, has now retired as general 


agent in Van Nuys, Calif., closing an 
insurance career of more than fifty 
years. 


De Emmett Bradshaw Dies 

De Emmett Bradshaw, 91, former 
chairman of Woodmen of the World, 
Omaha, died April 10 in New York City. 
Born in Arkansas and educated at Leba- 
non National University and Arkansas 
Law School he practiced law in Little 
Rock for years, many of his clients being 
insurance companies in all divisions of 
the business. Moving to Omaha he be- 
came general counsel of Woodmen of the 
World, president in 1932 and board chair- 
man four years later, holding that post 
until 1956 


Assistant General Agent 
The appointment of Alex ‘R. Holliday, 


CLU, as assistant general agent has been 
announced by the Flickinger General 


Agency of John Hancock Mutual Life 
in Indianapolis. 
Mr. Holliday has been associated 


with the Indianapolis agency since 1953 
He is a graduate of Purdue Life Insur- 
ance Marketing Institute, and last year 
received the CLU designation 


Has Memphis Group Office 


Massachusetts Mutual Life has opened 
a new Group office in Memphis, with 
M. Edmond Cotter, district Group rep- 
resentative, in charge. He will be as- 
sociated with the William F. 
Agency. 
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New Horizons in 
Life Insurance Sales 
Are Opening in 
FOREIGN MARKETS 


Why Not Get 
Your Share ? 
CALL US FOR DETAILS 


WHITE & 
WINSTON 


INC 








Agent 


The UNITED STATES LIFE 
INSURANCE CO 














Made Prudential Director 


Monroe Jackson Rathbone, president 
of Standard Oil Co. (N. J.), has been 
elected a director of The Prudential. Mr. 
Rathbone has been with Jersey Standard 
since 1921, when he joined an affiliate, the 
Standard Oil Co. of Louisiana. He be- 
came president of the Louisiana com- 
pany through successive promotions, and, 
in 1944, when it was merged with Esso 


Standard Oil Co., came to New York 
as president of Esso Standard. 
In 1954, Mr. Rathbone was elected 


president of Jersey Standard and, simul- 
taneously, vice chairman of its executive 
committee. He is a director of the 
American Telephone and Telegraph Co., 
a trustee of the Committee for Economic 
Development, a trustee of the Presby- 
terian Hospital at Medical Center, and 
president of the board of trustees of 
Lehigh University. 


Carey Named by Employers 


Frank J. Carey, chief executive of The 
Employers’ Group of Insurance Com- 
panies, has announced the election of 
Raymond W. Hillman as assistant secre- 
tary of The Employers’ Life of Amer- 
ica. 

Mr. Hillman has been engaged in the 
life underwriting field since 1934. He 
joined The Employers’ Life in March, 
1958 as manager of life underwriting. 

An active member of the Home Office 
Life Underwriters’ Association, he was 
an organizer and first chairman of the 
New England Home Office Underwriters’ 
Ciub. 


C. A. Carpenter Named 


Clint A. Carpenter has been appointed 
underwriter for the Old Republic Life, 
Chicago. 

Mr. Carpenter, a graduate of the Uni- 
versity of Rochester (N. Y.), was prev- 
icusly associated with Central Standard 
Life as supervisor of policy service and 
with Country Life in both policy service 
and underwriting departments. 


Des Moines General Agent 


The appointment of Lawrence F. Cos- 
tello as General Agent in Des Moines, 
for Mutual Benefit Life of Newark, N. J., 
was announced by company President H. 
Bruce Palmer. 

Mr. Costello began ‘his life insurance 
career in 1952 as an agent with the 
Union Central Life in Des Moines. He 
was subsequently appointed supervisor 
of their Des Moines office, a position he 
held until joining Mutual Benefit Life. 

















| HEARD On The WAY 








Northwestern 


National Life has 
ordered from 


Orrefors Glasbruck of 
Sweden a 75th Anniversary “Bowl of 
Life” which will be the largest single 
glass art object ever produced by that 
firm. It will commemorate the 75th An- 
niversary of the company’s founding Sep- 
tember 15, 1885. 

Along with the master bowl, Orrefors 
will execute ten companion bowls, about 
11 inches in diameter, each of which will 
have engraved on it one portion of the 
ten-phase “cycle of life” design which 
will decorate the large bowl. The 10 
smaller bowls will be awarded early in 
1961 to those Northwestern National 
fieldmen whose 1900 records earn them 
m:embership in the company’s 75th Anni- 
versary Big Ten. Announcement of the 
“Bowl of Life” project was made by John 
S. Pillsbury, Jr.. N/W National presi- 
dent, at a meeting of the 1959 Half 
Million Dollar Club in Miami April 8. 


Uncle Francis 


Name Fowler General Agent 

W. E. Bixby, president, Kansas City 
Life, announces appointment of G. Gar- 
land Fowler as general agent at Tabor 
City, N. C. Mr. Fow!er’s territory in- 
cludes Brunswick, Columbus and Robe- 
son counties, North Carolina, and Dillon, 
Georgetown, Horry and Marion counties, 
South Carolina. 

Active in many civic enterprises, Mr. 
Fowler is a past president of the Colum- 
bus County Life Underwriters Associa- 
tion, a past vice president of the Tabor 
City Merchants Association, and is a 
member of the Tabor City Baptist 
church. His business interests include 
the presidency of two corporations. 
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We want an armed man alright; one armed with 8-10 years of 
claims experience, to head our Group Claims Division. We want a 
man with experience at the managerial level, or equally important, 
one whose performance record shows he belongs there. If you can 
match this description, and would like to relocate with a multiple-line 
company in a medium sized northeastern city, send a resume to 


BOX 2795, THE EASTERN UNDERWRITER 
93 Nassau St., New York 38, N. Y. 
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Mutual Trust Opens New ‘ent; M 
Mid-Town General Agency }“""”’ 








ELLIOTT ADLER 


weeretary ; 


Mutual Trust Life of Chicago an ecfetary. 
nounces the appointment of a new gen Mr. Wo 
eral agency in the mid-town area ojffinclude ac 


Manhattan with offices at 60 East 42nd 
Street. The agency will be known a 
Prestige Life Associates, Inc., with Elliott 
Adler as president of the corporation. 

Mr. Adler has been active in life in- 
surance since 1949 in both personal pro- 
duction and agency management and is 
a qualifying member of the Million Dol- 
lar Round Table for 1960. 
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Cleveland General Agent 


The Ohio National Life has appointed 
James E. Surrell as general agent in 
Cleveland. 

Mr. Surrell was formerly associated 
with American United Life in Cleveland 
aS an associate general agent, and has 
been active in life insurance since 1M 
upon his discharge from the Army. 

A graduate of the Purdue Life Insur 
ance Marketing course in 1948 and th 
LIAMA course in 1954, Mr. Surrell ’ 
active in the Cleveland Life Underwri- 
ers Association, having served on Iti 
board of directors for three years. 





Home Office Agency Wins 


: ' stateme 
Union Mutual Agency Awari ee tc 
; ; bher 

Union Mutual Life of Portland sonal’ for 
Maine, has awarded its top recognitloM Mr for, 
the President’s Scroll, to its home MC, ¢, , 

oe ‘ the Po] 
agency under Manager Fred T. Jordationp, Ame: 


Assistant Manager David F. Whorf, a 
Agency Assistant Douglas C. Norton. 

The honor is awarded on a point bas 
determined by 19 standards of excellent 
and it is emblematic of the highest ty? 
of Union Mutual agency operation. 1 
Jordan Agency permanently retired hee 


, ete : * ane ongs 
first trophy after winning it three timM@ifite Bar . 
They have finished with Scroll homo ss0ci 
six times since the award was first “ial Prat, 


fered. 
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= ° posed issue of 1,250,000 shares of capi : . 
) = ma , i bes pital 
gag hese: by “ Not to Market —— a stock of American Life Fund Inc. the Patriot Life Has Large 
0 merican e. American Life Fund. Inc. Fd and the First Boston Corporation in i ‘ 
om Poe ee Fund. I , Hl ye that the ange of on —— fecsap phy Quarter 
ees _ American Life und, Inc., recently salers and investors, il tantial, atriot Life, New York, has sho 

SHIN WOODDY MADE ACTUARY formed to be a closed-end investment has peel peistthens ‘e' waeeeme! Seiad die life gales 


) ; ; 208% increase in new paid-for life sales 
= company for the purpose of investing In ing the contemplated issue to market. for the first quarter of 1960 as against the 
1, Cox ora ber, McIntyre  |ife incur: coats saiieta eae: tad a : ‘ . - ‘ Sag e 

ae Ho Bay i. Chan —— life insurance company stocks, has with- To offer a reduced number of shares same period last year. 
a Bing sel ges; drawn from registration the proposed would be contrary to the original con- _This large gain has been made pos- 
” issue. Announcement to that effect was ception of this undertaking. Accordingly, sible by the company’s rapid expansion 
ee a ee made this week in a news release on be- the issue is to be withdrawn from reg- in its general agency operations. Since 
resi¢ ‘A. » MecAulay, + half of American Life Fund, Ince. and istration.” March, 1959 the company has increased 
First Boston Corporation of New York The Fund was to have been managed its number of general agencies from 6 to 
that the following have been promoted Which was _ ~~ = er under- hy Leland M. Kaiser of Los Angeles. 27. Licensed in 48 states and the District 

+ r writ oO > offering of shares. 
wy the board: John C. Wooddy, actuary; oF 5OF THe CRSHEg OS snares 


He is president of Insurance Securities, of Columbia. Patriot Life is now appoint- 
see : . The release: “Regarding the pro- Inc., of that city. 
William S, Connell, vice president; r life P ’ siecsialnct. 





\merican Reassurance Co., announces 








ing agencies in 13 eastern states. 
= Christopher J. Cox, assistant secretary; pa 
Thomas W. Horan, assistant vice presi- ; f- 
jent; Mabel C. Huber, assistant to the j 
atuary; James L, McIntyre, assistant | | 
ncy 






— 
T 
~_o 


from the standpoint 
of TRAINING F | 





— 
— 
—_— 
eon 





— 
Sy ee 
———__ 
= — 
oc eee os ne me” 


—_———+ 
— ——=m = 





JOHN C. WOODDY 





veretary; and John J. Rogan, associate 
so ah secretary. Nae 
a gen-§ Mr. Wooddy’s new responsibilities will 
irea oipiclude actuarial functions as well as the 
st 42nd Group, and accident and health depart- 
OF Ili ments. The company’s research activities 
chem wil be carried out under his direction. 
life in-fA Fellow of the Society of Actuaries 


nal pro-fMlr, Wooddy holds an S.B. degree from 


“ SMniversity of Chicago and an A.M. de- 
on V0 


ete in mathematical statistics from Co- 
limbia University. He is serving as an 
Advisory Commissioner for General Ed- 
mation at New York Community College. 
yent Mr. Connell will assume broader ex- 
tive responsibilities within the com- 
may. A Fellow of Society of Actuaries 
beholds a B.A. degree from University 
Oregon, Reed College. 
S F Mr. Cox is responsible for the accident 
clevelant td health and contracts department. He 
and haiheeived a B.A. degree from North Caro- 
ince 1Min, University and a LL.B. degree from 


‘my. irdham University and is a member 
fe Insti the bar, 


and the 
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agent It 
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Our advanced 
Mr, Horan will continue in sales ac- 


Surrell ‘ities in the middle eastern states in audio-visual training 
nderwnt bidition to specializing in fraternal prob- 

d pg 8. He has a B.A. degree from St. 

ye AA 


technique visualizes 
hn’s University and has done graduate 
tk at New York University. 
Miss Huber in addition to being as- 


Wins § Mt to the actuary will be in charge 


the problems Agents 





and Brokers face, then 
' Statements and financial analysis, 
Award technical actuarial services for trains and dress-rehearses 
Pitt departments and act as director of » 
Poe ‘onal for the actuarial department. them in approaches that will 
se : “t. McIntyre will continue to super- 
ome 4 


a “the Policy Issue division. He joined 
Yr. br - ith American in 1946. He is a mem- 
foes ie the Life Office Management As- 
» Ba ion, 

point Mr, Rogan who will be in charge of 
exceleMMinistrative operations holds a B.S. 


ghest pla see from New York University and 
ates ‘ cesree from St. John’s big “ee 4 ce 
retired “BF velongs to New York Bar, New York R lk fi R ¥ 
hree tim@ate Bar and New York County Law- S i E LI FE 
-oll pe "S Association and Phi Delta Phi 

is first “Hl Fraternity. Mr. Rogan joined 


American in 1928, BERKSHIRE LIFE INSURANCE COMPANY + 


make their field performances more effective. 


Life, Accident & Sickness, Pension Plans, Annuities 


PITTSFIELD, MASSACHUSETTS #« A MUTUAL COMPANY FOUNDED IN 1861 
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—New Insurance Written In Force 
N B ° F P t Th Y ars 1959 1958 1957 Dec. 31, 1959 
cw usiness or as ree € —_* Life & — Illinois $ 0116 $ 157,090,067 $ 586,134 > 
P * : wl ly a eee 166,283,558 134,122, 57,090, 134,275 
The following tables show new insurance written in 1959, 1958 and 1957, with RA ice scawnce 16,376,500 5.292.500 4,046,500 146,335.63 Inc 
total life insurance in force at close of 1959, for most of the life insurance : ~ - 
companies in the United States and Canada. Figures requested were those on Total...... $ 182,660,058 $ 139,414,616 $ 161,136,567 $ 732,489, 
Line 2, Page 15, of the Annual statement filed with the Insurance Departments, Renhers Eile Couguay, Bed Malase Colum 
which figures do not include revivals and increases. Ordinary ....... 279,034,785 242,840,616 $ 208,310,211 $ 1,969,31928 = Or 
ae : QURRE cxsccskuss 146,359,625 174,303,880 199,725,515 1,580,0749)8 = Gr 
—New Insurance Written In Force 
1959 1958 1957 Dec. 31, 1959 Total...... $ 425,304,410 $ 417,144,496 $ 408,035,726 $ 3,549,30419 
Acacia Mutual aimee 
Ordinary ....... 206,319,977 $ 191,976,390 $ 187,033,915 $ 1,783,777,217 Bankers Life, Lincoln ) 
sisanes ' Sidieney <..-«.: 122,136,409 $ 114,151,112 $ 101,787,752 $ 67047745 
Aetna Life MOO Gisaa sick 3,148,625 eae sien 3,363.85 . 
inary ....... 631,728,444 566,985,741 558,579,709  $ 4,416,889,087 ; —— - . 
nage nceraite : 1,000'862,400 1,089,650.700 . 1,476,613,400 ——-18,535,196,600 Total...... $ 125,285,034 $ 114,151,112 $ 101,787,752 $ —673,840,%% ro 
r 
‘ 25 5 1 2.035,193,109  $22,952,085,687 Bankers National, New Jersey Gr 
En nos oe $ 1652.50 84 $ AAEM $ 2,055, acieate Ordinary ......3 $. 71,440,857 $ 50,275,105 $ 41,785,502 $ 373,4336h 
Allstate Life, Skokie ee 45,634,799 22,806,057 39,511,141 220,384.81 
Ordinary ....... 206,908,56 105,243,233 7,945,500 269,945,621 — ? 
— Seviestitie $ 37629 880.076 303 1.106,509.119 ee $ 117,075,656 $ 73,081,162 $ 81,296,643 $ 593,818 40 Comm 
- Or 
: os ae c Beneficial Standard 
Total........ ee ee ee eee On Only =... 63,727,615 $ 56306131 $ 57,274.42 $ 1934840 So 
a 7 5 5 ? YY 
he ———) ee 144,668 4,724,000 5,229,335 2,467, 
O dinary eeecece $ 162,456,367 > 130,353,625 $ 115,390, $ 247,200,972 TT ] thle 63,872 283 61 030 131 62 503 677 195,95 Ri 
ca ARES 1,525,824 842,367 663,309 72,625,304 _ $ , $ a $ one $ 195,95 
pie * Berkshire Lif 
Total...... $ 163,982,191 $ 131,195,992 $ 116,054,173 $ 319,826,276 Ordinary .<<++<2 59,252,174 $ 61,306,713 $ 61,162,557 $ 592,440,379 Compa 
Or 
American General, Texas Boston Mutual G 
Ordinary ....... $ 81,597,560 $ 70,053,832 $ 71,865,000 $ 452,402,406 Ordinary ....... $ 66,422,257 $ 47,548,892 $ 38,071,186 $ 205,4982% ; 
BE Wisxseoake 8,390,298 6,818,767 18,798,000 102,218,655 OUR: cas cunseen 17,630,500 13,592,000 11,097,000 139,301.51 
Industrial ....... 20,810,017 23,550,228 23,189,971 139,225,12 
Total......$ 89,987,858 $ 76,872,099 $ 90,663,000 $ 554,621,061 72 $ $7 7 $ —_— 
Total...... $ 104,865,772 84,691,120 2,358,15 484,024, 
American Heritage Life, Jacksonville es ” “ 3 
inary ....... 21,326,374 16,089,301 18,548,636 $ 39,669,516 Business Men’s Assurance 
— $ Biel * ‘eso * Gooessot ° i4gor31S Ordinary... $  376,341,803* $ 337,312,163 $ 300,859,843 $ 1,438,978 
ON sows uate 51,983,567* 41,607,375 45,377,278 295,992, 
~ ae 33,432,521 22,643,243 87,574,540 144,470,831 - 
Total $ 33,432,521 $ $ $ Total...... $ 428,325,370 $ 378,919,538 $ 346,237,121 $1,734,990, Connec 
American Hospital & Life * Includes revivals and increases Or 
inary ....... 12,207,952 21,003,375 28,564,063 98,348,589 
one iehaksess : 0/312, 400 . 6,642'500 ' 13,263,960 . 56,633,389  California-Western States Life Constit 
—_ Ordinary ....... 243,903,194 $ 211,526,483 $ 200,473,106 $ 1,244,5458%  o,, 
Total...... $ 21,520,352 $ 27,645,875 $ 41,828,023 $ 154,981,978 GRRE circ cece: 45,502,104 68,578,446 315,591,839 1,438,405 Gr 
American Life & Accident, Kentucky Tatil... $ 289,405,298 $ 280,104,929 $ 516,004,945 $ 2,683,209 [4 
Industrial ....... $ 64,420,577 $ 60,530,705 $ 68,775,338 $ 163,043,884 Ga rite 
: ; Ordinary ....... $ 377,390,122 $ 324,002,116 $ 297,816,808" $ rn . 
American Life Ins. Co., N. Y. ‘| Contine 
Ordinary ....... 20,681,780 $ 4,700,125 $ 1,600,373 $ 24,747,531 POND shee soe 210/897 426 141,797,321 Ane 
2 2. 
isc eamaee — — darcrssnite erin Total......$ 588,287,548 $ 465,799,437 $ 509,870,833 $ 3,092,712 © Gr 
Total ...$ 21,900,009 $ 5,197,374 $ 9,226,273 § 35,645,513 * Includes revivals and increases 
Asast M LI Capitol Life, Colorado : 
gar tg 48,904,927 $ 42,557,064 $ 40,042,702 $ 287,904,027 Ordinary ....... $ 15,606,205 $ 16,834,486 $ 15,099,471 $ 132,704/i§ Contine 
Group .......... 354,500 355,000 3,570,070 27,619,500 Group ..-.....-. 4,752,669 425,500 55,732,188 mbites) 
Total......$ 49,259,427 $ 42,912,064 $ 43,612,772 $ 315,523,527 Total......$ 20,358,874, $ 17,259,986 $ 70,831,659 $ 422,30110% 
: ; Carolina Life, S. C 
American National, Texas ; ’ ° . ‘s - 

. - ti Ordinary ....... 28,662,879 $ 18,792,357 $ 22,200,485 $ 111,199 Contine 
Ordinary ....... $ 713,003,316 $ 608,977,432 $ 558,073,248 $ 2,714,152,158 c 54s’ 510 : 
a 267,391,003 150,554,692 145,034'950 854'808,383 wae ..,.... 61,355,626 63,760,197 74,883,191 245,90 Ore 
Industrial ....... 236,715,267 198,631,378 178,945,769 1,451,834,782 Total...... $ 90,028,505 $ 82,552,554 $ 297,882,315 $ 356,70p ST 

Total...... $ 1,217,109,586 $ 958,163,502 $ 882,053,967 $ 5,020,795,323 Contra a a 
™ ‘. . cdimary ....... $ 83,938,212 $ 73,599,312 $ 66,280,649 $ 584,147) 
American United, Indiana Ow siscvases aca 2,310,355 135,569 50054 Counter; 
Ordinary ....... $ 271,880,919 $ 223,484,996 $ 205,498,931 $ 1,063,761,792 Ore 
UMN onsen aces 123,575,110 85,940,821 55,592,380 284,625,125 Total...... $ 83,938,212 $ 75,909,667 $ 66,416,218 $ 589,155 Gre 
Total...... $ 395,456,029 $ 309,425,817 $ 261,091,311 $ 1,348,386,917 Central Standard Life, Illinois : 
Ordinary ....... $ 28,236,730 $ 27,219,097 $ 30,591,310 $ 313,772 
Amicable Life Industrial ....... 13,781,573 11,554,343 14,030,852 42,105408 Crown 
Ordinary ....... $ 55,701,679 $ 51,432,881 $ 47,753,478 $ 309,425,891 ——F or 
MM sdgeckenss 51,378 104,775 ee 687,032 Total...... $ 42,018,303 $ 38,773,440 $ 44,622,162 $ 35592 G., 
Seep ae a na - Century Life, Fort Worth 
Total...... $ 55,753,057 $ 51,537,656 $ 47,753,478 $ 310,112,923 Ordinary ....... $ 39,937,000 $ 28,836,015 $ 21,482,246 $ 125,687)! 
Atlantic Life, Va. ws ‘ Cherokee Life, Tenn. (Formerly Cosmopolitan Life) Domini 
Ordinary ....... $ 66,736,488 $ 60,138,431 $ 55,922,069 $ 425,920,389 Ordinary ....... $ 4424422 $ 3,916,404 $ 3,607,969. 9,308 Ord 
Industrial ....... 43,143,377 35,675,930 63,863,396 63,065,133 Industrial ....... 14,364,183 11,115,109 9,418,426 42088 Gro 
Total...... $ 109,879,865 $ 95,814,361 $ 119,785,465 $ 488,985,522 Total...... $ 18,788,605 $ 15,031,513 $ 13,026,395 $ 51,457 
Atlas Life, Oklahoma Citizens Life, N. Y. , coil Ourhan 
Ordinary ....... $ 20,196,135 $ 16,990,002 $ 16,873,096 $ 135,298,418 Ordinary ....... — er + eS Het Ord 
PND: bess snsos 1,329,994 528,500 281,000 165,200,141 ITOUP «++ -s ee eee 9,58/, aay ee Ind: 
Total......$ 21,526,129 $ 17,518,502 $ 17,154,096 $ 300,498,559 Total...... $ 35,780,300 $ 17,056,955 $ 11,307,352 $ 55,970 
' ‘ Colonial Life 
Baltimore Life Ordinary ....... $ 62,918,058 $ 61,268,441 $ 62,660,216 $ 379,52308 Fastern 
Ordinary ....... $ 62,434,042 $ 44858686 $ 57,094,447 $ 246,528,189  Sicdine caks 2,471,262 229860 34,000 2543.8 Ord 
Industrial ....... 42,189,626 50,673,167 35,897,787 175,746,639 Industrial ....... 19,593,441 18,035,664 15,503,139 128,28" Gro 
ae $ 104,623,668 $ 95,531,853 $ 92,902,234 422,274,828 Total...... $ 82,511,499 $ 79,533,965 $ 78,897,355 $ 53328 
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“19% “ee 195 Dec. 31, 1959 1959 1958 1957 Dec. 31, 1959 
Columbian Mutual, N. Y. a F 
; tis pire e ccident, Indiana 
EM -Ordinary ....... 5,904,525 $ 4,118,776 $ 3,534,719 $ 22,293,749 ; " 
134.27 - Ordinary ....... $ 9,132,113 $ 9,985,638 $ 8,670,903 $ 64,405,316 
3580 Industrial ....... 21,321,250 13,341,000 7,476,800 720 AN lelewas....... 20,092'235 18°453,320 20'845,469 88° 165,669 
189.0; Total...... $ 27,225,775 $ 17,459,776 $ 11,011,519 $ 94,334,167 Total...... $ 29,224,348 $ 28,438,958 $ 29,516,372 $ 152,570,985 
Columbian National Empire Life, Canad 
; —_ one aoe e pire e, a 
3192uf Ordinary ....... 43,865,627 $ 28,535,427 $ 32,559,050 $ 411,705,469 Ondinity sacs. $ 12,284,056 $ 12,971,460 $ 9,027,627 $ 61,622,037" 
07499 Group. s....s.0. 110,348,745 6,525,695 16,551,664 235,273,071 = oe Aaa $ Gone ¢ ue 8 seme Fee 
30415 ae $ 154,214,372 $ 35,061,122 $ 49,110,714 $ 646,979,435 Total...... $ 44,241,850 $ 36,110,373 $ 36,492,825 256,940,199 
Columbus Mutual, Ohio Empire S Mutual 
47714 : ade os 521.254.542 mpire State Mut 
ME CTOEET ooo ees $ 57,575,687 $ WOTBNB $ 65,406,162 $ 5212544 Cedlaeey casas $ 12,284,056 12,971,460 $ 9,027,627 $ 61,622,037* 
—E lee GEMM onc cwes vcs 4,891,146 3,799,259 3,992,887 69,708,617 
840,98) mmercial ndustri fe, mn - 
Ordinary ....... $ 13,564,381 $ 10,892,233 $ — 13,063,126 $ 67,703,938 Tee... +3 $ 17,175,202 $ 16,770,719 $ 13,020,514 $ 131,330,644 
EPOUD 60.00% vanes 154,826 4,515,841 543,000 29,414,299 * Includes $1,757,133 Industrial 
433,60 a 
), 384.811 Total...... $ 13,719,207 $ — 15,408,074 $ 13,606,126 $ — 97,118,237 Equitable Life Assurance Society 
Tr ai Na Ordinary ....... $ 1,799,756,953  $ 1,745,039,866 — $ 1,678,600,830 — $14,580,050,513 
Ordinary ee $ 158,676,667 $ 157,918,666 $ i $ prety Group eee eee eee 841,370,979 1,132,640,015 1,530,698,782 21,041,519,980 
pray ee 105 3,086,123 511,15 5,614,192 ape 
ie Te aeeeisl Lee wan 42,517,264 43.073,641* 319,744,555 Total...... $ 2,641,127,932 $ 2,877,679,881  $ 3,209,299,612 —$35,621,570,493 
2 467, , 4 
———ig §§ Total...... 20,067,644 203,522,053 230,641,498  $ 1,288,099,467 Equitable Life of lowa 
595188 TP copa . ae ' rn . Ordinary ....... $ 189,448,158 $ 171,982,423 $ 167,084,791 $ 1,719,199,405 
. . Equitable Life, Waterloo 
2,440,37f Companion Life ; J 
7 : P P : Ordiiaty « .6<6.: $ 24,641,180 $ 20,090,008 $ 19,444,003 $ 165,903,485 
Ordinary ....... 10,857,428 $ 12,578,222 $ 11,701,623 $ 51,919,362 l 00 44,0 5,993,48 
ana ones ’ 3,656,693 634,500 19,612,786 162,339,500 Group .......... 1,968,500 870,750 573,500 5,004,650 
5,498 21 = ; eae 
9,301, Total......$ 14,514,121 $ 13,212,722 $ 31,314,409 $ 214,358,862 Total......$ 26,609,680 $ — 20,960,758 $ 20,017,503 $ 171,598,135 
9,225 12 
ides C — Equitable Life Insurance Co., Washington, D. C. 
4.02458 “nec” - — Ordinary ....... $ 43,930,663 $ 38,312,289 $ 38,238,355 $ 288,372,154 
ee. Ordinary ....... 742,623,492 635,538,020 $ 574,755,602  $ 4,060,649,201 2 63 2 g 5 
aa .. 5 teen $ 301'859.144 $ 371622078 305-243,624  6,461.927°104 Industrial ....... 27,676,455 27,897,981 25,082,676 199,721,353 
Total......$ 1,134,482,636 —$ 1,007,160,098 $ 970,001,226 $10,522,576,305 Total......§ 71,607,118 $ 66,210,270 $ 65,321,031 $ 488,093,687 
aie . Farm Bureau Life, lowa 
i} Connecticut Mutual Life ‘ 4 sail ae 
Ordinary ....... $ 580,528,764 $ 541,015,714 $ 460,495,577 $ 4,351,298,337 Ordinary ....... $ 98,403,001 $ 75,974,240 $ 55,735,152 $ 430,429,158 
, Farmers & Bankers, Kansas 
Constitution Life, II] s : - ss ee s n 
% Ordinary ....... $ 21,470,316 $ 28,516,111 $ 35,911,591 $ 130,119,944 Ordinary ....... $ 15,613,599 $ 13,705,546 $ 13,178,544 $ 149,825,709 
DRUK “spssnseses 15,766,112 32,797,151 23,966,694 196,714,967 
Industrial ....... a Te eee ay 3,195,006 Farmers New World Life 
- Ordinary ....... $ 75,447,628 $ 64,485,683 $ 58,546,385 268,858,737 
Total...... $ 37,236,428 $ 61,313,262 $ 59,878,285 $ 330,029,917 a 44 395,237 pee a 49,875,676 
ss Continental American Total...... $ 119,842,865 $ 64,485,683 $ 58,546,385 $ 318,734,413 
ih Ordinary ....... 75,261,086 $ 63,476,978 $ 61,688,789 $ 491,998,935 
92.7127 ae. aewioats. 3 $ stairs ies 7,424,904 9,877,442 Farmers & Traders, N. Y. 
he Ordinary ....... $ 19,723,304 $ 18,316,664 $ 17,946,522 $ 186,447,818 
Total...... $ 75,261,086 $ 63,476,978 $ 69,113,593 $ 501,876,377 
Federal Life & Casualty, Battle Creek 
132,7040if Continental Assurance , Ordiiaty sccce $ 61,795,691 $ 66,684,639 $ 65,139,875 $ 244,586,249 
220.5078 Ordinary ....... 409,547,294 $ 354,747,855 $ 364,136,875  $ 2,365,692,421 RII ss bvcsccas 41,043,079 30,762,829 29,986,959 210,955,370 
tts cas 308,767,020 245,234,163 193,437,638  3,824,502,226 
422,301, . Total...... $ 102,838,770 $ 97,447,468 $ 95,126,834 $ 455,541,619 
Total...... $ 718,314,314 $ 599,982,018 $ 557,574,513  $ 6,190,194,657 
: Federal Life, Illinois 
vee Continental Life Insurance Co., Toronto _ — : Ordinary ....... $ 56,324,463 $ 45,435,586 $ 49,332,656 $ 294,323,888 
3,0" SPGINSTY 6cie<s. $ 28,533,051 $ 20,249,595 $ 20,856,550 $ 190,518,884 GOURD: .6.ccadiac ,218,000 1,375,000 8,658,250 29,973,400 
= | 6,813,500 2,665,500 4,348,000 16,106,500 
356,704, Totelix..«: $ 62,542,463 $ 46,810,586 $ 57,990,906 $ 324,297,288 
Total...... $ 35,347,151 $ 22,915,095 $ 25,204,550 $ 206,625,384 
a: ae Fidelity Mutual Life ; ; 
S058 sd Life, Ill. alls iim, te, deci a aaa Ordinary ret $ 139,273,068 $ 129,441,475 $ 123,796,425 $ 1,232,203,039 
POMETY x. css 434, 615,82 985, 192 Fo XM MIMI 5 65 cali 827, ‘ 599, 448, 
580,155 Group teats 246; 2'443.000 2'839,000 14,566,500 
aa ae reas ae ee Total...... $ 142,100,568 $ 130,107,975 $ 124,395,425 $ 1,240,652,014 
otal...... 5,680, 058,82 2,424, 820,25 
313,791. Fidelity Union, Texas 
42,1058 Crown Life, Canada Ordinary ....... $ 128,734,897 $ 110,347,386 $ 103,425,522 $ 457,328,180 
er Onlinary ....... $ 301,917,295 $ 268,934,442 $ 252,579,563 $ 1,732,017,530 ee RT 465,000 377,000 1,745,688 28,020,277 
355,00" Group .......... 107,908,828 100,256,324 76,177,049 ‘476, sad ‘ mele ; 
otal...... 129,199.89 110,724,386 105,171,210 485,348,457 
5.687 Total...... $ 409,826,123 $ 369,190,766 $ 328,756,612  $ 2,272,494,198 sib dass $ 
“Y ie i Franklin Life 
J nion Life Ordinary ....... 902,730,685 50,598,72 5 
930% Ordinary ....... $ 113,747,163 $ 104,467,130 $ 101,491,795 $ 843,180,720 ae ' 2 ae ee Cee 
42088 Group .......... 31,887,029 12,762,400 13,004,550 96,301,044 6.) American 
51,4537) Total: ..... : L 192 117,229,530 114,496,345 939,432,664 Ordiiaty ose. ec 122,090,900 110,276,500 $ 118,901,500 $ 832,142,900 
as . 7s $ oiled ahi, ‘ GH onnccres. 153,603,229 340,195,921 262,527,227 2,321,186,723 
Durham Life, Raleigh, N. C. mm < - 
‘oA Ordinary Knee $ 58,617,942 $ 57,782,992 $ 51,623,585 $ 236,720,942 Detabs ssi $ 275,694,129 $ 450,472,421 $ 381,428,727 $ 3,153,329,623 
wy Industrial ....... 40,508,770 32,594,418 33,287,657 154,664,943 
5 972tH Government Personnel Mutual, Texas 
Som Total...... $ 99,126,712 $ 90,377,410 $ 84,911,242 $ 301,385,885 Ordinary ....... $ 29,543,403 $ 38,547,359 $ 50,700,490 $ 191,481,083 
379,534 Eastern Life Great American Reserve 
25438 Ordinary ....... $ 17,065,667 $ 17,555,786 $ 14,656,054 $ 94,445,134 Ordinary ....... $ 40,451,870 $ 42,947,129 $ 26,950,273 $ 168,267,772 
1282898 Group .......... 15,761,240 11,335,716 5,932,073 48,967,978 GMI occ akusan 8,209,143 9,073,967 26,663,898 77,736,577 
533,202 Total...... $ 32,826,907 $ 28,891,502 $ 20,588,127 $ 143,413,112 Total...... $ 48,661,013 $ 52,021,096 $ 53,614,171 $ 246,004,349 



































































































































—New Insurance Written In Force —New Insurance Written In Force 
1959 5 57 Dec. 31, 1959 1959 1958 195 Dec. 31, 19% 

Great National Life, Dallas Jefferson National, Indianapolis Lincoln 
Ordinary ....... $ 23,238,750 $ 19,105,483 $ 15,705,376 $ 193,986,786 Ordinary ....... $ 35,104,532 $ 34,896,964 $ 33,110,264 $ 191,557.64 Ore 
EDs penncvces 3,040,528 eee co 7,390,618 RMN ca ese wats 5,021,992 3,138,326 6,561,500 20,148,421 Gre 

Total...... $ 26279278 $ 19,105,483 $ 15,705,376 $ 201,377,404 Total...... $ 40,126,524 $ 38,035,200 $ 39,611,764 $ 211,7060% 

Great Southern, Texas Jefferson Standard : ; b Londor 

Ordinary ....... $ 125,486,655 $ 115,426,116 $ 111,334,367 $ 884,165,012 Ordinary ....... $ 234,572,085 $ 217,696,195 $ 220,822,210  $ 1,918,487,65 o 

te T ¢ 5,601,000 432,941 142,434,629 aT 

BE Seshsceer ati mls " John Hancock Mutual Life Ind 
Total...... $ 134,881,619 $ 121,027,116 $ 120,767,308 $ 1,026,599,641 Ordinary ....... $ 2,245,562,768  $ 2,351,866,930 $ 1,820,602,593  $13,566,193,3% 
NS iS 894,777,685 630,187,853 772,200,127 ——7,932,559.24 

Great-West Life, Winnipeg Industrial ....... 211,620,809 225,210,757 249,707,164 2,727, 522.80; ll 

: : . Cc 20 > 719 id c 9 c17 72 — Loy: 
Ordinary ....... $ 253,938,698 $ 271,839,965 $ 225,218,517 $ 2,307,864,293 aes * eee ag . 
jae Me a 278,703,148 176,802,224 86,729,838 1,467,078,693 Potal...... $ 3,351,961,262 — $ 3,207,265,540  $ 2,842,509,884 — $24,226,275,32 Orc 
irc 
. 9 > > arc = 4 Of Kansas City Life 
32 642,189 311,948,355  $ 3,774,942,986 oe x : 
etal. 3% $° SSCOU EG $446 $ » to" Ordinary .....+: $ 163,339,928 $ 160,550,155 $ 169,809,612 $ 1,373,55727 

Guarantee Mutual, Nebraska a, 

’ ; ee €: r ‘ ra iE y Central Luther: 
Ordinary ....... $ 86,038,215 $ 75,989,883 $ 76,524,957 $ SO9497854 Ordinary .......$ 8,385,031 $ 6,085,430 $ 5,860,709 $ 50938 Or: 
Industrial ....... 36,016,450 38,431,350 36,397,394 103,837.98) 

Guardian Life The M: 
Ordinary .......$ 222,352,100 $ 201,011,127 $ 188,784,257 $ 1,639,531,492 Welsh... $ 44,401,481 $ 44,516,780 $ 42,258,103 $ 163,7667"f °° 
lie a 40,928,658 29,788,560 25,951,830 138,765,451 Ore 

- oe Kentucky Home Mutual 
oe $ 263,290,758 $ 230,799,687 $ 214,736,087 $ 1,778,296,943 Ordinary ....... $ 12,649,398 $ 14,905,883 $ 18,562,212 $  85,2296% Manha‘ 
[GREED - acowessa cs 309,000 an 115,000 34,813,58 Or¢ 

Gulf Life, Florida , - " = Gro 
Ordinary ....... $ 122,871,105 $ 105,561,364 $ 136,549,500 $ 696,125,862 Total... $ 12,958,398 $ 14,905,883 $ 18,677,212 $ 120,043,231 
GeO s.cs.s'ss0e 28,400,494 15,869,250 15,852,702 233,968,708 ; ; 

Industrial ....... 61,100,522 68,685,063 61,108,051 328,200,000 Knights Life of America, Pittsburgh 
Ordinary ....... $  85,237,629* $ 53,329,084 $ 44,679,336 $ 502,611,649 Manufa 
Totel...... $ 212,372,121 $ 190,115,677 $ 213,510,253 $ 1,258,295,470 Industrial ....... 42,264,584 36,258,033 43,203,358 248867008 Ord 
a —_———_— - ———f}|_ Gro 

Home Beneficial, Virginia 7, Potal. ....-$. 127,502,213 $ 89,587,117 $ _ 87,882,724 $ 751,478,004 

elon... 0032 $ 74,853,204 $ 63,323,548  $ 60,035,250 $ 333,590,818 Includes business of Union National Life, Lincoln, purchased March 1, 1959. 
Growe «2.015... 876,045 ci a ee 13,230,806 ¢ Life. Indi 
strial ....... 149,128,919 171,250,973 157,483,268 517,240,918 ayette Lite, indana Massac! 
—s Fe ei a : Ordinary ....... $ 60,654,989 $ 60,176,013 $ 43,393,610 $ 22824660 0, 
ee $ 224,858,258 $ 234,574,521 $ 217,538,518 $ 864,068,542 Group .......... 2,081,475 70,500 822,150 90458 Gro 

ee ee Total...... $ 63,336,464 $ 60,246,513 $ 44,215,760 $ 237,201, 
Ordinary ....... $ 17,455,517 $ 16,632,529 $ 16,378,765 $ 181,649,960 Lamar Life 

aie 06297 : . 55 : Massacl 
euinabennaae econ — | ee Oeaeey s.550% $ 40,192,059 $ 35,501,292 $ 33,301,350 $ 2726229 o.4 
Total...... $ 34,417,788 $ 34,265,724 $ 34,198,422 $ 313,923,599 po Lite South Carolina Gro 

‘ Ordinary ....... $ 143,646,473 $ 135,262,117 $ 121,674,377, $  534,319441; 

Home Life, New York : . 739 . Group .......4. 18,175,012 56,053,921 13,280,551 215,0618if «7, 
Ordinary ....... $ 204,582,242 $ 211,076,061 $ 198,222,012 $ 1,704,268,934 Industrial ....... 65,226,752 68,915,266 61,479,698 402,039,643 
CRARIED. ocaxencncs 42,331,284 40,778,204 33,995,070 409,311,757 aa a ae coves iba a 

a ee 227,048,237 260,231,2 ( 2 51,42091f 
Total......$ 246,913,526 $ 251,854,265 $ 232,217,082 $ 2,113,580,691 oe... Sa § lee |) Seo oe 
Gro 

Liberty National, Alabama | 

Home Security Life, N. C. Ordinary $ 256,775,284 $ 200,851,112 $ 131,362,305 $ 7o20070f 

Ordinary ....... $ 40,135,430 $ 35,592,303 $ 50,305,695 $ 160,689,424 Industrial ....... 178,079,358 176,451,360 221,831,708 883,41207 
3ank Loan 1s 16,923,936 13,588,084 eM 14,657,761 
ee Ee ee 6,566,174 6,410,052 1,140,500 21,840,511 Total 434.854.642 386,362,472 353,194.103 1,676,109, Michi 
Industrial ....... 24,627,742 28,852,557 31,609,248 107,501,419 ‘om a . oe 5 dining: pow 
—_—- - . . ‘ 
Total...... $ 88,253,282 $ 84,442,996 $ 83,055,443 $ 304,699,115 Life & Casualty, Tennessee ; EB Bero 
Ordinary «0.35: $ 217,403,202 $ 168,310,612 $ 165,660,711 $  880,577,/I/ 
0 ES re 12,666,479 18,589,056 17,698,654 151,069,724 

Home State, Oklahoma a er ion Industrial .....-. 127,359,782 138,539,807 153,602,241 767,704,78) 
Ordinary ....... $ 32,373,000 $ 43,002,797 $ 45,074,787 $ 122,991,000 Mid-Cor 
ND. Gas skes one 11,500,000 4,146,903 2,216,175 20,142,000 b 57.429 $  325.439.475 799,352,181 ! 
Industrial ....... 13,435,000 9'787 206 14,834,962 82,638,000 eoataeb S SHAD $ SEADAS $ TEMS § 1/R _ 

Total:.....$ 57,308,000 $ 56,936,996 $ 62,125,924 $ 225,771,000 Life Insurance Co. of Georgia 
Ordinary ....... $ 183,215,883 $ 158,715,319 $ 124,276,438 $  561,24120 
; GUE aca sncases 30,981,315 13,516,630 15,410,765 156037451 yi 

Hoosier Farm Bureau Industrial ....... 274,047,739 302,557,011 313,334,556 —_-1,004,073,Kif Midland 
Ordinary ....... $ 42824226 $ 35,265,522 $ 33,231,013 $ 215,995,747 Ord 
RR oe 183,000 43,000 62,000 14,857,049 Totel.s...: $ 488,244,937 $ 474,788,900 $ 453,021,759  $ 1,721,352,1% i 

= dian. 
| Began $ 43,007,226 $ 35,308522 $ 33,293,013 $ 230,852,796 Lite Insurance Co. of North America Ordi 
aia Ordinary ....... $ 117,275,850 $ 54,660,041 $ — 1,430,283 150,695,419 GTO 

Imperial Life, Canada SD watwasuuws 106,995,236 65,088,376 22,209,400 186,671, 10 
Ordinary ....... $ 128,695,283 $ 121,601,645 $ 110,554,850 $ 989,318,787 e ) 
ales 25,126,518 6,942,268 9,865,107 167,385,783 Potal...... $ 224,271,086 $ 119,748,417 $ — 23,639,683 $ 337,671" yea 

Toml...... $ 153,821,801 $ 128,543,913 $ 120,419,957  $ 1,156,704,570 Life Insurance Co. of Virginia Ord 
Ordinary ....... $ 189,664,473 $ 158,950,248 $ 167,725,823 $ 1,262,130 Mines; 

Independent Life & Accident, Fla. Group \......... 13,554,749 11,241,960 17,391,582 208,105298 oy 
Ordinary te” 2 $ 60,505,725 $ 29,802,416 $ 21,488,130 $ 60.400, 620 ndestrial .....<. 148,378,038 146,682,190 121,440,847 839,596,742 
Group .......... 13,121,000 10,317,500 or 32,283,500 x —_ : a ; 
inde] ....... 694,639,863 686,308,170 604,638,568 804,757,226 Potal......$ 351,597,260 $ 316,874,398 $ 306,558,252 $ 2,399,851 

Total...... $ 768,266,588 $ 726,428,086 $ 626,126,698 $ 897,441,346 Lincoln Income Life J Monarc! 

Ordinary ....... $ 22,581,334 $ 32,208,483 $ 23,690,136 $ 79,8682! Ord: 

lafomamelie Like SE Fo 05 het 1,569,364 wey peers 16th Gro 

Onda este Ee $ 77,200575 $ 64602635 $ 53292931 $ 451,788,268 Industrial ....... 76,055,933 101,529,559 109,513,475 _ Defe 
Total...... $ 100,206,631 $ 133,828,042 $ 135,203,611 $ 220,214 

Interstate Life & Accident, Chattanooga 
Ordinary ....... $ 92,457,316 $ 63,182,070 $ 66,915,290 $ 228,276,669 Lincoln Liberty Life Monarch 
Group :......... 431,332 12,616,905 11,361,595 19,068,278 Ordinary ....... $ 37,085,941 35,762,165 $! 12,131,516 174.7100 8 = Ordi 
Industrial ....... 164,015,038 158,517,799 139,763,226 286,785,267 rg sksc cas. 2,104,153 ' nipligh se : fonts $ 433.78 = Grot 

Se el - _ _ ———————— 
Total...... $ 256,903,686 $ 234,316,774 $ 218,040,111 $ 534,130,214 Total...... $ 39,190,094 $ 35,762,165 $ 12,131,516 $  179,050)0 
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837,98) 


——___ 


766,74) 


229,64 
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043,231 
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1 420,91! 


)2.,697 OH 
3.41207) 





76,109,717 


30,577,711 
1,069,724 
57, 704,74 


99,352,181 


61,2412 
56,037, 
04,073.48 


21,352,14 


50,695, 
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37,671,104 





162, 130,321 
98, 105,22 
339,596,742 
nae 


309,831,897 


79,868.24 
1,161,077 
139, 185,1* 
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220, 214,50 


174,710, 
4,339,17 
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1959 

Lincoln National Life 
PMERATY sods ous $ 1,339,119,789 
Group 195,560,236 


1958 


$ 1,141,964,274 
165,046,909 


—New Insurance Written 
co 


1957 


$ 1,027,043,119 


327,767,103 


In Force 
Dec. 31, 1959 


$ 8,107,154,533 
1,723,208,677 





yi) $ 1,534,680,025 


London Life, Canada 


$ 1,307,011,183 


$ 


1,354,810,302 


$ 9,830,363,210 


























* Includes revivals and increases as 


Metropolitan Life 


of October 31, 1959—end of fiscal year 


Ordinary ....... $ 507,286,629 $ 496,565,066 $ 455,247,559 $ 3,596,745,766 
EMD. 2505585025 216,838,728 84,939,535 75,160,263 1,025,047 926 
Pndustrial ...0%.0: 45,051,896 47,953,902 48,425,556 560,782,554 
DOtal oases $ 769,177,253 $ 629,458,503 $ 578,833,378  $ 5,182,575,846 
Loyal Protective Life, Boston 
Ordinary <0. v0.0 $ 11,432,514 $ 6,963,854 $ 8,337,028 $ 55,545,243 
ROOMS s cwisarestare 983,337 998,885 1,544,000 12,684,101 
oe $ 12,415,851 $ 7,962,739 $ 9,881,028 $ 68,229,344 
Lutheran Mutual, lowa 
Ordinary ....... $ 79,627,294 $ 71,555,731 $ 63,392,950 $ 548,315,991 
The Maccabees 
Ordinary «...0.0% $ 86,373,987 $ 79,361,312 $ 70,521,128 $ 508,572,089 
Manhattan Life 
DrGinaty «cece $ 163,311,971 $ 140,602,403 $ 113,561,673 $ 805,091,503 
| ee ee 79,236,322 83,559,257 87,576,801 564,890,728 
Gta oxctecs ve $ 242,548,293 $ 224,161,660 $ 210,138,474 $ 1,369,982,231 
Manufacturers Life, Canada 
GINATY 35605 $ 405,049,377. $ 392,511,357 $ 354,312,958  $ 2,907,812,973 
OO eee 46,308,625 20,008,937 24,145,307 273,765,457 
Totals oi5;-< $ 451,358,002 $ 412,520,294 $ 378,458,265 $ 3,181,578,430 
Massachusetts Mutual 
POINATY  sisec ss $ 1,024,606,110 $ 950,300,137 $ 707,970,720 $ 6,191,729,081 
POUR: wdsaced os 200,862,152 149,482 182 185,331,209 1,354,824,708 
Total......$ 1,225,468,262 $ 1,099,782,319 $ 893,301,929 $ 7,546,553,789 
Massachusetts Savings Bank Life Insurance 
Ordinary ...<... $ 55,287,117 $ 49,234,615 $ 50,279,200 $ 633,397,473* 
BMAD, 5 3-soiwisoe-a'e's 2,225,850 1,668,500 678,700 54,490,681 
OtGls ss: $ 57,512,967 $ 50,903,115 50,957,700 $ 687,888,154 





























a, 
179,050,10 





Ordinary «<4... $ 6,794,078,476  $ 6,273,126,143 $ 6,589,036,266 $45,977,039,757 
eee 1,040,433,024 1,443,114,440 1,813,224,993  34,458,528,330 
Industrial ....... 232,606,134 170,734,495 176,581,646 9,567,295,250 
Total. .<s% $ 7,977,117,634 $ 7,886,975,348 $ 8,578,842,905 $90,002,863,337 
Michigan Life 
Ordinary ....... $ 14,251,710 $ 12,686,883 $ $ 75,159,321 
PNAIYS ores 4-4 :accisiess 5,441,628 12,883,413 339,257,206 
Totals Saco $ 19693338 $$ 25,570,296 $ 60,707,204 $ 414,416,527 
Mid-Continent Life, Okla. 
Ordinary ....... $ 18612413 $$ 11548534 $ 3,625,569 $$ 98,524,488 
BMNEY sais te -avsie.4.d) 3,981,000 227,500 158,000 663, 
Total ...$  22,593413 § 11,776,034 $¢$ 3,783,569 $ 104,187,488 
Midland Mutual, Ohio 
mrdinary ....... $ 53,410,579 $$ 48221186 $$ 44,004,022 $ 390,889,555 
Midland National, South Dakota 
Mrdinary ....... $ 65,998,099 $ 52,738,129 $ 53,735,708 $ 253,287,932 
MN) 5 ob daw 1,866,250 ree ‘ 6,411,220 
Lee Ae $ 67,864,349 $ 52,738,129 $ 53,735,708 $ 259,699,152 
Midwest Life, Lincoln 
M@tdinary ....... $ 28,660,682 $ 31,478,330 $ 25,796,729 $ 132,767,665 
Minnesota Mutual 
Ordinary ....... $ 144,114,618 $ 137,062,853 $ 130,339,424 $ 999,236,350 
BME sos yte css 5 253,346,721 252,172,489 153,412,924 1,450,921,568 
Petal. 23.33 $ 397,461,339 $ 380,235,342 $ 283,752,348  $ 2,450,157,918 
Monarch Life, Canada 
Ordinary ....... $ 57,782,394 $ 60,411,029 $ 51,075,241 $ 374,403,711 
Group... 2... - hats 1.774.293 8'223,996 8,335,643 
Deferred Annuities 5,830,601 7,871,537 1,407,086 42,145,279 
Yotal.....: $ 63,612,995 $ 70,056,859 $ 60,706,039 $ 424,884,624 
Monarch Life, Springfield 
Ordinary ....... $ 100,317,996 $ 96,071,727 $ 100,792,799 $¢ 487,370,254 
SN take 12,696,544 4,816,500 4,883,683 58,502,517 
Total. vcs $ 113,014,540 $ 100,888,227 $ 105,676,482 $ 545,872,771 


—New Insurance Written 


In Force 























1959 957 Dec. 31, 1959 
Montreal Life 
Ordinary «i... $ 31,282,624 $ 34555005 $ 26,959,715 $ 203,223,023 
SOG, 6 cee eae 1,825,000 shite: Sores 28,285,419 
Totals an coe $ 33,107,624 $ 34,555,005 $ 26,959,715 $ 230,508,442 
Monumental Life, Maryland 
OWGMALY (os sc5 5 $ 86,269,204 $ 84159192 §$ 88,435,957 $ 612,136,546 
OO eee eee 1,234,015 Ree 4,887,000 17,354,203 
Industrial ....... 66,427,090 65,122,320 62,776,787 461,355,769 
Potal onc; $ 153,930,309 $ 149,281,422 $ 156,089,744 $ 1,090,846,518 
Mutual Benefit 
Ordinary © 263.0% $ 581,446,946 $ 528,314,358 $ 413,400,459 $ 4,717,962,418 
COD aise areetas 184,220,660 71,540,991 17,390,517 285,258,185 
Total eocce $ 765,667,606 $ 599,855,349 $ 430,850,976 $ 5,003,220,603 
Mutual Life of Canada 
Osdinany © cease $ 279,376,281 $ 269,286,501 $ 253,607,069 $ 2,307,649,781 
GROUD. as avenues 74,106,996 60,037,749 52,552,619 616,577,267 
Dotale. ¢e $ 353,483,277 $ 329,324,250 $ 306,159,688 $ 2,924,227,048 
Mutual Life, New York 
Orditaty : <6és.c. $ 904,734,781 $ 778,353,510 $ 696,940,204 $ 6,708,135,388 
SEGUE 5. sccecasns 95,756,739 160,844,662 107,397,472 685,937,381 
WOR Se e-es $ 1,000,491,520 $ 939,878,172 $ 804,337,676  $ 7,394,072,769 
Mutual Service Life, St. Paul 
OC 3 ee $ 28,486,552 $ 22,101,664 $ 18,687,911 $ 107,858,909 
GEO eens cei. 36,228,707 31,256,963 18,966,553 203,156,417 
Wotaler. si. $ 64,715,259 $ 53,358,627 $ 37,654,444 $ 311,015,326 
Mutual Trust Life 
Ordinaty  .....¢ $ 61,065,814 $ 64,007,730 $ 66524408 $ 692,554,193 
National Fidelity Life, Kansas City 
Osdinaty: soi.cds< $ 24,987,420 $ 20,393,188 $ 17,060,420 $ 126,449,456 
GOWN Gee ceecays 7,609,326 2,023,033 4,410,946 74,152,480 
Dotaleec cas $ 32,656,740 $ 22,416,221 $ 21,471,366 $ 200,601,936 


National Guardian, Wisconsin 





$ 34,922,574 


$ 254,286,316 





636,000 2,689,500 

$ 35,558,574 $ 256,975,816 
$ 474,620,393 $ 2,738,360,212 
617,048,099 2,878,068,654 








Ovdifiaty 4 sass. $ 34,552,812 37,029,318 
CONG 655s 05s kev ahi 115,900 
Total......$  34,552812 $ 37,144,319 
National Life & Accident, Tennessee 
Ordinary. . a... $ 589,765,155 $ 524,300,517 
Industrial ....... 570,219,390 580,418,411 
Fotal..<is. $ 1,159,984,545 $ 1,104,718,928 
National Life, Canada 
Ordinaty is.%. $ 46,669,314 $$ 44,957,005 
COUR i dutaices's 11,681,950 25,268,262 
Ota oases $ 58,351,264 $ 70,225,267 
National Life of Vermont 
Ofdinaty> ..0... $ 469,716,217 $ 298,631,823 
National Old Line 
Ordiiary 2.40% $ 76,675,461 $ 83,493,376 


National Travelers Life Co., Des Moines 





$ 26,454,529 


$ 205,747,004 


25,775,503 


$ 1,091,668,492 


$ 41,877,289 
8,564,716 


$ 5,616,428,866 


$ 288,086,474 
84,968,226 





$ 50,442,005 


$ 289,908,725 


$ 83,967,845 


$ 26,162,998 


$ 174,104,073 
12,128,428 


Lf 


373,054,700 


$ 2,565,687,421 


$ 433,265,590 


$ 160,886,765 


$ 1,218,070,265 
379,822,086 





$ 231,522,507 


$ 764,509,783 
109,209,361 


$ 186,232,401 


$ 730,952,345 
163,025,755 


$ 1,597,892,351 


$ 5,897,769,398 
685,127,284 





Ordifiary .seéecss $52,617,527 
Nationwide Insurance Co. 
Ordinary .bseaa $ 287,315,847 
CHORIN 5. coon 62,097 880 
PD Otello: 2.4/2 $ 349,413,727 
New England Life 
Ordinary <.2.43< 814,012,954 
CRONE Bisco. 0s, cca eiarstars 100,523,448 
Gla Vetere se $ 914,536,402 


New York Life 
Ordinary. csresas $ 2,489,536,508 
Group 384,862,186 


Total... ss: $ 2,874,398, 694. 





North American Co. for Life, Accident & Health Ins. 


$ 873,719,144 


$ 2,588,365,204 
208,365,304 


$ 893,978,100 


$ 2,525,193,621 
656,778,642 


$ 6,582,896,682 


$19,307 ,982,489 
3,075,374, 168 





$ 2,797,271 ,332 


$ 11,295,408 
1,632,500 


$ 3,181,977,263 


$ 12,616,588 
1,577,300 





OPGINALY x coos as $ 19,285,145 
POD) woraic ce wdaats 28,491,646 
POtat 6 $ 47,776,791 


North American Life, Canada 


$ 12,927,908 


$ 173,108,253 
53,187,402 


$ 14,193,888 


$ 169,174,010 
35,103,608 


$22,383,356,657 


$ 614,756,218 
58,654,521 





$ 673,410,739 


$ 1,234,571,335 
303,173,788 





Ordiiaty .:..0..; $ 213,637,239 
HOMIE, cceeees a 55,267,681 
Total 2 $ 268,904,920 


$ 226,295,655 


$ 204,277,618 


$ 1,537,745,123 
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—New Insurance Written 


1959 
North American Life & Casualty 
Ordinary .......$ 117,651,986 
er ae 38,045,473 
Total......$ 155,697,459 


North American Life, Illinois 


1958 


$ 150,615,651 
55,034,037 


$ 205,649,688 


$ 58,847,308 
2,030,662 





Ordinary ....... $ 66,017,296 
PD “Sedabkione 1,128,610 
ph | ae $ 67,145,906 


North American Reassur. 


$ 60,877,970 





Ordinary .......$ 368,323,872 $ 279,875,893 
ED euyveseees 17,679,222 9,584,597 
op) ee $ 386,003,094 $ 289,460,490 
Northeastern Life, Mount Vernon 
Ondimary ....-.. $ 20,510,757 §$ 18,655,758 
PS: Ssasenashe 20,804,444 2,492,126 
Total......< $ 41,315,201 $ 21,147,884 
Northern Life, Canada 
Ordinary ....... . 49,479,822 $ 44,678,212 
Pe: cnnkkecnss 140,000 ai 
i ae $ 49,619,822 $ 44,678,212 


Northern Life, Washington 


$ 30,130,867 
1,169,000 





ee $ 36,298,735 
err re 4,894 
Total......$ 36,303,629 


Northwestern Mutual 
Ordimary ....... $ 861,153,653 


Northwestern National Life 


Drdinary «..<.5+ $ 176,137,526 
OGE Sado eases 162,540,227 
Total......$ 338,677,753 


Occidental Life, California 


Ordinary ....... $ 1,300,389,401 


$ 31,299,867 
$ 729,625,948 


$ 168,909,954 
112,274,756 


$ 281,184,710 


$ 1,082,205,854 
358,472,213 


1957 


$ 149,773,150 
29,808,315 


$ 179,581,465 


$ 66,269,136 
481,029 


$ 66,750,165 


$ 247,996,900 
39,595,582 


$ 287,502,482 





$ 21,953,400 
4,999, 800 


$ = 26,953,200 


$ 43,202,018 
508,000 


In Force 


Dec. 31, 1959 
$ 649,062,255 
295,290,220 


$ 944,352,475 


$ 336,441,674 
5,023,657 


$ 341,465,331 


$ 1,194,700,817 
84,125,198 


$ 1,278,826,015 


$ 76,796,819 
669,565,647 


$ 746,362,466 





$ 299,107,218 
6,000,598 





$ 43,710,018 


$ 32,666,967 
1,498,000 


$ 34,164,967 
$ 748,353,491 


$ 150,473,391 
79,625,122 


$ 230,098,513 





$ 898,188,916 
310,015,803 


$ 305,107,816 


$ 309,750,748 
36,430,601 





$ 346,181,349 
$ 9,898,077 ,523 


$ 1,326,930,800 
873,531,618 


$ 2,200,462,418 





$ 5,450,683,257 
3,598,738,311 





$ 1,440,738,067 


$ 65,422,309 


$ 127,727,927 
7,29), 233 


$ 135,018,160 


$ 59,184,936 
18,284,660 





EE ieee oon 359,298,633 
TORS, n0040 $ 1,659,688,034 
Occidental Life, N. C. 
Ordinary ....... $ 73,310,445 
Ohio National Life 
Ordinary ....... $ 139,158,359 
SUD 6s na bh ASD 8,229,849 
ae $ 147,388,208 
Ohio State Life 
eee $ 65,046,651 
Oe Zoosk seen 10,337,261, 
cy) re $ 75,383,912 
Old Line Life, Wis. 
eee $ 25,247,629 


Old Republic Life 


Ordinary 


$ 77,469,596 


$ 26,660,494 


$ 1,208,204,719 


$ 56,430,759 


$ 133,842,594 
8,069,935 


$ 9,049,421,568 


$ 289,625,737 


$ 977,281,470 
51,654,678 





$ 141,912,529 


fi 


50,631,545 
4,791,503 


$ 1,028,936,148 


$ 421,682,713 
60,651,322 





$ 56,423,048 


$ 24,212,795 


$ 482,334,035 


$ 226,471,482 














eheene $ 874,536,412 $ 803,327,974 $ 927,371,000 632,344,642 
eee: 1,833,874,341 1,559,657,831 1,493,577,000 1,770,950,939 
oe) $ 2,708,410,753 $ 2,362,985,805 $ 2,420,948,000  $ 2,403,295,581 
Pacific Mutual Life 
Ordinary ....... $ 116,832,458 $ 129,813,660 $ 128,060,193 $ 1,267,879,399 
FEN Svenckaent 88,850,114 89,047,555 167,981,066 1,421,495,018 
| $ 205,682,572 $ 218,861,215 $ 296,041,259 $ 2,689,374,417 
Pacific National, San Francisco 
Ordinary es ee $ 40,070,441 $ 25,202,824 $ 27,937,731 $ 180,317,781 
SO See 89,402,000 19,194,000 39,483,100 342,746,009 
Rotel <acd $ 129472441 $ 44,396,824 67,420,831 $ 523,063,781 
Pan-American Life 
Ordinary ....... $ 137,280,435 $ 125,536,435 $ 110,097,848 $ 796,823,318 
1S ae es 37,296,206 57,725,634 38,045,362 429,157,308 
Total......$ 174,576,641 $ 183,262,069 $ 149,143,210  $ 1,225,980,626 
Paul Revere Life 
Ordinary ....... $ 113,616895 $ 92227369 $ 82,762,004 $ 560,195,109 
Pe Scone oe 21,158,482 13,359,480 21,512,207 





..$ 134,775,377 


250,840,444 





$ 105,586,849 


$ 104,274,271 


$ 811,035,553 


_— 


In Force 


110,63663 











36,7728) 





12,622 54 





—New Insurance Written 
1959 1958 1957 Dec. 31, 193 
Peninsular Life 
Ordinary ....... $ 25,268,006 $ 28,154,641 $ 37,487,449 $ 136,549; 
Industrial ....... 26,006,547 27,616,000 32,625,785 
Total...... $ 51,274,613 $ 55,774,641 $ 70,113,234 $ 247,185,0 
Penn Mutual Life 
fe $ 702,498,580 $ 642,289,293 639,493,358 $ 4,909,4235y 
[OD sn atvses sar 15,034,362 es 
cis | $ 717,532,942 $ 642,289,293 $ 639,493,358 $ 4,946,1963) 
Peoples-Home Life, Indiana 
Ordinary ......: $ 16,290,059 $ 15,489,532 $ 21,828,120 $ 142,965) 
LD Secs uunan 28,000 964,067 3,789,497 
Totals... ~ 16,318,059 $ 16,453,599 $ 25,617,617 


Peoples Life Insurance Co., D. C. 


$ = 77,172,562 
72,418,680 





$ = 149,591,242 


$  84,873.894 
14,445,217 
$ 99.319.1 1 


$ = 311,590,345 


27 476,500 





Ordinary ....... $ 80,169,496 
Industrial ....... 69,530,250 
sf | $ 149,699,746 
Philadelphia Life 
Onrdimary ....45. $ 94,213,762 
ee ere 8,567,190 
Total ss6c3 $ 102,780,952 
Phoenix Mutual Life 
Ordinary 6 oisscd $ 314,168,010 
ee Ee 33,936,300 
Total... $ 348,104,310 


Pilot Life, North Carolina 


Ordinary ..... $ 99,462,909 
OND Soi cwwseds 102,028,257 
Industrial ....... 41,452,072 
Total: «<¢ $ 242,943,238 
Pioneer Mutual Life, Fargo 
Ordinary ....5.: $ 15,141,550 
Postal Life, New York 
EURBEED Sivasicus 25,496,640 
ERED a casknsnens 12,930,559 
Tetal. 2.3 $ 38,427,199 


Presbyterian Ministers’ Fund 
Ordinary 21,877,748 


Protective Life, Alabama 


$ 339,066,845 


92,757,098 
103,983,139 
41,694,036 


$ 238,434,273 
$ 15,884,829 


$ = 31,173,150 
25,365,553 


$ 56,538,703 
$  23,9€7,786 


$ 50,554,765 
93,279,112 





$ 143,833,877 


$ 147,786,253 
216,557,168 





$ 364,343,421 
$ 23,876,283 


$ 234,276,707 
21,853,900 





Ordinary ....... 57,020,597 
CRPONND: Sivicets ics 50,800,390 
Total......$ 107,820,987 
Provident Life & Accident 
(ORGmMery 65.6.5 $ 187,459,511 
SOD. os wh on bom 146,046,637 
ci) | ere $ 333,506,148 
Provident Life, North Dakota 
CO eee $ 29,160,453 
Provident Mutual Life 
Ordinary ....... $ 246,119,520 
CRIED asic soxasasia 49,576,493 
: i | ae $ 295,696,013 
Prudential Insurance Co. 
Ondimary ....... $ 7,988,657,796 
NOONE. ohs-0 nods ale 1,816,100,693 
Industrial ....... 139,688,058 


$ 256,130,607 


$ 8,683,851,991* 
$ 2,089,072,960 
154,484,953 





‘i | $ 9,944 446,547 
* Paid up additions not included 


Quaker City Life 


$10,927,409,99 








$  517.934,255* $ 406,369,933* $ 1 
237,042,363* 





Ordinary ....... 2,575,592 $ 1,984,860 
Industrial ....... 160,811,452 159,230,985 
Total...... $ 163,387,044 $ 101,215,845 
Reliable Life, Mo. 
Ordinary ....... $ 19,695,739 $ 16,059,958 
Group fab sin ee ses 631,000 1,382,500 
Industrial ....... 84,859,420 85,165,624 
Total......$ 105,186,159 $ 102,608,092 
Republic National, Texas 
Ordinary ....... $ 620,453,590 
RNUIIO TS, ca aeeawite 189,300,793* 158,791,562* 
Total......$ 809,754,392 $ 676,725,817 


* Includes revivals and increases 


$ 92,518,564 
69,759,900 


$ 162,278,464 


$ 79,302,693 
6,759,089 


$ = 155,587,4 


$ 364.7874) 
373,415, 

$  738,203.4u 
$ 442.1927 
36,7389 





$ 86,061,782 


$ 316,530,935 
18,846,400 


$ 335,377,335 





$ 86,508,138 
104,020,720 
56,984,031 


$ = 247,512,889 


$ =: 15,883,028 


$ 31,989,274 
10,065,098 


$ 42,054,372 





$ 19,290,106 


$ 63,625,806 
41,848,784 


$ = 105,474,590 


$ 133,160,054 
142,182,200 


$ 275,342,254 
$ 27,137,146 


$ 185,061,865 
194,845,670 


$ 379,907,535 


$ 9,341,699,902* 
$ 1,809,326,946 
145,426,359 


$11,296,453,207 


$ 1,124,992 
164,016,663 


$ 165,141,655 





$ 18,065,632 
582,500 
105,548,279 


$ 124,195,411 


$ 634,412,296 


$ 478,931,061; 


$ 2,198,76248 
118,251,247 


$ 2,317,01374 


$ 589,486.44 
729,203, 
284,778.61 


$ 1,603,473 
$  105,945% 


$ 176,105 
73,067.94 


$ 249,1734 
$ 217,810 


$  383,891,14 
706,227,% 





$ 1,090,187 


$ 760,844) 
1,866,0328! 


$ 2,626,877 
$  212,34349 


$ 2,107,5850i 
357,494 


$ 2,465,035) 


$48,668,997.) 
$21,776,073/9 
6,428,700, 
$76,874,336!!! 
$ 43806 
264,083% 
$ 26847358 
52,652, 
' "5 806i 
246,380.32 
eid 


$311,939 





559,642 
706 003.8 


$ » 355,68060 





April | 


Savings 
Ord 
Gro 


Securit 
Orc 
Gre 


Securit 
Orc 
Gre 
























April 15, 1960 
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196) 
—N I Written In Force —New Insurance Written In Force 
oul -— Cc CA GS a Dec. 31, 1959 1959 1958 1957 Dec. 31, 1959 
, 193 ae ; 
Savings Bank Life Insurance Fund, New York State Capital Life, North Carolina a ; 
Ordinary ....... $ 51,134,375 $ 34,166,102 25,520,900 $ 347,945,369 Ordinary ....... 32,744,382 $ 24,203,655 $ 26,297,629 $ 123,604,052 
54908 Group .......... 1,208,000 1,843,000 589,250 50,021,590 Credit Life 199,611,216 168,144,337 181,265,005 128,990,258 
636,63 So 1,996,500 1,305,000 4,028,700 90,082,040 
al Tet. $ 52,342,375 $ 36,009,102 26,110,210 $ 397,966,959 Industrial ....... 3,481,835 3,822,187 4,312,078 26,446,204 
185, - - - = 
7 Security Benefit, Kansas i $ 237,833,933 $ 197,475,179 $ 215,903,412 $ 369,122,554 
Ordinary ....... 69,543,865 $ 54,505,265 43,224,657 $ 301,530,290 meh 
AWE Group .......... . 13,432,747 19,763,534 47,005,473 86,082,079 State Farm Life, Illinois 
7h _ Ordinary ....... $ 306,514,215 $ 276,448,951 $ 264,185,692 $ 1,477,564,666 
ad so Spee $ 82,976,612 $ 74,268,799 90,830,130 $ 387,612,369 Creditor’s Group ... 683,957 843,246 954 82,914, 
1 ~ 
196.3 a inincaibiis tll Total...... $ 307,275,881 $ 277,292,197 $ 264,795,646 $ 1,560,478,750 
Ordinary ....... 12,134,927 $ 19,348,778 17,767,496 $ — 35,137,654 } ; 
GME Geowp ........ F 1,354,500 763,000 638,000 17,487,125 State Life, Indiana ; Beat 
"622 9 a Ordinary ....... $ 69,458,637 $ 41,285,517 $ 30,079,480 $ 312,083,244 
oe ae. eee 3,489,427 20,111,778 18,405,496 52,624,779 ' 
r Total $ 13,489,427 $ $ State Mutual Life, Worcester 
Security Life & Accident, Colorado Ordinary ....... $ 230,288,168 $ 194,678,663 $ 178,484,561 $ 1,807,406,255 
Ordinary ....... $ 102,514,568 $ 99,363,794 99,591,104 $ 410,202,376 Group .......4+. 184,386,000 152,989,000 11,089,867 1,150,092, 137 
70a Group .......... 11,809,550 10,352,901 13,155,808 247,991,502 i - - - 
wie ss Total...... $ 414,674,168 $ 347,667,663 $ 289,574,428  $ 2,957,498,392 
——an  Total...... 114,324,118 109,716,695 112,746,912 $ 658,193,838 
203.4 Lac $ $ Sun Life of Canada 
Security Life & Trust, N. C. Ordinary ....... $ 729,567,705 $ 724,530,813 $ 674,992,165  $ 5,619,043,071 
Ordinary ....... $ 187,834,190 $ 166,166,787 156,328,486 $ 730,639,265 EG ncocanies 312,429,931 265,878,723 243,185,122  3,319,079,055 
1927 Group .......... 203,029,433 158,911,458 132,717,726 387,641,317 ; 
5,7 3891 en $ 1,041,997,636 $ 990,409,536 $ 917,737,287 $ 8,938,122,126 
———i 86=6hlt(iéMPtotwll...«. ),863,62 325,078,245 289,046,212 $ 1,118,280,582 
3,931,61: — . oo * ‘ ‘ Sun Life, Baltimore 
Security Mutual Life, New York Ordinary ....... $ 83,629,170 $ 70,314,993 $ 69,030,054 $ 357,946,003 
Ordinary ....... $ 46,469,804 $ 38,622,621 36,841,796 $ 411,221,117 Industrial ....... 29,216,042 32,788,112 28,959,741 230,343,182 
8,760 Group .......... 10,278,400 4,557,900 4,405,800 105,374,500 a . —— . . . 
3251): Total...... $ 112,845,212 $ 103,103,105 $ 97,989,995 $ 588,289,185 
el ” ee 56,748,204 43,180,521 41,247,596 516,596,017 
7,013,768 eee $ ati $ ’ ° ,% Supreme Liberty Life, Chicago 
Security Mutual Life, Lincoln, Neb. Ordinary ....... $ 18,641,000 $ 10,766,250 $ 10,790,475 $ 56,394,000 
Ordinary ....... $ 27,302,857 $ 25,631,033 26,401,321 $ 181,000,305 NIN St 08.08% 646,000 406,435 712,390 2,459,000 
9 48644 NE is ie eu's 11,682,522 11,156,118 7,483,684 59,383,832 Industrial ....... 39,676,000 20,650,767 17,205,519 87,980,000 
9 2037) . = es 
an} Total...... $ 38,985,379 $ 36,787,151 33,885,005 $ 240,384,137 Telal........ $ 58,963,000 $ 31,823,452 $ 28,708,384 $ 146,833,000 
3.47380 Service Life, Fort Worth Teachers Insurance & Annuity 
Ordinary ....... $ 83,356,590 $ 100,890,908 95,327,511 $ 202,221,049 Ordinary ....... $ 67,618,751 $ 78,804,948 $ 63,723,494 $ 410,197,759 
BOOMS .cccsccses 3,785 178,020 419,200 855,250 CIO Oe ais cons 25,658,969 ease Saat 28,240,385 
5,945.8 av - —— 
Total...... $ 83,360,375 $ 101,068,928 95,746,711 $ 203,076,299 Potal...... $ 92,277,720, $ 78,804,948 $ 63,723,494 $ 438,438,144 
6,10540— Shenandoah Life Texas Life, Waco 
3,067, Ordinary ....... $ 36,567,542 $ 30,369,841 24,247,968 $ 226,621,660 Ordinaty .« siicc $ 13,536,776 $ 10,173,184 $ 14,867,347 $ 92,022,368 
aed SOND a icciwess 7,568,378 6,542,600 10,150,764 315,968,674 
19,1734 eae The Travelers 
Total...... $ 44,135,920 $ 36,912,441 34,398,732 $ 542,590,334 Ordinary ....... $ 929,663,500 $ 688,456,800 660,826,800  $ 5,770,069,000 
OS I 1,741,194,017 850,530,272  2,316,716,499 —-19,402,298,531 
17,810" Southern Farm Bureau ? —— - 
Sodieary eear: $ 138,797,341 $ 101,876,305 92,413,151 $ 472,102,027 Total...... $ 2,670,857,517 — $ 1,538,987,072  $ 2,977,543,299  $25,172,367,531 
83,891,14 ‘ ae Union Central Life 
»0§ Southern Life & Health, B h Se Beal ; a ‘ ¥ 
6,227,3 oro re a 4.922080 $ 21017061 19,663,619 $ 92,806,858 Ordinary ....... $ 170,950,436 $ 170,528,191 $ 203,275,569 $ 1,853,248,275 
90.1187 Industrial ....... 102,086,358 96,918,918 83,834,273 161,886,566 Group .......... 186,269,532 185,883,079 117,855,783 —_‘1,011,230,793 
Total...... $ 127,008,447 $ 117,935,979 103,497,892 $ 254,783,424 Total ec eeeee $ 357,219,968 $ 356,411,270 $ 321,131,352 $ 2,864,479,068 
60,849) . Union Labor Life 
66,032s/§ Southland Life pie . cael - 
4) Ordinary ....... 144,108,373 126,538,900 126,603,550 883,068,779 rdinary ....... $ 5,908,668 $ — 4,832,667 $ 5,967,584 $ 38,526,046 
26,8777 — io al : 10,380,384 ' 12'862.475 30,956,293 ’ 203,413,628 Group .......... 49,759,786 99,614,653 41,183,500 1,034,080,613 
ed ts "360.85 "037, 125, 230,675.02 
Industrial ....... 31,360,850 33,937,700 44,125,781 239,675,023 oe $ 55,668,454 $ 104447320 $ 47,151,084 $ 1,072,006,650 
12,34348 Tetihiicss: $ 185,849,607 $ 173,339,075 201,685,624 $ 1,326,157,430 Union Life, Virginia 
Southwestern Life, Dallas Ordinary ae 2 $ 6,353,443 $ 5,769,093 $ 6,553,809 $ 28,457,427 
107,585 Ordinary ....... $ 188,262,188 $ 195,092,124 182,948,047 $ 1,486,605,282 Industrial ....... 28,867,153 29,469,630 31,068,070 85,255,410 
57,494 : ° 5 52,375 2 5 2 
MORE Group .......... abasii 52575,507 82,507,954 = 487,078,928 Total......$ 35,220,596 $ 35,238,723 $ 37,621,879 $ 113,712,837 
465,035,1" ae $ 216,570,842 $ 247,467,521 265,256,001 $ 1,973,684,210 yon Mut ual, Maine 
} Standard I Co., Oregon Ordinary ....... $ 56,616,210 $ 60,800,133 $ 64,302,956 $ 438,155,484 
568,997 aa $ iaamaeen $ 32942121 38,328,459 $ 294,275,303 <a e 36,391,869 100,129,337 42,127,752 580,322,773 
Ooi Ordinary ....... 3,603, 2,842,12 38,328,4: 275, 337 
RMT | CTOUP «eee esse 67,719,000 saciid 86,507,000 367,489,000 Total......$ 93,008,079 $ 160,929,470 $ 106,430,708 $ 1,018,478,257 
———n Toteli..... 111,322, 946,331 124,835,459 661,764,303 ; 
874, 336,11! Total $ 111,322,909 $ 6 ons $ United American, Denver 
Standard Life & Accident, Okla. Ordinary ....... $ 44651478 $ 34,401,593 $ 16,443,952 $ 119,517,017 
Ordinary ....... $ 42,735,406 $ 34,915,057 34,591,423 $ 145.064.046 Group .......... eed as 1,969,147 5,284,250 
i idle ans 39,370,048 23,130,300 17,878,126 149,600, : = - 
byt — At Total...... $ 44,651,478 $ 34,401,593 $ 18,413,099 $ 124,801,267 
— Total...... $ 82,105,454 $ 58,045,357 52,469,549 $ 295,565,929 
26847350 United Benefit, Nebraska 
Bi Standard Life, Indianapolis Ordinary ....... $ 169,514,641 $ 193,036,370 $ 213,756,037 $ 1,369,524,340 
; Ordinary ....... $ 22978375 $ 16,953,887 16,751,583 $ 124,940,287 GME cote stecs 110,564,525 90,440,008 73,075,356 677,847,390 
52,652,!'! a on ae 280,000 523,000 582,500 14,726,163 : 
2.806, Total...... $ 280,079,166 $ 283,476,378 $ 286,831,393 $ 2,047,371,730 
246,380.02 Total...... $ 23,258,375 $ 17,476,887 17,334,083 $ 139,666,450 
——, United Insurance Co., Illinois 
311,939" Standard Life Insurance Co., Miss. Ordinary ....... $ 58,559,807 $ 58,547,690 $ 34,448,385 $ 182,812,036 
Ordinary ....... 20,687,251 $ 15,769,861 15,861,390 $ 77,775,819 Group .......... ae Fee ror 17,257,000 
<9 6240 ee 131,135,920 23,922,737 136,927,447 197,163,537 Industrial ....... 229,571,833 240,096,139 268,277,040 508,765,947 
a wen Industrial ....... 6,925,345 9,474,927 8,587,596 18,495,532 - 
796,063: pitiosd Total...... $ 288,131,640 $ 298,643,829 $ 302,725,425 $ 708,834,983 
355 608 Total...... $ 158,748,516 $ 49,167,725 161,376,433 $ 293,434,888 





(Continued on Page 28) 
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General Agents and Managers of 
Provident Mutual Meet in Florida 


The General Agents and Managers 
Association of Provident Mutual Life 
of Philadelphia met recently at The 


Hollywood Beach Hotel, Hollywood 
Beach, Forida. Theme of the meeting, 
“Setting Your Sales for the Sixties,” 
was based on the voyage of the U.SS. 
Provident Mutual to “Sixties 
The sessions were held amid appropriate 
decorations and were entered by the 
association members, company officials 
and guests by gangplank 
from the hotel lounge. 

Lewis C. Sprague, vice president and 
manager of 
opening dinner. Features of the evening 
were a talk by President Thomas A. 
Bradshaw and the awarding of plaques 


Island.” 


crossing a 


agencies, presided at the 


to 'the general agents and managers who 
earned special recognition by their re- 
sults in 1959. Thomas F. Irwin, Phila- 
delphia, company leader for the ninth 
consecutive year, was presented with a 
plaque by Mr. Sprague who honored 
similarly the following production lead- 
ers in 'their divisions: Samuel L. Zeigen, 
CLU, New York; Ralph W. Symons, 
Miami; C. Luke Burnette, Nashville. 
Premium plaques were awarded to Ger- 
ald W. Page, CLU, Los Angeles; Mr. 
Zeigen; Mr. Symons; Mr. Burnette. 
Plaques for percentage of increase in 
new business were won by Mr. Page; 
James A. Schnaars, Philadelphia; Mr. 
Symons; Stanley A. Davis, CLU, Ver- 
mont-New Hampshire. 


A. & H. Premium Winners 


Winners in accident and sickness pre- 
miums were Henry G. Barnhurst, New 
York; Winton H. Green, Boston, Mr. 
Symons; Hal B. Armentrout, Jr., CLU, 
For Lauderdale. Mr. Sprague presented 
agency building awards to Leonard H. 
Morgan, Atlanta; Richard M. Mueller, 
Indianapolis; Harold F. Mowery, Jr., 
Central Pennsylvania; William T. Buck, 
St. Louis. Persistency of business win- 
ners were Mr. Page; W. Henry Blohm, 
Cincinnati; Sherman O. Schumacher, 
Akron; Theodore Widing, CLU, Phila- 
delphia. Charles E. Probst, vice presi- 
dent, Group division, awarded Group 
sales plaques to Messrs. Page, Green, 
Symons and Widing. 

John J. Tunmore, New York, presi- 
dent of the General Agents and Man- 
agers Association, presided at the next 
day’s session. Secretary-treasurer Leon- 
ard H. Morgan spoke on the business 
affairs of the group, and was followed 
by Mr. Sprague who discussed the com- 
pany’s outstanding results in 1959 and 
outlined the program for the balance of 
the meeting. The program followed the 
theme of the voyage and was developed 
by panels composed of members and 
home office people who described their 
plans for navigating the various channels 
of manpower development in order to 
reach “Sixties Islands” successfully. 


Panel Sessions 


C. Gordon Ferguson, director of sales, 
was moderator of the panel concerning 
“Recruiting Career Agents.” Henry G. 
Barnhurst, New York; Chester Ledford, 
Kansas City; James A. Schnaars, Phila- 
dephia; and Robert A. Adams, director 
of advertising and sales promotion, were 
panel members. 

Participating in the panel on “De- 
veloping Successful Agents” were Ralph 
W. Tipping, CLU, Los Angeles, modera- 
tor; J. Henry Hooper, Baltimore-Wash- 
ington; Harold F. Mowery, Jr., Central 
Pennsylvania; Gerald W. Page, CLU, 
Los Angeles; Peter L. Sprecher, Jr, 
Madison; and Richard L. Wohlman. 
Columbus. 

Knox Turnbull, CLU, Charlottesville, 
led the Group which considered “New 


Action.” He was assisted 
Burnette, Tennesse; Wil- 
East Orange; Norman 


Products in 
by C. Luke 


liam J. Egan, 


D. Johnton, San Francisco; and James 
R. McCormick, Syracuse. 
home office officials 


Three outlined 





John J. Tunmore, right, presents gift 
to Mr. and Mrs. Sprague, on occasion 
of his 25th anniversary with Provident 
Mutual. 


special company plans. Everett D. 
Armantrout, director of sales research, 
spoke on accident and sickness insur- 
ance; ‘Charles B. McCaffrey, special con- 
sultant in advanced underwriting, had 
as his topic, “Continued and Advanced 





= 


Training.” They were followed by John 


T. Wilver, director of training, on 
“Training in 1960.” : : 
Charles E. Probst, vice president, 


Group division, moderated tthe panel on 
“Promoting Employe Benefit Plans.” 
His members were Lwell W. Davis, 
Connecticut; Robert E. Mateer, Jr., 
Pittsburgh; Mark M. Moore, Jr., CLU, 
Minnesota; and John N. Savage, Dallas. 

The final panel discussed “Promoting 
Brokerage Business.” Eugene R. Hook, 
Westfield, was moderator and the mem- 
bers were Lawrence M. Cassidy, Louis- 
ville: John H. Frye, CLU. New York; 
M. Fuller, Northeastern Pennsylvania; 
George P. Shoemaker, CLU, New York; 
and Ralph W. Symons, ‘Miami. 

Thomas F. Irwin, Philadelphia, man- 
ager of the company’s largest agency, 
spoke on “Fundamentals of Manage- 
ment.” 


New Officers Elected 


With President Tunmore again in the 
chair, the association elected the follow- 
ing officers for 1960; Gerald W. Page, 
CLU, president; Thomas F. Irwin, vice 
president; ‘Chester Ledford, secretary- 
treasurer. Other members of the advisory 
council are: W. Henry Blohm; Lowell 
W. Davis; Eugene R. Hook; Leonard 
H. ‘Morgan; Ralph W. Tipping, CLU; 
and immediate past president John J. 
Tunmore. 

With “Sales Set for the Sixties,” the 
meeting was closed with short talks by 
Mr. Bradshaw and Mr. Sprague. 











Progressive 





SUN LIFE 


a progressive company 


a progressive industry. 


SUN LIFE ASSURANCE COMPANY OF CANADA 


Active in the United States since 1895 





AUTEUR MUM 


Are You Ready... 


to be Manager of Life Insurance Sales at the home office for a New 
England company about to have a billion of life insurance in force? 
Position, open due to promotion, includes many important manage- 
ment responsibilities. Tell us full details of your established record 
of personal production. Write Box 2792, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 
NLU 
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“You want to talk to 
my uninsurables??” 


CG: Sure! No one ever talks to them 
about Life . . . take one of your good cli- 
ents who is uninsurable . . . you make 
him very happy if we analyze his policies 
... Show him how to get more out of his 
premium dollars. 


YOU: So he’s pleased . . . so what? 


CG: So... he'll tell his friends what 
great job you did . . . he'll become a cen: 
ter of influence that will bring you pre 
ferred leads . . . friends at his level who 
are insurable! 


YOU: But this takes time! 


CG: Sure, our time! We have the techni- 
cal knowledge and the staff to handle al 
the paperwork. It’s like adding a Life 
Department to a corner of your offic 
without adding overhead. But you get al 
the commissions... in fact, you can 
increase your profits 15% or more a yea. 


YOU: Well, that’s better. What next? 


CG: Next, call your nearest C.G. office 
for the rest of this profitable story. Do 
it today! 
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“Oh, I don’t know anything about the work, Mr. Simms. But as your tenth 


employee, I’d qualify you for Provident Mutual’s small group coverage.” 


As fringe benefits loom larger in the’ com- 
petition for employees, the flexibility of Provi- 
dent Mutual group insurance helps smaller 
employers attract and hold better workers. 


And bigger employers need group plans more 
than ever. 


Provident Mutual offers every major cov- 


erage for groups from 10 to thousands. Regard 
less of group size, most benefits are custom- 
made to precisely fit the employer’s needs. 


The whole group market is growing lus- 
tily. Provident Mutual has everything an agent 
or broker needs to sell Group Insurance. You'll 
do well to get full details. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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G. D. Bleicken Deplores 
Civil Defense Apathy 


ON PART OF AMERICAN PUBLIC 


John Hancock Reseutive Makes Four 
Suggestions for Meeting Problem 
In Cleveland Talk 


Gerhard D. Blcicken, vice president and 
John Hancock, 
national meeting of 


in the keynote 
the 


secretary, 
address at the 
American Chemical Society in Cleveland 
last week, made a plea 
apathy on the part of the American pub- 
lic toward civil defense, 
lack of adequate non-military 


strong against 


saying that “the 
defense 





Alan F. Lydiard 
BLEICKEN 


GERHARD D+s 


could heighten the possibility of a sur- 
attack on the United States. Mr. 
a member of the National 
Advisory Commit- 


prise 
Bleicken is 
Academy of Sciences 
tee on Civil Defense. 

He cited two basic factors that have 
led to 
defense. 


American apathy on non-military 
One is the complexity of the problem. 
“When 


are added to military-technological ones, 


political-diplomatic dimensions 
and then in turn to the difficulties of sup- 
piying a reasonable chance for survival 
of a fair proportion of the population and 
to the 


sources under conditions of 


management of the nation’s re- 
attack, we 
have a series of problems that go be- 
yond the understanding of the common 
citizen,” he said. 

“To charge the American people with 
apathy to a great danger and indifference 
toward their survival under these circum- 
stances is meaningless,” Mr. Bleicken 
ccntinued. “Solutions to these problems 
can be attained only through the tre- 
mendous and sustained effort of per- 
sons of great training, intellect and de- 
votion.’ 

He said that the second cause of 
apathy on the part of American citizens 
is that of they take the threat seriously 
and act upon it,” they are admitting to 
the possibility of destructive war on 
American soil, of a blistered land and 
starved people, of want and of millions 
of Americans dead and homeless. The 
horrendous nature of such problems 


makes them different of personal and 
public: acceptance.’ 
Makes Constructive Suggestions 

Mr. Bleicken gave four suggestions as 

to how America should meet this prob- 
lem: 
1. It should have a mobile striking 
power which would force the enemy to 
attack it at sea, in the air and in outer 
space rather than on its homeland. 

2. It should make an over-all deter- 
mination of the type of war it is most 
likely to have to fight, and develop max- 
—_— readiness for it. 

3. It should develop realistic defense 
preparations that would enable it to con- 
t:nue after attack and preserve its so- 
cial and economic institutions. 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 

















Announcing — 





4. It should recognize that failure to 
protect its population blunts the effec- 
tiveness of its military forces. 

“It is the duty of knowledgeable peo- 
ple in government, in science, in the pro- 
fessions, in business, in labor and in the 
universities to take part in the framing 
ct the issues of their time,” he said. 
“It is our obligation as public and pri- 
vate citizens to become informed, to par- 
ticipate to propose and to act.” 

Mr. Bleicken added that these issues 
can best be raised in a political context. 
“As our leaders, rise above the surface 
pioblems of a political year to those 
of survival, of war and of peace—to that 
extent will America respond and apathy 
dissipate.” 








$300 Million in Force in 7 Years of Active Operation. 


GENERAL AGENTS WANTED . 
Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection—Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1!,000. 
All Children and New Arrivals—$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 









































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 7,558 20 years $2,558 
Policy Death Paid- Cash Paid- Cash 
Year Seaaie up or Death up or 
End Insurance| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 | 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 186,356 286,200 244,400 161,422 

















ALL GUARANTEES 


(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 








teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (|g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 


Issued up to $250,000—50% of Husband's Insurance. If 


husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois — New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 29 Other States 








JUST ENTERED 
CONNECTICUT! 








Write or wire: JAMES B. SISKE, Vice President and Director of Agencies 


AMERICAN BANKERS LIFE 


ASSURANCE COMPANY of FLORIDA 


600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, Chairman of the Board 


General Agent in Albany 





ALBERT W. FORMAN 


Appointment of Albert W. Forman as 
general agent of Manhattan Life in Al- 
bany has been announced by the com- 
pany. The agency, which will be known 
as The Forman Agency, has its offices 
at 76 Loudonville Road. 

Mr. Forman’s entire business career 
has been spent in life insurance, starting 
in 1946 upon his discharge from the 
Army after four years service in World 
War II. During all the intervening years 
he has been associated with Manhattan 
Life in Albany. 

Mr. Forman is treasurer of the Albany 
Life Underwriters Association and sec- 
ond vice president of the Kiwanis Club 
there. 





Boston Mutual Soared in 
1959; Lane Highspots Gains 


Everett H. Lane, president, Boston 
Mutual Life, in his 68th annual report 
to policyholders of the company, pointed 


to the continuance in 1959 of an ac- 
celerated sales program. Net insurance 
sales for the year, he reported, totaled 


$104,862,775, an increase of 24% over the 
1958 figure. “Plan are in progress,” he 
said, “for expansion of our sales port- 
folio and the territory in which the com- 
pany operates.” 

During the year insurance in force 
of Boston Mutual Life increased by $68- 
035.352, bringing total insurance in force 
to $484,024,853, just short of one-half bil- 
lion. Insurance in force at year end was 
16% greater than in 1958. “The attain 
ment of the goal of one-half billion o! 
insurance in force had been planned for 
June of 1960. It now appears certain 
that the goal will be reached well in 
advance of the planned date,” said Mr 
Lane. 

It was further noted in the report that 
directors of the company voted last 
November to increase dividends on 2 
dinary policies by an average of 
effective in 1960. 

Assets of the company at the year-end 
were $66,632,393, a sizable gain. The 
— was $63,404,687 at the close 0 
1958 

After providing for all contingencies 
the company distributed $707,507 in di 
vidends to the policyholders. $429,004 was 
added to the surplus, the safety fund for 
additional protection to the policyholers 
in the event of unforeseeable conting 
encies. The surplus now stands at 
854,995. 





O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 


Established 1945 
220-02 Hempstead Avenue 
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H. HUGH McCONNELL DEAD 





Vice President-Investments, Metropol- 
itan Life, Joined It In 1945 as 
Investment Analyst 
H. Hugh McConnell, 51, vice president- 
investments of Metropolitan Life, died 
Monday at his home in Montclair, N, J. 
He joined Metropolitan Life in 1945 as an 


H. HUGH McCONNELL 


investment analyst, became second vice 
president and was made vice president- 
investments at the first of this year. 

Mr. McConnell was a 1932 graduate of 
Yale, was a member of the Yale Club 
of New York, a director in several cor- 
porations among them the St. Regis 
Paper Co. and had headed campaign 
drives from corporations. 

Surviving are his wife, Mrs. Virginia 
Clutia McConnell; a son, H. Hugh Mc- 
Connell, Jr.; a daughter, Judith McCon- 
nell; and his father Harry N. McCon- 
nell, 





Low Initial Cost Policy 
By Connecticut General 


Connecticut General Life has intro- 
duced a new graded premium life in- 
surance policy which in the first year 
costs 25 to 50% less than the annual 
premium for a regular Ordinary life 
policy. 

According to Vice President George 
W. Young, the plan is particularly suited 
to young families who want permanent 
or cash-value insurance but feel they 
can’t afford it. 

A man age 30, 'for example pays about 
$165 a year for $10,000 of Ordinary life 
insurance. Under Connecticut Gener- 
a's graded premium plan a policy of 
the same amount would cost only $58 
the first year. After the first year pre- 
miums are scaled upward on an annual 
basis until the fifth year when they 
level off at a slightly higher premium 
than for a regular Ordinary life policy. 





People’s Home in 46 States 


At annual meeting of Home Insurance 
Co. of New York this week, President 
Kenneth E. Black told of the successful 
expansion of its life insurance affiliate— 
People’s Home of Frankfort, Ind. It is 
now in 46 states in contrast to the six 
i which it was entered when Home got 
control. Its assets have increased more 
than $1,400,000 and its surplus has gained 
more than $300,000. 





LICENSED IN PENNSYLVANIA 
Indianapolis Life has been informed 
y the Insurance Commissioner of 
tnnsylvania that it has been approved 
0 operate in the Keystone state, accord- 
ng to Agency Vice President, Arnold 
erg. This increases to 19 the number 
% states in which Indianapolis Life 
operates, 





Advance B. H. Shaver 


Bennett H. Shaver has been appointed 
account executive in the John Hancock 
Group annuity sales and services divi- 
sion. 

A graduate of Dartmouth he has spent 
ten years in field of Group pensions, 
eight as a field sales representative. In 
addition to working with existing Group 
annuity cases, Mr. Shaver will partici- 
pate in certain new key case sales situ- 
ations on Group annuities for the com- 
pany in which he will visit many 
of the Hancock field offices. 


PROMOTE H. M. ALTMAN 

Harvey M. Altman has been promoted 
to district Group manager in Denver 
for General American Life. From Gen- 
eral American’s Denver district Group 
office he will supervise the company’s 
Group operations in ‘Colorado, Idaho, 
Montana, Utah and ‘Wyoming. 

A 1956 graduate of the University of 
Missouri, Mr. Altman joined the com- 
pany in St. Louis in 1957. The follow- 
ing year he was ‘transferred to the 
Denver district Group office as a rep- 
resentative. 


General Agent at Wausau 


Robert J. McCain has been appointed 
general agent in Wausau, Wis., for In- 
dianapolis Life, according 
Vice President Arnold ‘Berg. 
_ Active in the Life insurance business 
in Wausau since 1953, Mr. McCain has 
served as district manager there for 
Equitable Society since 1954. A graduate 
of University of ‘Wisconsin, Mr. McCain 
is a Navy veteran and a former foot- 
ball coach at Fond du Lac, Wis. He is 
married and the father of two daughters. 


to Agency 


































FOR YOU 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 





AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 


Washington, D.C., and West Virginia. 





8 STRIKE IT RICH! 


You can “Roll a Strike” every time with Columbus 


Mutual’s Agent's Contract, Induction Program, 
and Sales Packages—because your agents make 
money and you make money with: 


Top Commissions on Leading Par and Non-par Policy Contracts. 


Vested Renewals. 


















MEY) 


a, 
MUTUAL'S 
on! 


Agent’s Contract 
Induction Program 
Sales Packages 


Free Group Life Insurance. 


Higher Lifetime Compensation in Service Fees. 


Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 
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Oppose Raising SS Tax Wage Base 


Washington — In a communication 
sent to the House Ways and Means 
Committee, the American Life Conven- 
tion, the Life Insurance Association of 
America and the National Association 
of Life Underwriters expressed 
opposition to current proposals to in- 
crease the Social Security tax 
base from $4,800 to $6,000. 

It is understood that the chief rea- 
son for the wage base increase proposal 
now being considered by the House 
Committee is to finance increases in 
the minimum payment benefits and in 
widows’ pensions, and liberalization in 
basic elegibility requirements as to re- 
quired quarters of coverage. The three 
associations declared that any liberaliza- 
tion of the present program should be 
financed by an increase in the Social 
Security tax rate rather than through a 
raise in the wage base. 

The life insurance associations’ state- 
ment opposed the increase to $6,000 for 
the following reasons: 


have 


wage 


“1. The tax base should not exceed 
average earnings. The average earnings 
of full time workers should represent 
the dividing line between the function 
of the Social Security system in fur- 
nishing basic protection and the re- 
sponsibility of individuals to furnish 
their own security through the media 
of savings institutions. As recently as 
1958 the wage base was increased from 
$4,200 to $4,800 at a time when the 
average wage of all full time workers 
was estimated at $4,100 and the average 
wage of full time male workers was 
estimated at $4,400. The most liberal 
estimate of possible increases in these 
figures since 1958 would still not bring 
them to the $4,800 level. 


“2. Raising the wage base to $6,000 
would produce inequitable results and 
discourage thrift. Such an _ increase 
would of itself provide no additional 
benefits for workers with average or 
below-average earnings. It would pro- 
vide some additional benefits only for 
the workers with above-average earn- 
ings but the cost ‘to these workers for 
the additional benefits would be dis- 
proportionately high due to the weight- 
ing of the benefit formula in favor 
of the lower wage brackets. These are 
the workers who are best able to pro- 
vide their own security and they should 
not be discouraged from doing so. 

“3. A wage base increase to $6,000 
would result in extremely high levies 
on the above-average worker. 

Taxes of this magnitude would seri- 
ously impair the ability of these in- 





HONOR BENEFICIAL STANDARD 





Cancer Prevention Society Awards Ci- 
tation to Company for Action in Can- 
cer Detection and Prevention 

3eneficial Standard Life has received 

a citation for meritorious public service 
from the Cancer Prevention Society at 
the society’s 17 annual banquet recently 
at the Roosevelt Hotel, Hollywood, 
Calif. 
_ The award was in recognition of Bene- 
ficial Standard’s cancer policy, of which 
one half the premium income after medi- 
cal expense payments will be paid to 
officially approved cancer research. 

Henry Attias, executive vice president, 
accepted the citation in behalf of Bene- 
ficial Standard. Judge Roger A. Pfaff, 
president of the Cancer Prevention So- 
ciety, lauded the company for its sig- 
nificant action in the cause of cancer 
detection and prevention. He pointed 
out that to his knowledge Beneficial 
Standard is the first and only insur- 
ance company in the nation to offer 
funds from premium income to help com- 
bat the disease that is classified as 
America’s No, 2 killer. 

The Cancer Prevention is a non-profit 
organization supported by voluntary con- 
tributions for the maintenance of cancer 
detection clinic. 


dividuals to provide their own protec- 
tion. 

“4. Any general liberalizations of pres- 
ent Social Security benefits should be 
financed through an increase in the 
tax rate—not through an increase in 
the wage base. It is estimated that the 
extra taxes collected through an_ in- 
crease in the wage base to $6,000 would 
exceed the cost of the extra benefits 
resulting from the higher base by .38 
of 1% of the new taxable payroll (in- 
termediate level cost basis). 

“We recognize that this excess of 
revenue over benefit costs would be 
available to finance liberalization of oth- 
er benefits in the system. We submit 
that general liberalizations in the sys- 
tem should not be financed in this man- 
ner. Such an approach would place a 
further tax burden on a group which 
already pays more than its proportion- 
ate share of the system’s cost. If anv 
liberalizations are — after careful 
study, to be sound and justifiable they 
should be financed through an increase 
in the payroll tax rate. 

“In short, we urge that there be no 
change in the wage base without full 
hearings as to the social and economic 
considerations prevailing in 1960.” 








93 Nassau Street 





FLORIDA GENERAL AGENCY 


A top New England company has agency opportunity available 
immediately. Complete portfolio of Life, Group and A. & H. avail- 
able. Full support and assistance will be given to man with proven 
sales and supervision record. Your inquiry will be held in confidence. 


WRITE BOX 2794 
THE EASTERN UNDERWRITER 


New York 38, N. Y. 








Approve Stock Split 

Directors of the Educators Insurance 
Co. of America, North Hollywood, Cal., 
have approved the split of the common 
stock on a four-for-one basis subject to 
the approval of the stockholders at the 
annual meeting on April 16. 
effect the split, 


In order to 
stockholders of the com- 
pany will be asked to approve the amend- 
ment to the Articles of 
increasing the authorized stock from 


110,000 shares of $10 par value to 440,- 
000 shares of the par value of $1.50. 


Incorporation 


“er 


This should result in a greater avail- 
ability of shares for purchase and sale 
and should, therefore, broaden the distri- 
bution among members of the educator- 
profession of the company’s _ stock,” 
Joseph Schwartz, executive vice presi- 
dent, declared. 

The results of 1959 were also released 
and they show the company, as of the 
end of three years of operation, has 
$26,287,830 of life insurance in force, 
representing an increase of 132.2% for 
the vear 1959. The accident and health 
premiums written during 1959 increased 
62.4%. Assets increased $99,973, repre- 
senting an increase of 11.3%. 





Nation’s Business. 








Here's Simplified Group Insurance! 


With Lincoln Life's simplified Group insurance—The proposal is com- 
plete on one sheet. The clean, concise announcement pamphlet doubles as 
the employee's certificate. Lincoln Life's unusual billing procedure is so easy 
to administer that last-day employment changes can be included. And, the 
administrator handles both routine and unusual situations on a simple, self- 


informing basis. For more details, read LNL's Group ads in Fortune and 


Lincoln Life's unusual approach to Group insur- 


ance is another reason for our proud claim that LNL 


is geared to help its fieldmen. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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Several Field Changes by N. E. Life 


Appointments of C, Earle Armstrong, 
CLU, as general agent for New England 
Life in Salem, Mass. and Warren L. 
Johnson as general agent in San Antonio, 
were announced by President O. Kelley 
Anderson. Until their appointments, 
both were directors of agencies at the 
home office in Boston. 

William W.:Whitesides, CLU, agency 
manager in Oakland, has been promoted 
to general agent there, and’ General 
Agent David S. Kamp in San Francisco 
has taken in two partners, his son, David 
A. Kamp, and Jack A. Martinelli. 

Mr. Armstrong succeeds Ernest A. Hoff- 
man, general agent in Salem since 1955, 
who retired April 1, but will continue 
as associate general agent. Mr. Arm- 
strong joined New England Life in 1950 
as an agent in New York City, and has 
been director of agencies since 1955. 
He is a graduate of Graduate School 
of Banking of American Bankers As- 
sociation and a member of the Ameri- 
can Society of Chartered Life Under- 
writers and of the ‘Canadian Club. 

Mr. Johnson succeeds Christopher 
Goldsbury, CLU, who has been general 
agent in San Antonio since 1949. Mr. Golds- 
bury asked to be relieved of his man- 
agerial duties and will remain with the 
agency as associate general agent. A 
native of Illinois and a graduate of the 
University of (New Mexico, Mr. John- 
son served as a lieutenant colonel in 
Korea. He returned to the company’s 
Huppeler agency in New York City as 
training supervisor in 1952, came to the 
home office in 1954 as assistant super- 
intendent of agencies and has been di- 
rector of agencies since 1955. 

Mr. Whitesides graduated from Utah 
State, and served as a major in the 
Coast Artillery during World War II. 
He joined New England Life’s Oakland 
agency in 1952 as district agent in 
Sacramento and later the same year 
was appointed manager. in Salt Lake 
City, where he started a scratch agency 
in Utah. He returned to Oakland last 
August as agency manager. 

David A. Kamp joined his father’s 





Honor Crawford H. Ellis 


Pan-American’s Founder 


New Orleans—The forty-ninth anni- 
versary of Pan-American Life’s found- 
ing was celebrated at ceremonies in the 
home office building auditorium recent- 
ly. Tribute was paid the company’s 
president, Crawford H. Ellis, who is 
its original president and the surviving 
founder. 

The ceremonies were attended by 
company directors, officers and home 
ofice employes, some four hundred 
strong. Participating in the program were 
President Ellis; Executive Vice Presi- 
dent John Y. Ruddock; Senior Vice 
President Kenneth D. Hamer; Vice 
resident Latin American Department 
Fritz G. Lindley; Vice President Em- 
jloyer-Employe Benefits Wallace B. 
Schmitz; and Vice President Public Re- 
lations and Personnel Richard L. Hinder- 
Mann, 
On behalf of the employes, officers 
ad directors, Mr. Ruddock presented 
abouquet of fifty yellow roses trimmed 
in blue to President Ellis representing 
the years the company has been in 
business with an extra rose to grow on 
for the future. 

essrs. Hamer, Lindley, and Schmitz 
besented President Ellis with hundreds 
of applications written by their respec- 
lve sales departments in his honor for 
Ounder’s Day. In their individual re- 
marks each predicted that his particular 
les group would surpass all past rec- 
ds for the President's Month Cam- 
hign which is now in progress. 


agency in 1949 and was named super- 
visor in 1952. For the past few years he 
has been assistant general agent. He is 
a graduate of San Jose State College 
and a Navy veteran. 

Mr. Martinelli has been associated 
with the San Francisco agency since 
1950 and has been supervisor in the 
San Mateo office since 1956. He is a 
graduate of Stanford University and 
served as a flight officer during World 
War Ii. 








LIFE INSURANCE 
PURCHASED ON 


ag E RN E WA L S EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. PLaza 3-2826 








UNDERWRITERS.. 





Your client signs a note for the total amount of 
his annual premiums plus a small additional charge. 


The Chase Manhattan pays your client’s premiums for 
a full year in advance. (You collect full commission 


Taalaat=xelkoh a-ha) 


Your client repays the Chase Manhattan in 
convenient instalments over a period of one year. 
In many instances your client saves money under 


this plan 


The Cl 


Ger Tem sKoralarehicelamolaen dott mihi-mlaliiaelala-maiialele) 


fol tm fom ZelU Mea IT -Tal Maoh Z-lalale mela) olel loll ofel (ol alea- Me) 
his note up to $10,000 


Call “Instalment Credit Division” 


HAnover 2-6000, Ext. 377 


THE CHASE MANHATTAN BANK 


CHARTERED 1799 
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1959 Life Company Figures 


(Continued from Page 21) 








N. Y. BROKERAGE SUPERVISOR 


LIFE AGENCY BROKERAGE SUPERVISOR NEEDED 
NEW YORK CITY AREA 


































































































—New Insurance Written In Force EXCELLENT COMPENSATION ARRANGEMENT 
1959 1958 1957 Dec. 31, 1959 te in Xo momned to: Box 2793, The Eastern Underwriter, 93 Nassau Street, New 
ori ° 
United Life & Accident . ee 
Ordinary ....... $96,615,721 $ 94313907 $  69.988923 $ 375,996,162 i 
GOOMD. vicb even esc 5,075,967 15,447,538 7,758,377 34,666, 52 “Where Business is Appreciated” Woodward, Ryan, 
vo! nee 9 09,761,445 77,747,300 410,662,684 2 4 e 
Total $ 101,691,688 $ 109,7 S: ° 77 $ CARL E HAAS, C.L.U Sharp & Davis 
United Services Life, Washington, D. C. Continental Consulting Actuaries 
Ordinary $87,729,400 $ 82,634,411 $ 81,274,938 $ 415,632,940 Assurance Company on anaes aaeeaenin a 
32 COURT BROOKLYN 1, N. Y. T h » 2.5840 
United States Life : — siphons SiAnever 3 
eee 121,669,552 $ 108,850,576 $ 115,254,108 $ 651,130,019 
Gee 2. 0cson0e0 171,851,238 138,996,195 100,327,835 824.012,698 shliaii: Seiieaianinaes taeiiaies a ha 
ms cpanigee » poe © co =: ~ 1959 1958 1957 Dec. 31, 195 
| eee $ 293,520,790 $ 247,846,771 $ 215,581,943 $ 1,475,142,717 a a or : ‘ a ans iia . wre eo 
. . . Ordinary ....... 57,917,825 7,734,140 046, 2,801,330,891 
ar ogg & re toe ad $ 2.758.540 $ 17.354.402 Group ree ee 6,105,660 9,739,008 8,504,705 205,898, 389 
ATY waaeueee 0,500, 2,/ 00,0 VIF, TS Re >) ” >?, "9 2k ok 1)? ” ? 
Industrial ....... 30,276,523 28,027,697 74,128,467 Indutrial ....... 249,731,741 224,672,839 150,260,647 1,886,421,04 
rs “ CC 713,755,226 652,145,987 477,811,420 4,893,650,374 
Pete sic $ 34,113,394 $ 30,788,237 $ 28,334,114 $ 91,482,869 °iudidag a ae saad by Texas Prudential 7 $ 
‘ - ** Includes $3,577,956 issucd by Texas Prudential 1/1/58—1/31/58 
Victory Life 
Ordinary ....... $ 34180233 $ 17,331,358 $ 22335101 $ 181,718,316 Wisconsin Life Insurance Co. 
Ordinary ....... 14,450,588 $ 14,408,267.  $ 9,753,375 $ 92,498,507 
Volunteer State Life oT ere pices 15,993,555 seca 18,801,085 
Ordimary ....... 40,837,759 $ 33,686,295 $ 35,941,817 $ 282,237,896 ——_———_- _ ——_ — 
[ERE Sancetheer 43,542,088 5,696,211 33,048,098 358,924,499 ROMA. cand $ 14,450,588 $ 30,401,822 $ 9,753,375 $$ 111,299,592 
Total...... 84,379,847 $ 39,382,506 68,989,915 641,162,395 Wisconsin National Life . 
$ sii $ $ ’ Ordinary ....... $ 19,575,549 $ 22,851,166 $ 21,944,685 $ 159,498,203 
Washington National 6 a Ef 31,406,596 Gene 35,914,958 
Ordinary....... 104,263,118 $ 102,403,000 $ 110,375,962 $ 698,974,396 ss — meme - - 
Gee -.. cscs 54,422,347 55,159,000 63,371,022 598,904,493 Potal...... $ 19,575,549 $ 54,257,762 $ 21,944,685 $ 195,413,251 
Industrial ....... 144,668,900 155,997,000 130,377,255 475,425,845 Woodmen Accident & Life 
Sie “ mi co 000 ner = ee $ 42,000,500 $ 44,432,117 $ 38,969,980 -$ 175,813,240 
Total...... $ 303,354,365 $ 313,559,000 $ 304,124,234 $ 1,773,304,734 yg a 7047-247 3494'500 4624000 38 Se 
West Coast Life Tes 7 ae - = . 7 
frelindty «sick: 30,101,898 $ 33,185,027 $ 32,727,661 $ 291,235,653 otal. 4.00. $ 49,947,747 $ 47,926,617 $ 43,593,980 $ 214,401,789 
[MME <kxxnenkea 36,205,163 58,940,950 22,276,650 363,667,415 World Insurance Co., Omaha 
_ “ a 3 come . os = COOUMRTY  okcse cs $ 40,517,961 $ 30,880,832 46,936,809 145,017,106 
Total......$ 66,307,061 $ = 90,125,977, $ 54,997,311 $ 654,903,068 SM ws ciaksin sot 213,438,438 135,456,895 . 116,034,742 ' 139,502,655 
Western Life, Montana a ee 253,956,399 166,337,727 2.97175 284 5 
fiedimene. c-.cc 91,256,325 $ 66,911,861 $ 54,290,453 $ 432,547,936 si he + NE % LT 9 AS 
Cn en ae 10,710,488 1,947,75 31.97 53.815,2 
mod — sich SL971.400 58815288 CANADA LIFE GENERAL AGENT Charles J. Smith Retire 
Total...... $ 101,966,813 $ 68,859,611 $ 86,261,853 $ 486,363,224 Canada _ Life announced the appoint- - I e s 
ment ot Wylie E. Richards as general Charles ie Smith retired as under- 
Western States Life, .% — vn = F = —— writing executive of Pan-American Life, 
Oe eee 18,995,102 15,930,514 $ 3,602,282 00 35 has a wide background of extensive ad- “Wake i we ; 
sae . ; mates , ministrative, real estate and insurance New Orleans, after 44 years and eight 
experience. months of service. Mr. Smith was hon- 


Buffalo Businessmen Form 


New Life Insurance Company 

Buffalo, N. Y.—State Atty. Gen. Lef- 
kowitz has approved the charter of a 
new $2,500,000 insurance company being 
formed in Buffalo. The company is to 
be known as the Buffalo International 
Life Insurance Co. and these Buffalo 
businessmen, it was disclosed, are spear- 
heading its organization: 

Harold D. Farber, Buffalo insurance 
executive; Howard D. Brown, an asso- 
ciate of Mr. Farber; Harold C. Frant- 
zen, vice president Western Savings 
Bank; Raymond F. Eisenhardt, vice 
president Buffalo Savings Bank; James 
J. Oddy, vice president Mianufacturers & 
Traders Trust Co.; John W. Brown, 
senior vice president National Gypsum 
Co.; Edward H. Kavinoky, Buffalo at- 
torney. 

These men, along with one other Buf- 
falo businessman whose identity has not 
yet been disclosed, will be officers or 
directors of the new company. A half- 
dozen others from the New York City 
area and from Rochester are in the 
organizing group and will be directors. 

Officers and directors will be elected at 
an organizational meeting in late April 
or early May, after which the principals 
will deposit an initial $750,000 and seek 
a license to do business. 


Once the license is obtained, the new 
company plans to file a_ registration 
statement with the Securities & Ex- 


change Commission covering the public 
sale of stock. This public stock offering 
will be aimed at raising an additional 
$1,750,000 Gapital. 

The,ednepany, which will have its head- 
quarters th®Buffalo, will write life insur- 
ance, annuities and accident and health 
insurance. 


DEMOCRACY IS NOT 


A PARTY .. 
..IT'S A WAY OF LI 


ALL AMERICAN LI 


FE! 





FE & 


CASUALTY COMPANY believes... 


“The producer should be AWARDED a greater percentage of 
commissions for LARGER production.” 


Why not investigate NOW one of the most talked about 


companies in America and lear 


n the startling facts about 


Democracy in action—through the outstanding contracts 
and policies of All American Life & Casualty Company. 


** Building for Billions*’ 





vy ALL 


nsualty Company 


Liebe 


General Offices: ALL ae BUILDING, 


WRITE: 

Mr. E. E. Ballard, President 

All American Life & Casualty Co. 
All American Bldg., 505 Park Place 
Park Ridge, Illinois. 


AMERICAN 


CHICAGO, ILLINOIS 


PARK RIDGE, ILLINOIS 


ored at a banquet held at the New 
Orleans Country Club, by the board of 
directors, officers of Pan-American Life 
and close personal friends. He was pre- 
sented with his ‘final salary check, his 
first retirement check, an_ engraved 
plaque and a portable television set by 
President Crawford H. Ellis. 

Mr. Smith became associated with 
Pan-American Life on August 1, 191 
as a member of the company’s actuarial 
department. In December of 1919 he was 
transferred to the new business depart- 
ment as manager and in 1941 was named 
an assistant secretary. Promoted to 
underwriting secretary in 1949 he was 
then named underwriting executive in 
1959 which position he held until his 
retirement. 





All American Names Hensley 


All American Life \& Casualty of Park 
Ridge, Ill. has appointed James J. Hens- 








April 1 





ley as agency builder for northeastern 
Kentucky and western West Virginia 
with offices in Huntington. 

Mr. Hensley, a member of TAAHU, 
has 15 years’ experience and was fot 
merly associated with Mutual of Omaha 
and Minnesota Mutual. 





MRS. ABRAHAM KROMBEIN DIES | 

Sympathy is expressed to Abraham 
Krombein, first vice president of Easter 
Life of New York, in the death of his 
wife, Sarah, on April 1 after a long il 
ness at the Hospital for Special Surgery 
in New York City. Mrs. Krombein wa 
active in numerous charitable organiza I 
tions, particularly i in connection with the 1] 
state of Israel. 
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The beginning... 


It is the first day of April, 1835. Seated at his desk 


is the Governor of Massachusetts, Samuel Arm- 


strong. Accepting the freshly signed document from 
the Governor is Judge Willard Phillips. The docu- 
ment is the first charter ever granted in America for 
the organization of a mutual life insurance company. 


It was the beginning. 


On the occasion of its 125th Anniversary, New 
England Life reaffirms its faith in the basic princi- 
ples of complete mutuality. Judge Phillips, our first 
president, expressed it well: 


The object is equality among the members, and a 
participation of the advantages of the Company, 
whatever they may be, in the proportion of the 
amounts contributed; and it is no part of the plan 
that some shall be benefited at the expense of others. 





A NOTE ON OUR ILLUSTRATION: It is a 
photograph of one of the murals, painted by Charles 
Hoffbauer, in the Home Office building. This paint- 
ing depicts the signing of New England Life’s charter 
at the State House in Boston. The men to the left of 
Governor Armstrong are members of the Massachu- 
setts legislature; to the right of Judge Phillips are 
four associates who joined him in his petition. 


NEW ENGLAND 
Mul LF EP ee 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA « 1835 
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TAX AID TO INSURED 

Results of a survey which has been 
made of the fifty largest life insurance 
companies indicate a consistent and ex- 
tensive effort by the life insurance busi- 
ness to aid policyholders and beneficiaries 
in preparing their tax returns by notify- 
ing them what portion of payments made 
to them by the companies may be sub- 
ject to taxes. 

The survey was undertaken by the 
American Life Convention and the Life 
Insurance Association of America at the 
request of the Treasury Department as 
part of the Treasury’s campaign to obtain 
the cooperation of business and of indi- 
vidual taxpayers in the complete report- 
ing of items of income such as interest 
and dividends. Responses were received 
from forty-five of the life companies 
representing approximately 85% of the 
total assets of the business. 

A summary of the survey presented to 
the Treasury Department demonstrated 
the scope of the program of tax infor- 
mation to policyholders and beneficiaries 
maintained by life companies. The sur- 
vey indicated that thirty-nine of the 
forty-five companies have a variety of 
procedures for notifying the contract 
that interest paid or credited 
under interest options is includible in 
gross income. The bulk of these com- 


panies notify the contract holders an- 
nually that interest is reportable. 


holder 


FIRE INCOME STILL LEADS 

Despite all the new policies which have 
been formulated in the property insur- 
ance field during the last decade, since 
multiple line underwriting became law- 
ful throughout the country, straight fire 
insurance premium income remains the 
staunch backbone of stock insurers that 
were originally chartered as fire writers. 
Much is being said and written today 
about commissions and judgment rates on 
homeowners and other multiple line cov- 
erages, and the tendency is to forget the 
progress of the form of insurance origin- 
ally written. 

Linked with straight fire insurance to- 
day there should be extended coverage 
premiums, because the latter protection 


is written only as an endorsement to the 
fire policy and not as a separate contract; 
even though extended coverage protec- 
tion is of relatively recent vintage. 

Last year straight fire insurance pre- 
miums for stock carriers in the United 
States totaled close to $1,200,000,000, an 
increase of $50 million or so over 1958. 
Extended coverage premiums rose to 
more than $430 million. That makes a 
total of more than $1,600,000,000 pre- 
miums derived from the sale of straight 
fire insurance, with extended coverage on 
a rather sizable proportion of the total 
policies issued. There is little contro- 
versy in the insurance industry on fire 
and E.C. Some, to be sure, but not in 
proportion to that which surrounds the 
newer so-called “all risk” policies. 

Excluding ocean marine insurance, the 
homeowners, inland and other 
modern broad cover lines develop much 
smaller totals in premium income. Auto- 
mobile physical damage premiums are, 
of course, a major source of income, 
heading this year toward the $900 mil- 


marine 


lion mark. However, the fire hazard 
factor in auto coverage is small rate- 
wise. 


It is true that a combination of pre- 
miums written on all lines other than 
fire exceed considerably the straight fire 
premium total, but not one of such other 
lines individually develop a pre- 
mium income as large as that gained 
from fire insurance. Some day it may be 
different. However, fire insurance, which 
is still signaling more rate reductions 
each year than rate increases, still leads 
the procession. 


can 





Helen L. Clark, associate actuary, 
American United Life, Indianapolis, 
sailed for Europe on Monday on a vaca- 
tion. She is regarded as the first woman 
to belong to the organization now known 
as Society of Actuaries. 


* * * 


Lester F. Higgins, New York metro- 
politan manager for the Phoenix of 
Hartford Insurance Companies, has been 
appointed secretary. Mr. Higgins, for- 
merly manager of the inland marine de- 
partment in Chicago for the Phoenix, 
is a native of Meriden, Conn. He at- 
tended Columbia University and after 
joining the company in 1929 served as 
special agent, inland marine supervisor, 
and manager, inland marine, Cook 
County, IIl. 





JOSEPH M. BRYAN 


Joseph M. Bryan of Greensboro, N. C., 
senior vice president of Jefferson Stand- 
ard Life, has been named chairman of 
the North Carolina State Board of Elec- 
tions by Governor Luther H. Hodges. 
Mr. Bryan, a Democrat, has served as 
director of the Greensboro Housing Au- 
thority, chairman of Greensboro’s Empty 
Stocking Fund and as a member of the 
Board of Governors of the Shriners Hos- 
pital for Crippled Children in Green- 
ville, S. C. Mr. Bryan is also chairman 
of the board of the Pilot Life, president 
of Jefferson Standard Broadcasting Co., 
and director of Greensboro Security Na- 
tional Bank. 

* * * 

Harry A. Cook, life underwriting man- 
ager, Mutual Service Life, has been 
elected president of the Twin City Home 
Office Underwriters Club. Other new 
officers include Robert D. Heacock, chief 
underwriter, Northwestern National Life, 
vice president and program chairman, 
and Jo Hultman, underwriter, Lutheran 
Brotherhood, secretary-treasurer. Mr. 
Cook succeeds Robert W. McVey, un- 
derwriting consultant at Prudential’s 
north central home office, as president. 


* * * 


James W. Aston, president of Republic 
National Bank of Dallas, was elected 
president of the Cotton Bowl Athletic 
Association, a non-profit, incorporated 
civic association which promotes the an- 
nual Cotton Bowl football game in 
Dallas. The new president of the asso- 
ciation was captain and fullback of the 
Texas A.&M. football team in his senior 
year (1932-33). In December, 1957, he 
was named to the Silver Anniversary All- 
American Football Team by Sports Illus- 
trated Magazine. 

* * * 

George F. Albright, agency vice presi- 
dent and a director of Life Insurance Co. 
of Virginia, has been elected director of 
the Bank of Virginia. A native of North 
Carolina, Mr. Albright is a graduate of 
Davidson College. He joined Life of 
Virginia in 1939 as combination agent in 
Charlotte, N. He was named as- 
sistant vice president in 1953, assistant 
to the president in 1956 and agency vice 
president in 1957. Hs is also a director 
of the Harford Mutual Insurance Co. of 
Bel Air, Md. 

* * 

Melvin T. Little has joined the home 
office staff of the Alstate Cos. as mar- 
keting department coordinator. Mr. 
Little, who has been serving as sales 
manager of Allstate’s Pittsburgh regional 
office, began his company career as an 
agent in the Illinois regional office. 








PAUL W. WATT 


Paul W. Watt, president of Washing. 
ton National, Evanston, IIl., was pre- 
sented a 30-year service pin from Execu. 
tive Vice President G. Preston Kendall 
at home office ceremonies recently. 

A graduate of Amherst in 1923, Mr. 
Watt began his life insurance career 
with the Group department of the Aetna 
Life where he rose to superintendent in 
1927. He joined the Washington Nation- 
al in 1930 as manager of the Group de- 
partment and after a series of promo- 
tions, became a board of directors mem- 
ber in 1942, executive vice president and 
a member of the executive committee in 
1951. He was named president in 1953, 

Mr. Watt is a member of the Uni- 
versity Club of Evanston, the Amherst 
Club of Chicago, Phi Delta Theta fra- 
ternity, Rotary ‘Club of Evanston and the 
Chamber of Commerce. He is a trustee 
of the Ecumenical Institute. 

In order to attend college he worked 
as a ditch digger, farm laborer and news- 
paper reporter. 

* * * 

James G. Amer, chief appraiser it 
Occidental ‘Life of California’s mortgage 
loan department, has been awarded the 
designation, Member, Appraisal Insti- 
tute, by the governing council of the 
American Institute of Real Estate Ap- 
praisers. To receive the 'M.A.I. designa- 
tion, a person must have a minimum 0! 
five years experience in the practice 0 
appraising, submit several reports on fee 
appraisals for grading and pass a mir 
imum of two examinations. Mr. Amer 
has been associated with Occtidenta 
since 1947, 

‘* es & 

Noel S. Baker, vice president in charge 
of the policy department of John Har- 
cock Mutual Life, has been appointed 
a member of the Advisory Council of the 
Massachusetts Self-Survey, a program 
designed to streamline the state govern 
ment for maximum economy and efi- 
ciency. The Advisory Council, appointed 
by Governor Foster Furcolo is made t) 
of fifteen distinguished leaders of bust 
ness, industry, labor, public administré 
tion, the community and the Massacht- 
setts Legislature. 
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own insurance adjusting office in Lou 
ville, Ky. Mr. Magruder, 37 years of agt 
graduate of the University of Arkansas, 
and native of Texarkana, Ark., was stat 
agent in Kentucky for the Loyalty Group 
for approximately eight years. He spetl! 
the past year as an adjuster for the Ur 
derwriters Adjusting Co.’s Louisvill 
office. Mr. Magruder will specialize 
adjustment services. 
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King Merritt—To Head Sales Force 
Of Mutual Funds-Insurance 


The best known figure in the sales 
division of Mutual Funds is King Mer- 
ritt. He will head the sales force in the 
merchandising of Mutual Funds and in- 
wirance which will grow out of the pur- 
chase of two insurance companies in 
Rattle Creek, Mich.—Federal-Wolverine 
Insurance Companies by the Channing 
Corp., news of which was printed in The 
Eastern Underwriter last week. The 
Channing Corp. is a holding and oper- 
ating company — financial subsidiaries 
upervising six U. S. and Canadian mu- 
wal funds. ele 1959 sales of shares 
ff mutual funds made for Channing cor- 
porations principally through King Mer- 
itt & Co, and King Merritt & ‘Co. of 
Canada, Ltd, exceeded $86 million. The 
Battle Creek Companies are known as 
the Tower group. 
Mr, Merritt told reporters at a press 
conference last week that there are in 
‘ight 6,500 salesmen (in organizations 
with which he is affiliated) who might 
be engaged eventually in selling both 
mutual funds and insurance. 
There are no revolutionary programs 
indicated in the sale of insurance by the 
King Merritt sales force or of Funds 
by the existing insurance sales force. 
Both the training departments of King 
Merritt & Company and of the Tower 
group will be made available to train 
aid equip each other’s sales forces where 
jwalified to sell funds or insurance, as the 
ase may be. King Merritt’s sales force 
will continue to specialize in the sale of 
Mutual Fund shares. The addition of 
the insurance group to Channing Corp., as 
lohn Carton, president of Federal Life 
and Casualty pointed out, can be the 
beginning of an ultimate idea of package 
sales, 

King Merritt, born in Alabama, spent 
tis childhood and school years there. In 
World War I he was a captain in the 
Ynd Division of the Army. This was 
the division in which Sergeant Alvin 
York and “Machine Gun” Williams 
served. Mr. Merritt himself was 
wounded and decorated for valor. 

He maintains a home in West Palm 
Beach, Florida, an apartment in New 
York City, and he operates a Black 
Angus ranch in Vicksburg, Miss., where 
@ maintains one of the outstanding 
herds j in the country 

tior to forming King Merritt & Co., 
Ine. in 1946, he had an unusi lly success- 
tl career with Investors Syndicate of 
Minneapolis, covering a span of 26 years. 
fe started as a salesman in Omaha, 
ater was made state manager for Ala- 
ma; then was promoted to Western 
wes manager; and for a number of 
Jars prior to 1946 was general sales 
Manager, vice president and a member 



















if the board of directors. It was 
lis Organization ability and inspirational 
tadership at that company which de- 
‘doped it from a small mid-western op- 
tation to one operating throughout the 
hited States and Canada. 

N August of 1946, he resigned from 
Westors Syndicate (now known as In- 
"tors Diversified Services) and organ- 

















ized King Merritt & Company, Inc. The 
purpose of the company was to specialize 
in the distribution of mutual funds, and 





KING MERRITT 


in the early years of the company he had 
a contract with the Franklin Life of 
Springfield, Il]. During the early years 
of King Merritt & Co. Mr. Merritt 
travelled from coast to coast, principally 
by car, contacting and hiring salesmen 
and establishing offices. In those years 
he averaged 60,000 miles by automobile 
and did the rest of his travelling by train 
and air. 

This sales force has grown to ap- 
proximately 2,000 registered representa- 
tives operating in 48 states and 16 for- 
eign countries. King Merritt & Co. (Can- 
ada) Ltd., with 500 salesmen, operates in 
all the Provinces of Canada. 

“From the outset it was King Merritt’s 
feeling that to be able to maintain a 
liberal commission rate and to provide 
the service which he felt the salesman 
was entitled to, it was important to 
acquire an interest in a group of mutual 
funds,” said an associate. This was re- 
alized in 1953 when he acquired an in- 
terest in Hare’s Ltd. and Institutional 
Research Corporation, distributor and 
advisor of the Institutional Shares. These 
companies were all later brought into the 
Channing Corporation picture to provide 
greater continuity and depth of man- 
agement. It was this combination of in- 
terests that made possible the recent 
acquisition of 52% of the Tower group 
of insurance companies. 

King Merritt sales force is the largest 
seller of the Institutional group of funds, 
Canadian International Growth Fund and 
the Variable Investment Plan. In addi- 
tion to these Funds, which are part of 
the Channing group, King Merritt & 
Company also sells shares in about 100 
other Funds during the course of the 
year’s business. “It is King Merritt’s 
philosophy that everybody doesn’t like 
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M. VANCE HIGBEE 50TH ANNIVERSARY DINNER L. to R.: 
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James E. 


Howe, Atlanta; Earl O. Yeomans, manager river marine nee ot the Hart- 
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Honor Higbee, Noted River Marine 
Insurance Executive 

Some leading executives in the marine 
insurance field came to New Orleans to 
attend the 50th anniversary of M. Vance 
Higbee with George S. Kausler, Ltd., 
general agents of that city. Mr. Higbee 
is a nationally known river marine in- 
surance executive. During past 32 years 
he has been president of pel 

Climax of the anniversary events was 
a dinner at Antoine’s noted restaurant 
in his honor. Toastmaster was Charles 
P. Gould, executive vice president of 
Kausler, and in charge of arrangements 
were P. T. Baumgartner and Louis K. 
Hagstette, vice presidents of the agency. 
A presentation at the dinner was a scale 
model of the wood hull sternwheeler, “St. 
James.” It was on that ship he worked 
for a year prior to joining Kausler. 
Earlier in the week there was a lunch- 
eon at The Fountainebleau in New Or- 
leans where a gift given him was his 
25th year anniversary silver tray, re- 
covered in gold. 

Mr. Higbee was born in New Orleans 

1889. His grandfather, the late Capt. 
Joseph Vance Higbee of Ohio, was a 
noted towboat operator on the Ohio and 
Mississippi rivers. M. Vance attended 
Jefferson Military College of Washing- 
ton, Miss. His first association with in- 
surance was in 1908 with the former 
Wilcox, Peck and Hughes office in New 
Orleans. The fo'lowing year he was on 
the “St. James” which operated the New 
Orleans—Bayou Sara trade. 

Mr. Higbee joined George Kausler, 
Ltd., in the marine department, serving 
under the late C. Curtis Macy, who sub- 
sequently became senior vice president 
of Appleton & Cox, Inc. of New York 
City. Later, Mr. Highee became manager 
of Kausler marine department, and then 
a vice president of the firm. Upon death 
of Col. George S. Kausler in 1928 he was 
elected president. During his half cen- 
tury with Kausler he has seen the ton- 
nage on Mississippi River and tributaries 
grow to the tremendous river and tow- 
ing industry of today. 

Mr. Highee is an elder in the Metairie 
Ridge Presbyterian Church; is a member 
of advisory board of Protestant Home 
for Babies; for many years was presi- 
dent of the New Orleans Convalescent 
Home. He helongs to Rotary Interna- 
tional, International House, Metairie 
Country Club, Pickwick Club, and is a 
former board member of the Community 
Chest of the New Orleans area, 

His wife is the former Eugenia Height 
of New Orleans. Their daughter is Mrs. 
James P. Schwartz, and they have two 
grandsons, 

Company officials attending the M. 


Vance Highee “Dinner at Antoine’s” 
were: 





blue suits and the salesmen should be 
able to provide the answer for customers’ 
needs and wishes,” said one of his execu- 
tives. 


G, Henry Angel, Secretary, St. Paul 
Assistant U. S. manager, Norwich Union—Scottish Group; 
marine manager, Roval-Globe; Owen E. Barker, 
R. McBean, executive vice president, 


F. & M.; Mr. Higbee: G. H. ng Tet 
W. H ‘Curw en, U. 
president and chairman, pe 


Appleton & Cox, Inc. 


Owen I. Barker, president, Appleton 
& Cox, Inc.; Roy lL. Carr, Providence, 
R. 1, president, Providence Washington; 
W. R. McBean, executive vice president 
Appleton & Cox, Inc.; G. H, Tompkins, 
secretary and vice president Norwich- 
Scottish Union Group; G. Henry Angel, 
secretary, St. Paul Fire & Marine; 
Harry Curwen, S. Marine manager, 
Royal-Globe; E. O. Yeomans, manager 
river marine department, Hartford 
Group; James J. Howe, Atlanta, agency 
secretary Kinnett, Edwards, Boyd, gen- 
eral agents for Yorks hire Group; J. E. 
Alford, Jr., New Orleans, assistant resi- 
dent manager, Employers Liability; and 
I. T. Barry, New Orleans, retired senior 
partner E, T. Barry & Co. 

* oe x 


N. Y. Firemen “Theatre Detail” 
Abolished 

After some severe theatre fires in 
several parts of the country the city of 
New York assigned to theatres firemen to 
see that none of the fire regulations are 
violated with special attention being 
given to whether the exit doors are in 
working order. Principally, however, 
their attention has been centered on pre- 
venting cigarette smoking by members 
of the audience. The inauguration of 
firemen in the theatres became effective 
40 years ago. Now the “theatre detail” 
has been done away with by order of 
Fire Commissioner Cavanagh. Com- 
menting on this change the New York 
Times says in an editorial: 

“But theatregoers need not worry over 
lessened protection from fire. While it 
won't be as obvious to them, they will 
really be safer than before. And audi- 
ences in the 438 other theatres, mostly 
motion-picture houses, will get more pro- 
tection than they have had in the past. 
lurthermore, the city as a whole will 
gain through the availability for fire- 
fighting duties of the thirty-five men 
formerly on theatre detail. 

“All this is made possible by a pro- 
gram of greatly intensified inspection of 
all theatres of every kind which Commis- 
sioner Cavanagh has also ordered—to be 
made by officers and firemen already per- 
forming inspectional duties and practic- 
ally all of them on call by radio to re- 
spond to fires with their apparatus. 
Every theatre in town will be checked 
every week for fire risks and given cel- 
lar-to-roof inspections twice a year. 

“The whole program is based on the 
assumption that it is far better to limit 
the causes of fires than to fight them 
after they break out, Obviously a single 
man on theatre detail could do little to 
extinguish a blaze or to stop a panic. 
The plan also depends on stepped-up 
cooperation by theatre owners, already 
assured, in policing their own premises 
against fire hazards, as they are re- 
quired to do by law. To make this most 
effective the Fire Department will offer 
to theatre managers and employes 
courses in fire prevention. All in all, 
this is a sound program worth whole- 
hearted support.” 


> 
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Blue Goose Grand Nest 
Program Is Announced 


AT DETROIT ON AUGUST 7-12 


Wide Range of Business and Social 
Activities Scheduled; Grand Nest 
Officers and Eastern Deputies 


The Honorable Order of the Blue 
Goose International, fire insurance tra- 
ternal organization, has announced the 


complete —— for grand nest gather- 
ing August 7-12 at the Sheraton-Cadil- 
lac Hotel in ‘Detroit, Most Loyal Grand 


Gander E. C. Saulcy of Saginaw will 
preside. Other present officers of the 
grand nest are as follows: 


Grand supervisor of the flock, Robert 
F. Stur mpf, Paterson, N. J.; grand custo- 
dian of the nest, F. G. Chandler, Toronto, 


Canada; grand keeper of the golden 
goose eggs, Lester i. Large, Portland, 
Ore., and grand wielder of the goose 
quill, H L. Mauritson, Kenosha, Wis. 


Gordon Crowther, Hartford, is deputy 
most loyal grand gander-at-large of E ast- 


ern region, Among deputy most loyal 
grand ganders are the following in the 
East: District of Columbia and Mary- 
land, Larry Esten, Washington, D. C.; 
New York City, New Jersey and East- 
ern Pennsylvania, Lester C. Lockwood, 
New York City; West Virginia and 
Western Pennsylvania, C. C. Eaton, Jr., 
Parkersburg, W. Va.; northern New 
York and New England, Harvie D 
Manss, Syracuse, N. Y. 


Convention Program 
Following is the program for the 
convention in Detroit: 
Sunday, August 7 


1960 


7 P.M., Reception for grand nest of- 
ficers, members and guests—buffet sup- 
per 

Monday, August 8 

10 A.M. to 5 P.M., Registration for 
convention. 

10 A.M., Grand nest officers’ meeting 
1:30 'P.M., Tour of automobile plant. 
Tuesday, August 9, 

9 A.M. to 6 P.M., Registration for 


convention, 

9:30 A.M., Tour of Greenfield Village 
and Ford Museum—Busses leave hotel at 
30 A.M., tour time 10:30 A.M. to 3:30 
P.M., Luncheon, Lovett Hall. 

9:30 A.M., International golf 

7:30 P.M., Dinner, Michigan 
grand ballroom. 

Wednesday, August 10 

9:30 A.M., Opening ceremonies of an- 
nual convention, grand ballroom. Call 
to order by M.L.G.G. Eugene Saulcy; 
presentation of colors; Invocation, Dr. 
B. S. Levering (Retired), formerly rector 
of All Saints Episcopal Church. 

Introduction of grand nest officers and 
officers of Michigan Pond and P.M.L.G.— 
M.L.G.G. Eugene C. Saulcy; introduction 
of general chairman, Robert M. Hill, 
and Mrs. John D. Williams, chairman 

ladies auxiliary. 

\ddress of welcome, response to wel- 
come by grand supervisor of the flock, 
non-members leave. 


match. 
Night, 


recess 


10:30 A.M., Roll call, Members only. 
Model initiation, St. Louis, Missouri 
Pond; introduction of past M_L.G.G. and 
dey put ies; report of M.L.G.G. Saulcy. 

Noon, ladies’ luncheon, Grosse 
i Yacht Club. 

12 Noon, men’s luncheon and awarding 
of golf prizes. 

2 P. M., grand nest meeting, members 
only; report of grand wielder, com- 


mittee reports 
Wednesday Evening, August 10 
Boat trip to Bob-Lo. Boat leaves at 
P.M., returns 11:45 P.M. 
Thursday, August 11 

9:30 A.M., grand nest meeting, mem- 
bers only, grand ballroom. Invocation, 
roll call, report of committees, pond 


N. Y. C. Pond Honors 
Saulcy, Blue Goose Head 


DINNER-MEETING IN NEW YORK 


Most Loyal Grand Gander Stresses 
Charity of Mind and Other Pre- 
cepts; “Old-Timers” Honored 

Membership in the Honorable Order 
oi the Blue Goose International offers 
much advantage to younger men in 
the insurance business, as well as to 
those well established, stated Most Loyal 








RUSSELL EDGETT 


Grand Gander Eugene E. Saulcy of the 
fraternity when addressing a_ dinner 
meeting of the New York City Pond at 
the Railroad-Machinery Club in New 
York City last week. Mr. Saulcy, with 
the Great American at Saginaw, Mich., 
was guest of honor at a well-attended 
gathering which paid tribute also to 
many “Old-Timer” members of New 
(Continued on Page 33) 





reports by delegates, nomination of of- 
ficers and elections, installation of grand 
nest officers. 

2 P.M. to 3 P.M., memorial service, 
Maumee Puddle, Ohio Pond. 7:30 P.M., 
banquet, orchestra and dancing. 

Friday, August 12 
A.M.., 


grand nest officers’ meeting. 


The 
H. 


MALCOLM 


Windsor, Chairman EAC 


Conference Committee 


Officers of the Eastern Agents Con- 
ference have appointed a conference 
committee to confer during the year with 
a regional committee of Inter Regional 
Insurance Conference in New York. The 
agents’ conference committee consists of 
E. Stuart Windsor, Baltimore, chairman; 
H. Earl Munz, New Jersey; Joseph A. 
Neumann, New York; Elzey Waters, Jr., 
Connecticut, and Edgar S. Cook, Massa- 
chusetts. Arthur L. Schwab, Staten 
Island, N. Y., chairman of the EAC, and 
William A. d’Espard, Washington, D. C., 
first vice chairman, are ex-officio mem- 
bers of this committee. 


Mr. Windsor actually continues as 
chairman of the conference committee, 
a post he has held for several years. 


He made no report at the recent Boston 
annual meeting of EAC because there 
had been no general conference between 
agents and company representatives since 
the semi-annual meeting of EAC in Chi- 
cago last September. Meanwhile Inter 
Renlensi took over functions previously 
carried on by the Eastern Underwriters 
Association and will continue the practise 
of committee meetings with the 
agents. 


] | 
10Cal 


Southern Agents Elect 
Dave Johnson Chairman 


Dave Johnson, Pensacola, Fla., was 
named chairinan of the Southern Agents 
Conference at the close of its 12th an- 
nual meeting at Hot Springs, Ark. He 
succeeds D. T. Hargraves, Sr., Helena, 
Ark. New vice chairman of the confer- 
ence is James M. Anderson, Wilkesboro, 
N. C. 

The conference expressed its opposition 
to House Resolution No. 9070, now pend- 
ing before Congress, which would permit 
secondary boycotts at construc- 
tion, alteration, painting or repair of 
buildings, structures, or other works. The 
conference branded HR 9070 as “a serious 
threat to the contracting in dustry and to 


sites ot 


the business of suretyship” and recom- 
mended to the executive committee and 
state board of directors of the National 
Association of Insurance Agents that 
NAIA alert all of its members and “lend 
its assistance to defeat this or similar 


legislation.” 


Calvert Fire Promotes 


E. F. Quinn, C. I. Dorsey 


The Calvert Fire Insurance Co. at 
Baltimore, insurance subsidiary of Com- 
niercial Credit Co., has elected Edward 
F. Quinn assistant vice president and 
Charles J. Dorsey assistant secretary. 
Mr. Quinn joined Calvert Fire in Chi- 
cago in 1949 as an adjuster. He was pro- 
moted to supervisor in Houston, Tex. 
2 1950, to regional manager at Kansas 

City, Mo., in 1952 and to territory man- 
ager at Baltimore in 1953. Earlier this 
year he was made manager of the busi- 
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Pullen President of 
F. & G. Underwriters 


SUCCEEDS DORSEY, DIRECTOR 


Browning Elected Vice President, Phela, 
Treasurer-Secretary; Subsidiary 


of United States F. & G. 





At the March meeting of directors oj 
the Fidelity & Guaranty Insurance Un. 
derwriters, Inc., William E. Pullen was 
elected president, succeeding Frank F 
Dorsey, who remains on the board; Sam 
G. Browning was elected vice presiden 
from vice president-secretary, and Wil. 
liam R. Phelan was named treasurer. 
secretary from treasurer-assistant secre- 
tary. 

Fidelity & Guaranty Insurance Under. 
writers, Inc., with home office in Balt. 
more, is a W holly-owned subsidiary oj 
United States F. & G. Organized in 192 
it provides insurance facilities in fire 
marine and multiperil lines to supple. 
ment the underwriting activities of the 
U. S. F. & G. in many areas. 

Mr. Pullen is chairman of the board 
and president of the parent company, 
and Mr. Browning is its executive vice 
president. 

Re-elected at the March 
this company were C. B. 
president; Henry M. Langhirt, assistant 
treasurer; Bernard C. Pohlaus, assistant 
secretary; and Resident Secretaries 
Harry B. Re of Cincinnati; Lewis E 
McBride of Columbus; Louis D. Paine 


meeting o 
Gamb‘e, vice 





Toledo, and Paul R. Border, 52, Cleve- 
land. 
ness development department. 

Mr. Dorsey went with the Calvert in 


1947 as a staff adjuster in Baltimore. He 
hecame claims manager in 1949 and in 
1953 was transferred to Kansas City a 
regional manager. Later he became di- 
visional manager and_ transferred t 
Baltimore. 











AMERICA'S 
OLDEST 
REINSURANCE 
GROUP 


MULTIPLE LINE 
ADMITTED REINSURERS 


PRUDENTIAL 


INSURANCE COMPANY 
OF GREAT BRITAIN 


SKANDIA 


INSURANCE COMPANY 


HUDSON 


INSURANCE COMPANY 





Vice | 
Age! 


7, Ee 
Americ: 
of the a 
desk F 
came a 
would | 
2B. 

Mr. 
Agency 
ii Feb 
been as 
dent Fi 
ag mat 
initiat ec 
both f 
through 

Mr. | 
ago Wi 
Co., in | 
first we 
was as: 
lepartn 
compan 

Survi 
Anne, \ 
Evanstc 
Also su 
ter, M 
Valley 
ford F. 
York e 
Higgins 


York C 
the Gas 
includin 
Roberts 
Stres: 
lue G 
and fell 
active 1 
fraterni 
ship am 
Way tov 
veloping 
long ai 
compan 
come tc 
problerr 
support 
other | 
hoader 


Chari 
giving, 
grand 
charity 
comers 
has ser 
of opini 
Sauley 
greater | 
ship thi 
Canada. 
ot the 
grand n 
ust 7-12 
with the 
New Je 
the nest 
ceed M 
gander. 
schedule 
in New 

rese1 


of his f 








J. A. MUNRO, President 
90 JOHN STREET 


NEW YORK 38, NEW YORK 
‘WOrth 4-000! 





meeting 
lor June 
County, 
tntertai: 

Gordo 





1960 


I 


ors of 
> Un. 
1 was 
ak F 
; Sam 
sident 
Wil 
surer- 
secre: 


Inder- 
Balti- 
iry of 
1 1952 
1 fire, 
upple- 
of the 


board 
pany, 
'e vice 


ing ol 
e€, vice 
sistant 
sistant 
etaries 
wis E 
Paine, 
Cleve- 


vert in 
re. He 
and in 
City as 
ime di- 
red to 


RS 








April 15, 1960 





_— 








Page 33 





J. EDWARD KEANE DIES 





Vice President of American Home 
Agency, Inc., Suffers Fatal Heart 
Attack at Chicago 
J. Edward Keane, vice president of 
American Home Agency, Inc. and head 
of the agency's Chicago office, died at his 
desk Friday afternoon, April 8 Death 
came as the result of heart failure. He 
would have been 52 years of age on May 


DB. 

Mr. Keane joined American Home 
\gency as manager of its Chicago office 
ii February, 1955. He had previously 
been associated with the General Acci- 
dent Fire and Life for nearly five years 
ag manager of that company’s newly 
initiated fire insurance department. In 
both positions he traveled regularly 
throughout the midwestern states. 
Mr. Keane entered insurance 35 years 
ago With the Rhode Island Insurance 
Co. in his home town of Providence. He 
frst went to Chicago in 1942 where he 
was assistant manager of the Western 
department of Rhode Island when that 
company retired from business. 
Survivors include his wife, Kathleen 
Anne, with whom he made his home in 
Evanston. The couple had no children. 
Also surviving are ‘his mother and a sis- 
te, ‘Miss Margaret Keane, both of 
Valley Falls, R. I., and a brother, Clif- 
ford F. Keane, a member of the New 
York engineering staff of Johnson and 
Higgins, insurance brokerage firm. 


N.Y. Pond Meeting 


(Contniued from Page 32) 





York City Pond. Numerous members of 
the Garden State Pond in New Jersey, 
including Most Loyal Gander Howard 
Roberts of that pond, attended. 
Stressing the cardinal principles of 
lue Goose, namely character, charity 
aud fellowship, Mr. Saulcy declared that 
active membership in the fire insurance 
fraternity fosters contacts and friend- 
ship among competitors which go a long 
way toward removing suspicions and de- 
veloping strong cooperation. Such has 
long aided fieldmen, adjusters and the 
companies they represent as these men 
come to understand better each other’s 
problems. Likewise Blue Goose has 
supported, and still does, many fire and 
other loss prevention campaigns, with 
hoader programs each year. 


Charity of Mind 


Charity of mind, as well as material 
giving, were stressed by the most loyal 
grand gander. The former type of 
charity has aided hundreds of new- 
comers in the fire insurance industry and 
has served to remove many differences 
of opinion among veteran ganders. Mr. 
Sauley feels Blue Goose is going on to 
greater achievements and larger member- 
ship throughout the United States and 
Canada. In closing he urged members 
ol the organization to attend the 1960 
grand nest convention in Detroit, Aug- 
ust 7-12, at which time Robert F. Stumpf, 
with the General Adjustment Bureau in 
New Jersey and now grand guardian of 
the nest in Blue Goose, is slated to suc- 
ced Mr. Saulecy as most loyal grand 
gander. The 1961 grand nest session is 
‘heduled for the Statler-Hilton Hotel 
New York City. 

Present to hear Mr. Saulcy were two 
ot his former associates in the Michigan 
Pond, both former most loyal ganders, 
and now located in New York City. One 
s Walter R. Ewald, vice president of 
the Great American; the other, Russell 
P. Heindel, assistant regional manager 
and vice president of the London Assur- 
ance Group. 

Russell Edgett, most loyal gander of 
New York City Pond, presided at the 
dinner-meeting. Floyd Pickett, Home, 
bast most loyal gander, paid tribute to 
the memory of Past (Most Loyal Gander 
ton A. Watson, veteran rating expert, 
ho died in New Jersey recently. 

Mr. Edgett announced that the annual 
Meeting and golf outing are scheduled 
‘or June 24 at Tamarack in Westchester 


/\ounty. Lou Buck is in charge of tihe 


‘ntertainment features. 


Gordon F, Crowther, Hartford Pond, 


NAIA Mid-Year 


The position of the National Associa- 
tion of Insurance Agents on direct bill- 
ing and continuous policies, fictitious in- 
surance groups, and 65-plus insurance 
plans are some of the principal topics 
that will be discussed by the national 
board of state directors at its midyear 
meeting, according to President Paul 
H. Jones, CPCU, Tucson, Ariz. 

This meeting of NAIA is being held 
in conjunction with the annual meeting 
of the Midwest Territorial Conference 
in Cincinnati, April 24-26. The 15-state 
conference is headed by Chairman John 
W. Hemphill, Painesville, Ohio, to- 
gether with the first vice chairman, Don- 
ald W. Perin, Chicago; second vice chair- 
man, George A. Timm, Kenosha, Wis., 
and Frank McGlaughon, Kingsport, 
Tenn., secretary-treasurer. Doug Avery, 
executive secretary of the Ohio Asso- 
ciation of Insurance Agents, is the di- 
rector of convention activities for the 
Midwest Conference. 

The NAIA executive committee meet- 
ing will be he'd prior to the national 
board sessions starting April 21. Chair- 
man Porter Ellis, CPCU, Dallas, Texas, 





and deputy most loyal grand gander, was 
among those attending the dinner. 
George Albiez, New Jersey, co-chairman 
ot the 1961 grand nest meeting in New 
York City, and also deputy most loyal 
grand gander and officers of New York 
City ‘(Pond were on the dais. 

‘Philip M. Winchester, past most loyal 
grand gander, and veteran N. Y. C. Pond 
officer, introduced and paid brief tribute 
to past most loyal ganders and “Old 
Timers” of New York City Pond. These 
included the following: George P. Albiez, 
Max C. W. Buchenberger, Charles H. 
Conklin, Edwin 'N. Eager, Thomas P. 
Finegan, L. B. Hazzard, Victor Kur- 
byweit, past most loyal gander of Penn. 
Pond; Earl F. Leach, John J. Mc- 
Andrews, John W. McGowan, E. C. 
Niver, Floyd C. Pickett, Gilbert L. Scott, 
Walter D. Sheldon, ‘Robert F. Stumpf, 
Clifford G. Voorhees, William M. White- 
sell, Jr., Richard C. Williams. 


New Cafeteria at Travelers Office in New York City 





“+ 


Meet at Cincinnati 


vice president, has extended an invitation 
to all member agents to sit in on these 
meetings. Other members of the com- 
mittee in addition to Mr. Jones and Mr. 
Ellis will all be in attendance. They are: 

Cooper M. Cubbedge, Jacksonviile, 
Fla.; Howard N. Fullington, Wichita, 
Kan.; Hayne P. Glover, Jr., Greenville, 
S. C.; William F. Grandy, Sioux City, 
lowa; Fred H. Johnson, Columbus, Ohio, 
and Peter J. Walsh, Denver. 

At the state directors meeting, reports 
from NAIA standing and special com- 
mittees will also be presented, including 
the compulsory automobile insurance and 
the production and/or acquisition cost 
allowances committees. Reports on both 
the fund raising and management phases 
of the million dollar national advertising 
program will be delivered. The special 
committee on Federal affairs will bring 
the state directors up to date on the 
latest happenings on the Washington 
scene, including the status of proposed 
legislation to provide funds for the care 
of the aged and infirm, and the so-called 
Keogh bill, which would allow the self 
employed to set up voluntary tax-de- 
ductible pension plans. 

In addition the directors will hear re- 
ports from the five agents territorial 
conferences: Eastern, Far West, Mid- 
west, Rocky Mountain and Southern. , 


AMA Meeting 


(Continued from Page 1) 





Risk control of contracted operations 
will be explored by Howard Giles, man- 
ager, insurance section, safety and fire 
protection division, employe relations de- 
partment, E. 1. du Pont de Nemours & 
Co., Inc., Wilmington, Del. 

Speakers at the concluding !uncheon 
session of the conference will be Joseph 
S. Gerber, Illinois Director of Insurance, 
Chicago. Mr. Gerber will discuss reg- 
ulation of insurance—both Federal and 
state—and will described steps being 
taken by the National Association of 
Insurance Commissioners to develop uni- 
ferm country-wide regulation. 


emestee pe 
* 


Enjoying lunch in one of the two new cafeteria rooms at The Travelers Insurance 
Companies, 80 John Street office, are Travelers employes. The cafeteria seats 192 


people. 


A new employe’s cafeteria, lounge and 
outdoor terrace have been completed and 
opened at The Travelers Insurance Com- 
panies office at 80 John Street, New 
York (City. Company employes who 
found it difficult ito eat lunch in a 
crowded restaurant and get back to their 
desks in 45 minutes now have available 
to them an attractive 192 seat cafeteria. 
The new cafeteria, lounge ond outside 
terrace are part of an overall project to 
renovate the John Street Travelers office 
building. 

The cafeteria is located on the 15th 
floor of this 24 story building and it 


services approximately 600 employes a 
day. The food contract is handled by 
Schrafft’s and offers a wide variety of 
both hot and cold lunches. More than 
1,000 employes work at this the largest 
Travelers Insurance Companies branch 
office in the U.S. and Canada. All food 
is prepared on the premises. 

The cafeteria and lounge, located on 
the floor above, have been under con- 
struction for seven months. General con- 
tractors on the job were George Fuller & 
Co, of N. Y. C. Blickman & Co. of N. J. 
handled the planning and design of the 
kitchen, 





Metropolitan Production 
Manager for Royal-Globe 


GERALD J. WATERS 


Royal-Globe Insurance Group an- 
nounces appointment of Gerald J. Waters 
as production manager of the New York 
metropolitan office. This appointment is 
made concurrently with the consolidation 
of the group’s 42nd Street branch office 
operations into the downtown office, and 
the consequent expansion of the respon- 
sibilities of the metropolitan production 
department. 

In the new enlarged operation, Frank 
A. Guastello will be associate production 
manager. 

Mr. Waters joined the group in 1942 as 
a casualty underwriter shortly before en- 
listing in the United States Army, in 
which he saw service in the European 
and Pacific Theatres. When he returned 
to the group in 1946, a period of training 
in casualty underwriting and later grad- 
uation from the groups’ production train- 
school led to his joining the Metropolitan 
production department in 1948. 

In 1955 he was promoted to admin- 
istrative assistant and, following two 
years of intensified training in all aspects 
of the group’s fire and casualty opera- 
tions, he was placed in administrative 
charge of the rating division, payroll 
audit department and loss prevention and 
engineering departments of the metropol- 
itan territory. 





Insurance Service Assn. 
To Meet in New Jersey 


The Insurance Service Association of 
America will hold its Spring meeting at 
Seaview Country Club, Absecon, N. J., 
April 25 and 26. 

This association has 45 members in key 
cities throughout the United States, Can- 
ada, Mexico and Puerto Rico who have 
formed together as an association “to 
face the challenges of servicing national 
and multi-states accounts.” Members of 
the association are outstanding figures in 
the general insurance brokerage field, al- 
though some are agents. Most of them 
have offices in only one city. One reason 
why the association was formed was for 
its members to be able to hold their own 
in competition with brokerage firms who 
have a large number of branch offices 
and are soliciting business of some large 
corporation with widely scattered plants 
throughout the United States and some- 
times abroad. 

The representatives at the two-day ses- 
sion will discuss insurance problems of 
industry requiring local services on a na- 
tional scale, the solution of which en- 
ables the member offices to provide more 
effective service to their clients. 

Headquarters of Insurance Service As- 
sociation are in Denver. 
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CPCU Chapter Officers 


Hold Hartford Meeting 


Thirty CPCU officers and directors 
representing the New York, Long Island, 
Philadelphia, South Jersey, Connecticut, 
South Connecticut, Western 
Massachusetts, Westchester, Syracuse 
and New Jersey Chapters of the Society 
of CPCU met at the West Hart- 
ford Golf Club, Hartford, Conn., April 
5 to discuss CPCU Chapter meeting tech- 


Boston, 


niques, the Society of CPCU continuing 
education program and the Society of 
CPCU’s expanding program of Chapter 
professional development. 

These CPCUs heard Dean Lawrence 
Ackerman, School ot Business Adminis- 
tration, University of Connecticut, the 
luncheon speaker, discuss, “What’s Ahead 


in the Insurance Business.” 

The seminar sessions were moderated 
by Jack Adam, Jr., CPCU, vice pres- 
ident, Worcester Mutual Fire and chair- 
man of the Society of CPOU public rela- 


tions committee; Harry F. Brooks, man- 
aging director, the Society of CPCU; 
Robert O. Young, CPCU, assistant sec- 
retary, Insurance Company of North 
America and president of the Society of 
CPCU; Arthur S. Gay, Jr., CPOU, Wor- 
cester ‘Mutual Fire; Donald M. Wright, 
assistant business manager of the So- 
ciety of CPCU. 

Mr. Adam, in summarizing the confer- 
ence said “Our chapter officers exchanged 
ideas on chapter administration with the 
overall objective being the creation of a 
better CPCU chapter and society profes- 
sional identity.” 
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RETIRE FROM LABORATORIES 


Alcock, With 41 Years Service; Laue; 
With 35 Years and Robinson With 4 
Years, Leave Service of U. L. 
Warren J. Alcock, assistant superin. 
tendent of label service, has retired afte 
serving 41 years with the Underwriters 
Laboratories in Chicago in various ¢a. 
pacities in the label service department 
He left the University of Illinois to be. 
come one of the early Air Force pilots 
in World War I. Afterwards he joined 
the U.L. staff. He has been active op 
many NFPA committees, past president 
of Western section, I.A.E.I., and see. 

retary, Illinois Chapter LA.E.1. 
Lester F. Lauer, supervising inspector 
Pittsburgh, also retired after serving 
35 years with Underwriters’ Laboratories 
in various capacities in the label service 
department. After serving in the Army 
in World War I he joined the U.L. staf 
in Joliet in 1925. In 1927 he was trans. 
ferred to Pittsburgh, where he remained 
O. L. Robinson, associate managing 
engineer, fire protection department, re- 
tired after serving 43 years in various 
departments of the Laboratories. After 
graduating from Purdue in 1916 with 
a BSME, he joined the U.L. staff in 
January, 1917, as an assistant engineer 
in the hydraulics department. He has 
heen very active on many committees, 
serving as chairman on several. 





Executive Appointments 
By Fireman’s Fund 


The Fireman’s Fund announced the 
appointment of Edward T. Mitchell a 
assistant controller, Bartlett T. Grimes 
as assistant treasurer, and John M 
Vickers as assistant secretary. 

Mr. Mitchell joined The Fund in 1947 
A native of Fulton, Ill. and a graduate of 
Wartburg College in Clinton, Towa, he 
heads The Fund’s nationwide statistical 
department. Mr. Grimes joined Th 
Fund in 1959 as a security analyst. He 
is a graduate of Michigan University and 
is presently manager of the bond port 
folio operations in The Fund’s home 
office investment department. 

Mr. Vickers has been with The Funl 
since 1925. He has held supervisory 
assigninents in The Fund’s agency de 
partment and is presently assigned t 
the research, development and sales unit 
in the Pacific department in San Fran 
cisco, 


N. Y. Joint Legislative 


Committee Get Funds 

The New York Senate has passed the 
following Senate resolutions on insur 
ance: 

Senate Number 128 introduced through 
Rules Committee by Senator William F 
Condon, Republican of Westchester 
County, appropriates $40,000 for the Joint 
Legislative Committee on Insurance 
Rates and Regulations. 

Senate Number 103 by Senator George 
R. Metcalf, Republican of Cayug 
County, appropriates $40,000 for the 
Joint Legislative Committee on Health 
Insurance. 

Senate Number 104 by Senator Edwarl 
J. Speno, Republican of Nassau County, 
appropriates $35,000 for the Joint Legis 
lative Committee of Motor Vehicles and 
Traffic. 


N. C. Ins. Dept. Changes 


The South Carolina Senate finally 
passed a bill to reorganize the state 
Insurance Department after weeks % 
compromise and discussion. The contr 
versial measure which underwent severe 
amending in the Senate, was sent back 
across the hall to the House for cot 
sideration. 

The Senate amended the House mea 
ure so as to provide for a five-membtt 
Insurance Commission, appointed by the 
governor and authorized ‘to choose * 
Chief Commissioner. The House origi 
ally approved a nine-meinber Comms 
sion with six: members elected by ti 
legislature and three appointed by th 
governor, 
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“How I turned a $10 inquiry into 
an $826 premium ...on the spot!” 


by a Cleveland insurance agent 


“One day not long ago, I received a telephone call 
from one of my clients inquiring about a Schedule 
Fidelity Bond for his office clerk. Bob Layne, Special 
Agent for The American, happened to be in my office 
at the time and suggested that we make an appointment 
right then to discuss the matter with my client. 


“During our visit, Bob surveyed and analyzed their 
entire Crime Insurance Program and made alternate 
quotations on the spot to coincide with his recommenda- 
tions. My client was very impressed with the coverage 
gaps pointed out by Bob and, as you can imagine, de- 
cided against the low-premium Schedule Fidelity Bond 
in favor of an entirely new program, covered by The 
American’s Blanket Crime Policy with a premium of 
$826. Furthermore, I was assured that more business 
would be coming my way shortly! 


“It couldn’t have happened at a more opportune 
time. The speedy (and successful) conclusion of our call 





on this risk meant that I could leave on time, with my 
family, on the vacation trip we had planned so long. 
And as for Bob Layne, I promised I’d send him a 


postcard first thing. He’s one guy I want to keep in 
touch with!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputa- 
tion, multiple line facilities and excellent branch 
office services ... offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest branch office. 
Let us prove to you that The American means business 
..- MORE BUSINESS FOR YOU. 








NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 





ACCIDENT & HEALTH» AUTOMOBILE+ BONDS» BURGLARY-~ FIRE & ALLIED LINES» GENERAL LIABILITY 
GLASS + INLAND & OCEAN MARINE +- MULTIPLE PERIL - WORKMEN'S COMPENSATION 
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Brewer Pleads for Maintenance of 
Good Casualty Risk Underwriting 


Herbert S 


Brewer of Lockport, im- 
president of The New 
York State Association of Insurance 
Agents emphasized the necessity of 
maintaining good casualty underwriting, 
in a recent speech before the Casualty 


mediate past 


& Surety Club of Buffalo. Mr. Brewer 
pointed out that the recent trend to- 
wards multiple lines operation had 


tended to obscure the importance of 
casualty underwriting with the emphasis 
on packaging and sale. He urged the 
casualty and surety men to become 
interested in the other lines but not 
to abandon constant attention to under- 
writing 

Mr. Brewer called underwriting an art 
and he stated that “to understand it 
and practice the art of underwriting 
properly requires hard work, close at- 
tention, diligent practice, and the con- 
viction of certainty. The art of under- 
writing requires the application of gen- 
eral principles to the specific facts of 
the situation. This requires judgment, 
imagination, and endurance. It takes 
fresh information, constantly refreshed. 
Underwriting requires a mind open at 
all times for acceptance of business for 
sound reasons, and a mind capable at 
all times of rejecting business for sound 
reasons, both at the same time.” 


Underwriter Key Man in Insurance 


Mr 


that 


Brewer went on to demonstrate 
the underwriter is still the key 
man in insurance and pointed out that 
“I think the future will demonstrate 
that if casualty doesn’t work, all the 
packaging, marketing, all lines merchan- 
dising, automation, payment plans, and 
everything else will not work.” 

Mr. Brewer followed with an analysis 
of those companies that have done well 
in the casualty field in the last few 
years and pointed out that it is the 
personnel practices which are largely 
responsible for this satisfactory opera- 
tion. 

New problems have been created 
largely by marketing and competition— 
by packaging, corporate enlargement to 
hold down expenses per unit and build 
up sales per transaction and per 
tomer. Mr. Brewer said: 

“This was inevitable. Practically every 
other business had the same problems 
and many of them have been working 
a long time to solve them. Basically, 
and economically, it is sound for one 
agent and perhaps one company to 
manufacture, deliver and service the in- 
surance needs of one person or one 
family or one business up to a premium 
‘package’ of $300, $500, $1,500, perhaps 


cus- 


$5,000 per man, family, business, or 
operation per year. 

“Beyond that figure, whatever it is, 
however, considerations other than econ- 
omy may become far more important— 
underwriting, for example, or capacity, 
or service. One or two of those con- 
siderations can and often do become 
ot such critical concern below the eco- 
nomical break-off point of premium 
amount that it is essential to divide the 
business and let it find accomodation 
where it can. 

“However, for reasons of economy, 
which include reasons of competition, 
the drive to reduce fragmentation of 
marketing in insurance is strong, is 
widely accepted, and is going to go a 
lot further than it has gone to date,” 


Mr. Brewer predicted. 
Company Revisions 
“This explains why companies have 


revised administrative operation to fol- 
low new patterns— to treat all personal 
business, for example, as a unit through- 
out the entire insurance structure, with 
the possible exception of claims but of- 
ten even there. It is why companies 
are separating all direct damage cover- 
ages, otherwise identified as first party, 
into one pile, and all third party, in- 
cluding workmen’s compensation, of 
course, into another. 

“It explains some of the revisions in 
field, supervision and executive function- 
ing to accord with the demands being 
made on the insurance company struc- 
ture and operation for marketing an- 
swers. It explains the fever for pack- 
aging, the hurry to get into payment 
plans, and, in large measure, the rapid 
enlargement of the insurance corporate 
bases to include life insurance. 

“It would be foolish for us to sit 
back and consider these moves as being 
of little importance or of only tempo- 


rary significance. Just because there 
is an astonishing amount of fumbling 
going on doesn’t mean that this isn’t 


the track the business will run on. It 
is. You are involved in it whether you 
like it or not. 

“To start with, you have to become 
interested in the other line, you have 
to read about and understand them. If 
nobody tells you— and they may not— 
you have to see how they fit in the 
modern pattern of insurance manufac- 
ture and distribution. It may be better 
for you to learn it this way than to 
have someone tell you. But find out 
about. it 

“It will be a serious mistake, I think, 
if you, or the companies, or the agent— 





HERBERT S. BREWER 


but particularly if you—abandon con- 
stant attention to the old problem. That 
problem is underwriting. This is the one 
art of the insurance business. It is 
indigenous to the fire and casualty busi- 
ness. It is so vital to the casualty busi- 
ness that I don’t see how any easy and 
inexpensive substitute can ever be found 
for it,” Mr. Brewer stated. 


Follow the Book and Get Into Trouble 


“In the early stages, when the under- 
writer is short on experience and long 
on optimism, he will tend to follow the 
book and get into trouble. Later, if he 
has been successful too easily for too 
long, he will make mistakes by follow- 
ing the book. The book is all right if 
you never complete it; if you are writ- 
ing it constantly, and if you are revising 
it continuously. 

‘But assume that you are doing these 
things, rest assured that you are on the 
right track—and stay there. You are 
going to have to look at insurance as 
the production and delivery to the user 
of an integrated bundle. But the art of 
it will remain with the underwriter—and 
the companies that don’t realize and act 
on this 


are going to get into more 
trouble in the days ahead than they 


ever did in the past. 

The genuine underwriter will get more 
of his own in the future than he has 
tended to do in the past. Management, 
stockholders, strangers in your midst 
from fire and life insurance, and to 
their degree, agents, have to have some- 
one who can give them the right answer. 
This is truer today than it was yester- 
day. Not every one will agree with this. 
3ut then many didn’t agree with it 10 
years ago, or 25. Unfortunately, there 
still is a disposition to regard the un- 
derwriter as an underpaid, over-rated, 
clerical paper worker who prefers se- 
curity to success. 

“The underwriter is the man who, if 
he exists and functions in a company, 
will enable that company to come out 
ahead 10 years from now. 


Cites Success in Reinsurance 


“There are plenty of illustrations of 
this in the insurance business. Take 
the reinsurance field as one example. 
The professional reinsurers have moved 
through the last five rough years with 
unusual success. In that area, the under- 
writer is highly prized, closely attended, 
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and well paid. The executives in rein- 
surance are underwriters; the under- 
writers are executives. They work hari 
at being undewriters. They travel a lo 
—to where the business is. They are 
constantly studying the business not a 
it was last year or 10 years ago, but a 
it is now, as it is coming in ‘this morn- 
ing. They check the facts, then re 
check them. 

“They supply much of the underwrit- 
ing talent and art that is being exhibited 
in the business today by insurance con- 
panies. As a consequence, they are be- 
ing successful where those who do not 
accord underwriting the respect it de- 
serves are being consistently unsuccess- 
ful,” Mr Brewer stressed. 

“You can find examples in insurance 
companies as well. They shave mate 
money on the casualty and surety lines 
How? 

“A close study of their personnel ani 
operation shows that they have done 
so because they are underwriters. Prac: 
tically everyone in the company excep! 
clerical clerks are underwriters — the 
men in the home office from the young 
man without title to the vice presidet! 
full of honors, the men in the field, the 
men in the regional offices. All are wt 
derwriters—intensely curious about the 
business and about new ideas, constantly 
seeking new facts, continuously modify: 
ing conclusions in ‘the light of realities 
These people do more traveling, a 





more questions, and talk more abot! 
their business everywhere they go that 
their compatriots. They also tend * 
be better paid, they are highly tt 
garded by management, their work} 
backed up, their jobs are regarded wit! 
(Continued on Page 38) 
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Necessary to Cut Combustibility 


In Industry to Maintain Expansion 


If American industry is to continue to 
expand and improve its operating effici- 
ency, strong steps are necessary to re- 
duce combustibility of buildings and con- 
tents, John J. Ahern, director of security, 
General Motors Corp., Detroit, warned in 
an address before the 32nd annual Fire 
Department Instructors Conference in 
Memphis, Tenn., this week. 

“This means use of incombustible struc- 
tural components, substitution of fire- 
resistant fluids for flamable cutting, 
quenching, and hydraulic oils, and sepa- 
ration of large buildings by means of 
draft curtains and_ roof ventilation 
coupled with automatic extinguishing 
equipment built in to reach all areas,” 
he said. “We cannot afford to destroy 
our assets in wasteful, foolish, unneces- 
sary fires. The choice is fire prevention 
or industrial suicide,” Mr. Ahern empha- 
sized. 

Industrial Hazards Increase 

Industrial expansion during World 
War II and in the postwar years saw 
movement of industry into large, sprawl- 
ing one-story structures which are so 
long and wide their interiors are out of 
range of fire department streams, he said. 
Also, solid roofs over these structures 
make emergency ventilation in firefight- 
ing virtually impossible. 

“As we face the future, we can antici- 
pate a tremendous increase in the num- 
ber and severity of industrial hazards,” 


Mr. Ahern continued. “Sources of energy 
are becoming more concentrated, more 
difficult to handle. New chemicals rang- 
ing from liquid metals to rocket fuels 
present fire fighting problems never 
dreamed of just a few years ago. These 
hazards, most of which are incompatible 
with the use of water plus a growing 
water shortage, point up the urgent need 
for development of new extinguishing 
methods,” he said. 

Combustion is basically a chain re- 
action, and many research autlorities are 
pursuing the thought that a chemical 
method may be found to break this 
chain. This would be complete departure 
from our present methods of extinguish- 
ment utilizing cooling and smothering 
procedures, Mr. Ahern continued. Elec- 
trical energy and vibration are being 
studied as fire inhibitors. The future may 
produce fire detection devices similar to 
our radar equipment to locate and ident- 
ify incipient fires before they have burst 
into flame, 

“These and other developments are 
bound to come, but in the meantime, we 
must live with our present situation,” 
Mr. Ahern said “This is why it is your 
business and the greatest education 
challenge in history to convince the pub- 
lic that fire prevention is not just a one- 
week activity but a way of life to be 
practiced every moment of our exist- 
ence.” 





Mutual Cos. Convention 
At Seattle, Sept. 11-14 


The National Association of Mutual 
Insurance Companies will hold its 64th 
annual convention, September 11-14, in 
Seattle, Wash., it has been announced 
by Association Secretary Harry P. Coop- 
er, Jr. Convention headquarters will be 
at the Olympic Hotel. 

Jesse Tapp, chairman of ‘the board, 
Bank of America, San Francisco, will be 
the keynote speaker. Other program 
features, speakers and_ entertainment 
plans will be announced later. 

The annual meeting generally draws 
over 1,000 delegates from fire and cas- 
ualty mutual insurance companies and 
provides the setting for meetings of 
many mutual groups including the Fed- 
eration of Mutual Fire Insurance Com- 
panies, the Mutual Insurance Advertis- 
ing-Sales Conference and Exhibit, the 
Transportation Insurance Rating Bureau, 
the Mutual Insurance Council of Editors, 
the National Federation of Grange Mu- 
tual Insurance Companies, as well as the 
five conference sections of the National 
Association, 


North American RE 


Promotes Adams, Saxe 


_ Directors of the North American Re- 
iNsurance have elected William Adams 
a vice president and Richard W. Saxe 
IS appointed an assistant secretary, Mr. 
Adams joined the North American RE 
in 1947 and was appointed an assistant 
secretary in 1953, while Mr. Saxe be- 
= associated with the corporation in 








N. C. Crop-Hail Rates Cut 


Insurance Commissioner Charles F. 
Gold of North Carolina has approved 
changes in rates for crop-hail insurance 
Coverage amounting to an over-all de- 
crease of about half a million dollars. 
The filing, submitted by the North Caro- 
lina Fire Insurance Rating Bureau, de- 
creases hail rates on tobacco in 42 coun- 
lies, increases them in three with no 
change in the remaining 67. 

The filing also proposed decreases for 
ail insurance on tree fruits in seven 
counties with no changes in 93. The rate 
thanges were based on loss experience 


lor the period 1924 to 1959. 





Mann Succeeds Hutchison 
As Hartford Head Auditor 


Appointment of Edward G. Mann as 
chief auditor of the Hartford Fire In- 
surance Company Group is announced. 
He succeeds Joseph Hutchison who re- 
tired April 1 after nearly 36 years with 
the Hartford. 

Mr. Mann, born in Hartford, was 
graduated from Trinity College and Har- 
vard Business School. Before joining the 
Hartford’s audit department in 1947, Mr. 
Mann had been associated with Price, 
Waterhouse and Co. of Boston and qual- 
ified as a Certified Public Accountant 
in Massachusetts. 

Mr. Hutchison, a native of Glasgow, 
Scotland, has been associated with the 
Hartford since September, 1924. He first 
served with the accounting department, 
transferred to audit in 1929 and was pro- 
moted to chief auditor in 1950. A mem- 
ber of the Scottish Lodge of Masons, 
Mr. Hutchison also is a member of the 
Hartford Group Men’s Club, 
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Serving Our Brokers for 
over Half a Century 


Fuerst GAB Manager at 
New Pittsburgh Office 


Richard C. Fuerst has been appointed 
by the General Adjustment Bureau as 
manager of the newly opened office in 
Pittsburgh (Penn Hills). This office will 
service the area in Allegheny County 
south of the Allegheny River and north 
and east of the Monongahela River with 
the exception of downtown Pittsburgh 
and the territory south of 
east of the Monongahela 


Versailles, 


The 


River. 


territory also includes Westmoreland and 
Armstrong Counties. 

Mr. Fuerst attended the University 
of Pittsburgh and joined the bureau in 
Pittsburgh in 1949. He was transferred 
to New Castle in 1954 and was named 
manager of that office in 1957. 

Edward S. Russick, an adjuster at the 
Scranton, Pa., office, has been appointed 
manager of the New Castle office, suc- 
ceeding Mr. Fuerst. Mr. Russick, a 
graduate of the University of Scranton, 
joined the bureau in 1953 at Scranton, 
where he has served continuously now. 
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More than ever, the public’s desire for a guaranteed 
income when it 1s needed most, resulted in 


CROWN LIFE’S 
NEW BUSINESS RECORD 
$418,656,441 


With confidence that their plans for the future 
will become realities, the public owns a new record of 


$2,471,374,115 
CROWN LIFE POLICIES 


Paid or Credited to 


CROWN LIFE POLICYHOLDERS 
AND BENEFICIARIES $51,684,402 


to so many, living insurance 





NOW SERVING 46 STATES... 


Alabama, Birmingham 
Alaska, Anchorage 
Arizona, Phoenix 
Arkansas 

California, Beverly Hills 
California, Hollywood 
California, Los Angeles 
Caliiornia, San Diego 
California, San Francisco 
Colorado, Denver 
Connecticut, Hartford 
Delaware 

District of Columbia, Washington 
Florida, Jacksonville 
Florida, Orlando 
Florida, St. Petersburg 
Georgia, Atlanta 
Georgia, Wadley 
Hawaii, Honolulu 
Idaho, Boise 

Illinois 

Indiana, Indianapolis 
Indiana, Muncie 


lowa 


Mississippi 


Montana 


Nevada 


Kansas, Wichita 
Louisiana, Baton Rouge 
Louisiana, New Orleans 
Maine, Auburn 
Maryland, Baltimore 
Massachusetts, Boston 
Michigan, Detroit 
Michigan, Escanaba 
Michigan, Grand Rapids 
Minnesota, Minneapolis 


Missouri, Clayton 
Missouri, St. Louis 


Nebraska, Omaha 


New Hampshire 

New Jersey, Newark 
New Mexico, Silver City 
North Carolina 

North Dakota, Fargo 
Ohio, Cleveland 


Ohio, Columbus 

Ohio, Dayton 

Oklahoma, Tulsa 

Oregon, Eugene 

Oregon, Portland 
Pennsylvania, Philadelphia 
Pennsylvania, Pittsburgh 
Pennsylvania, State College 
Pennsylvania, Wilkes-Barre 
Puerto Rico, San Juan 
Rhode Island, Providence 
South Carolina 

South Dakota 

Tennessee, Memphis 
Texas, Amarillo 

Texas, Dallas 

Texas, Houston _ 

Texas, San Antonio 

Utah, Salt Lake City 
Vermont 

Virginia, Norfolk 
Washington, Seattle 
Wyoming, Riverton 


CROWN LIFE 


ESTABLISHED 
1900 


New Jersey: 


INSURANCE COMPANY 


120 BLOOR ST. EAST 
TORONTO, ONTARIO 


Newark—New Jersey Life Associates Inc.—Suite 930/37, Raymond 


Commerce Bidg., 1180 Raymond Bivd.—Mltchell 2-2083 


Hartford—Ellie M. Goldstein, Inc.—962 Asylum Ave.—JAckson 7-9203 
Hartford—Ellie M. Goldstein, Inc.—962 Asylum Ave.—JAckson 7-9203 


Philadelphia—Russell A. Atwater—Room 921, 3 Penn Center Plaza 
Pittsburgh — Paul G. Kekich—1714 Investment Bldg., 239 Fourth 


Washington—R. Goldstein—Suite 507, Colorado Building—NAtional 


Connecticut: 
Rhode Island: 
Mass.: Boston—John W. Powers—79 Milk Street—HUbbard 2-4616 
Pennsylvania: 
Penn.: 
Avenue—GRant 1-9010 
Penn.: Pittsburgh—Thomas E. Malley—2608 Saybrook Drive—CH 1-4313 
Penn.: State College—Albert F. Williams—Metzger Bldg. 
Penn.: Erie—G. A. Vickey—3927 Wood Street 
District of 
Columbia: 8-3244 
District of Washington—Walter Ogus—1420 K Street, N. W.—RE 7-2484 
Columbia: 
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AGENCY OWNERSHIP SUIT 





Wisconsin Court Holds for Agency in 
Suit Against Mutual for Depriva- 
tion of Property Rights 
Another damage suit involving the 
establishment of a principle of law of 
ownership of an insurance agency busi- 
ness, built up by an agent at his own 
expense and effort, has been decided 
by a Wisconsin Circuit Court jury. In 
the case of Joseph Radtke and Herbert 
frochlke, agents at Marshfield, Wis., 
against ‘the Farmers pp Insurance 
Co. of Madison, Wis., the plantiffis were 
awarded $75,000 of their claim of $250,- 
000 by a jury after a 12 day trial in 
Circuit Court at Wisconsin Rapids, Wis. 


Circuit Judge Herbert A. Bunde after 
reviewing the case will hear motions 


after trial before rendering a decision. 
Kaftan & Kaftan, Green Bay, Wis., are 
attorneys for ‘the plaintiff agents. If 
the jury verdict is upheld, the case is 
expected to be appealed to the Wis- 
consin Supreme Court 

The jury upheld a contention of the 
plaintiff agents and found that in 1953 
Farmers Mutual terminated Radtke’s dis- 
trict supervisorshi p without good cause 
and that this act constituted a breach 
of contract. It awarded $70,000 for auto- 
mobile and $5,000 for windstorm insur- 
ance termination. However, a claim of 
$10,000 for termination of a local agency 
on January 1, 1958, was disallowed on 
the ground that good cause did exist. 

The verdict is the second in Wisconsin 
against Farmers Mutual in a series of 
cases involving former supervisors and 
agents in ten midwestern states. Three 
years ago a Milwaukee Circuit Court 
jury found for Jack O. A. Nelson of 
Wauwatosa, Wis., and awarded him $44,- 
000 damages on his contention that the 
Mutual took away his property rights 
in a district and local agency. The ver- 
dict was upheld by the Wisconsin Su- 
preme Court. 

The principal 


difference in the two 


cases is that in the Radtke-Frochlke 
suit there was a written contract, while 
in the Nelson case there was a verbal 


agreement, saauiiie to Kaftan & Kaf- 
tan, plaintiff attorneys in both 
The decisions, the attorneys said, are 
important to the protection of the ex- 
clusive rights of agents to policy infor- 
mation they have complied. 


cases. 


Jaffe Agency Affiliate 
To Deal in Mutual Funds 


Formation of Jaffe Mutu: il Fund 
Agency, Inc., dealers in mutual funds, 
is announced by Alfred I. Jaffe, president 
of Jaffe Agency, Inc., insurance under 
writers. The new firm’s headquarters 
are at 55 John Street, New York City 


Mr. Jaffe is president of the new organi- 
zation. Shim Ben-Lev, widely known in 
the mutual fund field, has been elected 
executive vice president and Milton | 
Lyman vice president. The staff is headed 
by Alberto Prago as manager. 

In a letter sent to 2,500 brokers, Mr 
Jaffe emphasizes that the insurance 
broker, with his knowledge of the family 
financial picture, is qualified to sell mu- 
tual funds to his client. Too often where 
the broker ignores this interest on the 
part of his assureds they are left to deal 
with strangers. The Jaffe professional 
mutual fund staff is ready to provide 
training and assistance to those brokers 
who wish to serve their clients. 

Part of the firm’s service to interested 
brokers will be a program to qualify 
them as registered representatives. Mr. 
Jaffe suggests that brokers in the New 
York metropolitan area who wish further 
information, write for particulars. 


Ll 
Gaither With Hanover 
E. T. Gaither has been 
agent in Tennessee by 
surance Group. An experienced fieldman 
in the Tennessee territory, Mr. Gaither 
will operate from the Hanover Group’s 
headquarters in Nashville. Mr. Gaither 
succeeds former State Agent Ray F. 
Whitt, who has resigned to enter the 
local agency business. 


named state 
the Hanover In- 


Homeowners Policies 
Course Begins May 10 
New York 


week course on May 10 


The Insurance Society of 
will begin a four 
covering the new Homeowners forms 1, 
2, 3,4, and 5. The course 
philosophy behind these 
a discussion of rules governing their is- 
suance. The new forms will be discussed 
in detail and compared with the old forms 

B, and C. Changes currently in pro- 
cess will be discussed as they are ap- 
proved and adopted 


will include the 
contracts and 


Classes meet on Tuesdays and Thurs- 
days from 5:30 to 7:30 p.m. for four 
weeks and the tuition is $25. T. R 


of the under- 
the Home Insur- 


Schulz, assistant manager 
writing department of 


ance Co., will conduct the course. 
Registration forms or further informa- 

tion may be obtained at the Society’s 

office, 225 Broadway, New York City. 


Roy A. Duffus, Jr., Made 


V. P. of Advertising Firm 
Roy A. Duffus, Jr., son of Roy A. 


Duffus, prominent local agent of Roch- 
ester, N. Y., has been made a vice presi- 
dent of the adver rtising agency of Burson- 
Marsteller Associates, Inc., of New York 
Cit y. The firm, which also does public 
relations work, has offices in Chicago, 
Pittsburet and Houston. 


Women’s Program for 
N. Y. Agents Meeting 


Ann Weber of Monticello, women’s 
program chairman for the New York 
State Association of Insurance Agents 


held at the Concord 
Hotel, Kiamesha Lake, May 15-18, has 
arranged a round of activities for the 
wives while their men participate in the 
sessions and workshops. 

The program includes a Luau luncheon 
for the ladies to honor Mrs. Arthur F. 
Blum of Belle Harbor, N. Y., wife of the 
state association president, and Mrs. Paul 
Jones of Tucson, Ariz., wife of the Na- 
tional Association president. The lunch- 
eon will be a bit of Hi aWaii with the em- 
phasis on informality and fun. 

Mrs. Weber has indicated that each 
woman attending will receive a lei, fiesta 
hat, good luck plant or palm tree plant, 
perfume and many other surprises from 
Hawaii. 

Of particular importance to the ladies 
who like to entertain will be a special 
course presided over by the Concord 
Chefs, “Presenting the Art of Preparing 
Hor d’Oeuvres and Decorating Birthday 
Cakes” and there will also be a beauty 
clinic, golf tournament, and a canasta 
and bridge tournament. 

Mrs. Weber emphasized that there will 
be a hospitality room which will be open 


convention to be 


and staffed at all times to assist the 
women in their selection of their activ- 
ities and a place where they can make 


new friends and renew old acquaintances. 





we never know 
will be held. 


a call, soon. 


FINAL EXAM for an insurance program. 


Your client, perhaps...or that prospect who 
delayed a final decision. Too late to bring 
values up to current price levels. No chance 
now to plug gaps in coverage. 

The scene might well be kept in mind; 
when or where the exam 


An L&L fieldman is trained 
to provide expert assistance 
in account analysis. Givehim ™ 
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Lonpon & LANCASHIRE GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 


20 Trinity Street, Hartford, Connecticut 
CHICAGO - 


A Firm Friend of the American Agency System 
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HARTFORD'S 
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METROPOLITAN 
FIRE ASSURANCE 
COMPANY 


J. B. CARVALHO, President 
95 WOODLAND ST., HARTFORD 5, CONN, 





New Hampshire Declares 
5% Stock Dividend 


Directors of the New Hampshire In- 
surance Co. of Manchester, N. H., have 
declared a 5% stock dividend payable 


May 2 to stockholders of record April 
1, “This action,” says President Lester 
S. Harvey, “was taken in recognition 


of ithe improving trend of our business, 
and is in addition to our regular cash 
dividends. We believe that the stock 
dividend will prove attractive to many 
stockholders, and at the same time per- 
mit retention by the company of funds 
helpful in financing our continued 
growth.” 





Brewer Talk 


Continued from Page 36) 


and dignity. 
Key Casualty Lines 


“The lines that you underwrite, on 
which you are specialists, are the lines 
with leverage in the insurance business 
today. Nothing indicates that they will 
cease to be in the future. The company 
that can offer with confidence ‘the key 
casualty lines, notably third party liabili- 
ty—and surety—has an edge in market- 
ing to agents and the public. That com- 
pany can proceed with confidence in 
packaging coverage and in _ corporate 
combination. 

“When and if the life companies en- 
ter the fire and casualty field, I think 
it will be quickly apparent ‘to them, 
if it is not already visible, that the key 
to successful fire and casualty opera- 
tion at every level and with every risk 
is the successful handling of liability 

“Who is going to provide this expert 
handling, this guidance? The casualty 
and surety underwriter, whether at the 
moment he is a field man with an un- 
derwriting background, an executive 
with broad administrative canadanat’ and 
responsibilities. If he is an underwriter 
and if he has never stopped being an 
underwriter, he thas the edge.” 


respect 


Werbel Qualification 
Courses Start May 4 


3ernard G. Werbel announces that en- 
rollment has started for a qualifying 
general insurance course which is ap 
proved by the Insurance Department, 
State of New York. Prospective brokers 
and agents will receive preparation for 
state examinations, 

This course will prepare students for 
the September state examination. 
commences on May 4. Classes are he 
on Monday, Wednesday, and Friday 
evenings from 7 to 10 p.m. There art 
40 three-hour lectures. The school is 
located at “3 Hempstead Tpke., Wes! 
Hempstead, L. I., N. Y. The tuition is 
$85 
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Royal-Globe Group Appoints 
Albert Christian Secretary 





A. A. CHRISTIAN 


Royal-Globe Insurance Group has ap- 
pointed Albert A. Christian as secretary 
of all the companies in the group. He 
will have executive supervision of fideli- 
ty and surety operations countrywide. 

Mr. Christian joined the Group in 
1947 in Los Angeles as superintendent of 
the fidelity and surety department. In 
January, 1950, he was appointed man- 
ager of the Pacific Coast bond depart- 
ment in San Francisco and since 1955 
has been manager of the fidelity and 
surety department in New York. 





Independent Adjusters 
Meet in N. Y. April 20 


John J. McAndrews, chairman of the 
experts committee for the New York 
Association of Independent Insurance 
Adjusters, announced that the associa- 
tion will hold a special meeting on April 
20 at DePalma’s ‘Restaurant in New 
York City. At this meeting a panel of 
experts will answer questions of members 
of the association regarding technical 
features of the adjustment of property 
losses. 

The panel will consist of Neil C. Fisk, 
heating expert, of Brooklyn, Philip Ber- 
man, textile expert of New York City and 
Harold S. Rafner of New Jersey, furni- 
ture and fixture expert. 

Mr. McAndrews, who is the president 
of McAndrews Adjustment Company, 
Inc. of New York City, announced that 
the meeting will be preceded by a dinner. 





Kennedy Monarch Director 


Joseph C. Kennedy, vice president in 
charge of Bankers Trust Company’s 
corporate trust division, was named a 
director of the Monarch Insurance Co. 
of Ohio, it is announced by A. T. Chis- 
holm, chairman of the insurance com- 
pany. Mr. Kennedy began his career with 
Bankers Trust in 1935 after receiving a 
degree from Princeton University, He 
also holds a Bachelor of Laws Degree 
irom Fordham and a Doctor of Juridical 
Science from New York University’s 
School of Law. He was admitted to the 
New York bar in 1940. 

The Monarch is a member of 


the 
Pearl-Monarch Insurance Group. 





MAWHINNEY CAMDEN SPECIAL 


George Mawhinney is named special 

agent in eastern Kentucky for The 
Camden Fire Insurance Association. He 
will have his headquarters at Lexington, 
and will replace H. Pell Brown, who 
as been appointed Deputy Commis- 
sioner, Fire and Allied Lines Division, 
Msurance Department of Kentucky. 


LaPlaca St. Louis Mgr. 
For Atlantic Companies 


David S. LaPlaca has been appointed 
branch manager of the St. Louis office of 
The Atlantic Companies (Atlantic Mu- 
tual and Centennial) according to Robert 
M. Perce, vice president of Atlantic’s 
Midwest division. 

Mr, LaPlaca is a native of Chicago. 
Prior to joining Atlantic in 1954 he had 
been in insurance in various states in the 
midwest. He has recently been serving 
as state agent in the St. Louis office. 


Dawley to Represent 
Camden in New England 


The Camden Fire Insurance Associa- 
tion announces appointment of Brendan 
F. Dawley as special agent in Massachu- 
setts, Rhode Island, and Connecticut. He 
is a native of Malden, Mass., presently 
Norwell. After attending 
Boston University, he entered insurance 
in 1948. He was recently a senior un- 
derwriter for the Employers Insurance 
Co. 

His headquarters will be in the Cam- 
len’s Hartford offi there | rill b 
dens Harttord ofthce, where he wi e 


residing in 


AUTO CLAIMS ASSN. TO ELECT 


The Automobile Claims Association 
will hold its annual dinner meeting Tues- 
day evening, April 19, at DePalma’s 
Restaurant in New York City, Officers 
for the ensuing 12 months will be elected 
and there will also be a general discus- 
sion of loss questions of general interest 
to the members. Mario R. Cacace, 
American Plan Corp., president of the 
association, will be in charge of the 
meeting. 





associated with Manager Gordon L. Wal 
lace and Special Agent Raymond R 
Hansen. 





You make the future more secure! 


The role of the America Fore Loyalty agent 
as a lifetime PARTNER in SECURITY 
to the families in his community 
is the continuing theme of our 
1960 national magazine advertising. 

In each of these messages, 
America Fore Loyalty emphasizes 


to more than 100,000,000 
people the importance of 


carefully planned professional 


protection for their homes 
and family possessions. 










) 
Pie 
porn ic 
PANY ® csr AND 
ynsun ance ~ cen . we 
A om new ant 
ere ANCE COM ay OF come 
He CORT a NUE gynanct 


£0 w' 
sur and vn 
wire goin Te 





































America Fore Loyalty’s 
National Advertising 
Appears In: 


THE SATURDAY EVENING POST 
LIFE * NATIONAL GEOGRAPHIC 
TIME * NEWSWEEK 

READER'S DIGEST * FORTUNE 
U. S. NEWS & WORLD REPORT 





Page 40 






THE EASTERN = 
UNDERWRITER 











April 15, 1960 





Engineering Service Held Useful 
In Reducing Inland Marine Losses 


Members of the Inland Marine Claims 
Association last peng” heard George W. 
Mackay of the New York engineering firm 
of T. J. Kauffeld yn rv speak on the 
useful results of having engineering assist- 
ance in settling inland marine insurance 
losses. He stressed that many losses can 
be settled for far less than original claims 
with the use by insurers of experts in the 
engineering field. He also answered several 
questions submitted by the IMCA, Ex- 
tracts from his address follow: 


An insurance adjuster, even though he 
has spent many years in ‘the business, 
cannot expect to have all the knowledge 
and experience required for an equitable 
adjustment of every loss. There are times 
when he will need the assistance of other 
men whose special training and experi- 
ence can be of much value 

Case Concerning Plunger Presses 


A while back we had a case concern- 
ing three large multiple plunger presses 
that were involved in a railroad accident. 
The presses had been purchased second 
hand and were in transit to the buyer’s 
plant at the time of the accident. The 
adjuster had called in other advisors and 
also an peas from ‘the compay that 
made the presses and they had agreed 
that the presses were a total loss. 

The buyer of the presses submitted a 
claim for $180,000 based on a quotation 
from the press manufacturer. The engi- 
neer that was then called in on the loss 
examined the three presses thoroughly. 
He next checked all ‘the large used ma- 
chinery dealers east of Chicago, but was 
unable to locate any other presses of the 
size and type involved in the loss. In 
fact, the only thing he did succeed in 
doing, up to this point, was locating the 
used machinery dealer who had arranged 
for the sale of the first press, and learned 
from the dealer that the three machines 
had been sold for a total amount of 
about $24,000. 

A phone call to the original press man- 
ufacturer brought only a firm refusal to 
reconsider repairing the damaged ma- 
chines. The engineer ‘then checked his 
own figures on the cost of repairing the 
damaged machines and obtained a firm 
bid from a reputable machine builder to 
place the machines in better condition 
than ‘they were before the accident and 
also demonstrate the operation of the 
machines before shipment for a_ total 
price of about $30,000. 

A conference was then arranged with 
the adjusters and experts for the buyer 
of the machines, and it ey agreed that 
the buyer would accept the damaged ma- 
chines and the $30,000 as full settlement 
of tthe loss. 


Shifting of Dies in Railroad Car 


The next loss that can be cited in- 
volved a considerable number of dies 
that had been damaged by shifting in a 
railroad car during transit. These dies 
had been used for forming sheet metal 
parts for oil stoves. The owner of the 
dies had made a large claim that had 
indicated that the dies were made of tool 
steel and therefore very expensive. 

However, the engineer detected by 
just visual inspection that the dies were 
not hardened tool steel. They were made 
of machine steel which is relatively out 
and cannot be hardened unless a case 
hardening is applied, and case hz Ow 
is of no use for dies of this type. To 
prove this point, the engineer took a coin 
from his pocket and used it to scratch 
one of the dies. This proved that the 
dies had no heat treatment and therefore 
could be repaired at a relatively small! 
cost. 

There was a claim recently for about 
55 television power tubes used in a 
broadcasting station. The tubes had cost 
about $700 each and the claim amounted 
to $38,000. The tubes were still in the 
cartons in which they had been packed 
by the manufacturer and appeared to be 
new. However, the cartons were wet 


due to the failure of a sprinkler head. 
The engineer detected that the tubes had 
been used for what appeared to be a 
longer time than that required for in- 
spection, 

It then developed that there were very 
slight defects in the tubes and that the 
owners had therefore not wanted to use 
them in the important New York City 
station but were keeping ‘the tubes for 
use as replacements in less important 
stations. For that reason, 'the tubes were 
on the company’s books for the nominal 
sum of $25 and not ‘the cost price of 
$700. The engineer advised the adjuster 
that it would cost $25 each to check the 
tubes, and in view of ‘that fact, it was 
agreed that the claim would be settled 
for about $1,200. 

After this was agreed and the case was 
settled, the broadcasting company per- 
sonnel dumped the tubes into a large box 
and smashed them! 


U. & O. Claim on Machine 


Our next case concerns a brand new 
machine which had been purchased by a 
manufacturer over in New Jersey. After 
they had tried for several weeks to get 
the machine into operation, they phoned 


their insurance company and said that 
there was “hidden damage” in the ma- 
chine and that ‘their U. at $1,000 


per day should be paid for any further 
lost time. 

We had a call from one of the insur- 
ance company’s adjusters, who explained 
his problem and also told us that their 
own engineers had reported that they 
did not know whether this machine was 
built to swim, float or fly. This partic- 
ular machine was an entirely new devel- 
opment, and we later learned that it had 
taken over two years to get the bugs out 
of the machine after it was built, but all 
the faults had been corrected and the 
machine had operated satisfactorily in 
the machine builder’s shop. The machine 
had then been divided into several large 
assemblies and shipped to the purchaser’s 
plant, where it was installed under the 
supervision of one of the machine build- 
er’s engineers. 

The machine was designed to put a 
very thin coat of metal on thin plastic 
or paper which was unwound, coated and 
rewound in fairly large rolls. The metal- 
lic coating they were using while we 
were at the plant was aluminum; how- 
ever they had also used brass and cop- 
per. The metal coating was placed in 
the machine in the form of wire which 
was wound on reels. The wire was fed 
through electrodes where the intense 
heat generated actually sublimed ‘the 
wire into a vapor which solidified on 
the plastic sheet in a coat so thin ‘that 
you could almost see through it. Now in 
order to sublime aluminum, it is neces- 
sary to have an almost perfect vacuum, 
better than a quarter micron, and that 
was ‘the cause of their trouble. 

The engineer could find nothing me- 
chanically wrong with the machine, but 
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it was necessary to take the valves apart 
and be sure they were thoroughly 
cleaned, renew the electric heaters in 
the diffusion pumps, and ‘then go all over 
the machine with a very sensitive leak 
detector before the necessary vacuum 
could be obtained. 

After the engineer had written his re- 
port and stated his reasons why the U. 
& O. policy did not cover the time lost 
in setting up the machine properly, he 
received a phone call from the president 
of the company that purchased the ma- 
chine. There was about an hour’s dis- 
cussion over the phone before the presi- 
dent would agree that there had been no 
mechanical break down but that the nec- 
essary care had not been used in the 
installation of the machine and this was 
not covered by his policy. Apparently, 
the president was not too happy about 
the whole problem, but he did agree that 
they had found nothing that was dam- 
aged and they should have used more 
care in assembling the machine. 


Frozen Food Warehouse 


The next case concerned a frozen food 
warehouse in ‘Philadelphia which had 
been damaged by fire. The owners had 
a public adjuster and also had a firm 
of engineers, who had in turn obtained 
estimates for repairs from local con- 
tractors. The claim had then been pre- 
pared, based on the contractor’s esti- 
mates and the engineer’s report which 
they also had notarized. The total 
amount of the claim was 

The adjusters turned this problem over 
to another engineer who made his own 
inspection and estimate of the damage. 
His estimate amounted to $47,000. One 
of the items on the claim estimate that 
was not on this estimate was the entire 
replacement of the concrete floor in the 
warehouse. This floor had not been laid 


properly and although there were many 
large cracks in the floor, it was easily 
apparent to anyone with a knowledge of 
the art that the cracks had developed 
some time previous to the fire. Also, 
there was no evidence of new cracks that 
could have been caused by the fire. After 
considerable discussion, this claim was 
settled for about $55,000. 

We will now discuss a type of equip- 
ment which, because of the work for 
which it is designed and the manner in 
which it is used is the cause of a large 
number of insurance claims, namely, 
construction equipment. If this equip- 
ment is repaired in the shops of the 
large equipment dealers, an estimate can 
be made with an allowance for unforeseen 
contingencies, that should not be too 
far out of line with the actual repair 
cost. However, the repairs are often 
made by the contractor's own men and 
since the machinery dealer has to make 
his profit on the repair parts and there 
is no control over the hours charged to 
the job, it soon becomes apparent that 
the only limit on the cost of the job is 
the amount of insurance the owner hopes 
to collect. 


Average Construction Equipment 


Another angle is added to the con- 
struction equipment loss by the owner 
who makes a claim for a piece of equip- 
ment whose useful life has ended and 
the machine can only be used for spare 
parts or the scrap pile. About a year 
ago, there was a claim for damage to 
a medium size crawler type power shovel. 
This machine had stood in an open field 
all winter. No protective coating had 
been applied to any of the working parts, 
the window in front of the operator's 
seat had been left open, no locks were 
on the doors and there was a heavy coat 

(Continued on Page 41) 
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New Inland Marine Interpretations 


Three new inland marine interpreta- 
tions have been issued by the Committee 
on Interpretation of the Nation-Wide 
Marine Definition in New York Citv of 
which Joseph G. \Bill is executive secre- 


tary. They include coverage of money 
on physician’s premises, oil lease prop- 
erty form and conditional sales policies. 
In all three cases the committee ruled 
in the negative on the queries. The in- 
terpretations follow: 

No. 142, Coverage of Money on Physi- 

cian’s Premises 

Inquiry: “Is coverage of money on 
the office premises of a physician class- 
ifiable as inland marine insurance under 
Section E. 2. (d), Physicians’ and Sur- 
geons’ Instrument Floaters or other- 
wise ? 

“Could such money be considered in 
due course of transportation under the 
exception contained in Section E. of the 
last paragraph of the definition?” 

Opinion: “It is the committee’s opinion 
that money on the office premises of a 
physician under usual or normal circum- 
stances is not in due course of trans- 
portation, and insurance thereof is not 
classifiable as inland marine insurance.” 

No. 143, Oil Lease Property Form 

Inquiry: “The policy in question pro- 
vides: “This policy attaches for $ - - -. 


on property consisting of tanks, pumps, 
machinery, pipe, and all other similar 
equipment and/or personal property of 
a mobile or floating nature, including all 
crude petroleum in tanks, usual to the 
operation of a producing oil or gas well, 
while temporarily situated at producing 
well-sites anywhere within the United 
States including while in transit as often 
as may be required during the currency 
of this policy.’ 

“Is the policy classifiable as inland ma- 
rine insurance ; ry 

Opinion: “Negative. Coverage of some 
of the property included in the above is 
not classifiable as inland marine insur- 
ance as indicated in Interpretation Nos. 
95 and 112.” 
No. 144, Installment, Conditional Sales 

Policies 

Inquiry: “Is it the committee’s inter- 
pretation of Section E. 2. (0) of the 
Definition that sales transactions other 
than those between seller and ultimate 
consumer are contemplated under inland 
marine installment sales or deferred pay- 
nient policies? A case in point would be 
a dealer’s stock of merchandise procured 
from a manufacturer under a form of 
purchase agreement permitting partial, 
conditional or installment payments.” 

Opinion: “Negative.” 





Aetna C. & S. Advances 


Boone, Givens, Ver Merris 


Aetna Casualty & Surety has advanced 
the following to general managers in 
their respective cities in keeping with 
unification of the company’s casualty, 
fire and marine insurance operations: 

William A. Boone, Washington, D. C.; 
A. C. Givens, Charlotte, N, C.; Harold 
J. Ver Merris, Grand Rapids, Mich. 

Mr. Boone, a graduate of Swarthmore 
College, joined the company in 1930, 
served in supervisory capacities at Phil- 
adelphia, Boston and the home office at 
Hartford before being named manager at 
Washington in 1951. 

Mr. Givens, manager at Charlotte for 
the past six years, came with Aetna 
Casualty in 1925 after his graduation 
from Columbia University. He was man- 
ager of the Wheeling, W. Va., office 
before going to Charlotte. 

Mr. Ver Merris joined the company 
at Grand Rapids and served as super- 
intendent of the underwriting depart- 
ment there for eight years before being 
appointed manager in 1956. 





Preferred Income Rises 

A 41% increase in net income for 1959 
is reported by Preferred Insurance Co. 
ot Grand Rapids, Mich. Reflecting an 
improvement of $280, 349 i in underwriting 
results, the company’s combined under- 
writing and investment income reached 

966, compared to a loss of $226,712 
Rene Total 1959 net income rose to 

5,845. 

Wendell Berman, chairman of the 

rd, in his first annual letter to Pre- 
ferred shareowners stated that manage- 
ment’s objective is an acceleration of 
the company’s growth through further 
acquisition of well managed insurance 
companies. The joining of Southwestern 
ndemnity with Preferred earlier this 


year was cited as an initial step in this 
direction. 





AETNA TRANSFERS GARRETT 

Transfer of Special Agent Charles A. 
Garrett, Jr., from (Mississippi to Dallas, 
Texas, has been announced by President 
H.\M. Mountain of 'the Aetna Insurance 
Co. Mr. Garrett is a native of Texas, 
and was formerly with the Fire Insur- 
ance Division doing rate work through- 
1055, the state. He joined the Aetna in 


Petersen Vice President 
Of Allstate Companies 


Walter R. Petersen has been elected 
a vice president of the Allstate Insurance 
Companies, Skokie, Ill. In charge of 
renewal sales and prospect development, 
he is one of five officers in Allstate’s 
marketing department which was or- 
ganized in 1958. 

Mr. Petersen, who celebrated 20 years 
of service with Allstate last October, 
jcined the companies as an agent in 
1939 in California. In May, 1942, he was 
promoted to sales manager of the Cali- 
fornia regional office. 

After military service during World 
War II, Mr. Petersen returned to Allstate 
and was promoted to Pacific Coast zone 
sales manager in 1950, and in April, 1956, 
joined the companies’ home office staff 
as director of auto insurance develop- 
ment. He became an assistant vice presi- 
dent in July, 1956, 


ASCHIM MADE STATE AGENT 

Vice President C. L. Zook announces 
appointment of R. L. Aschim as state 
agent of northern Illinois for the Na- 
tional of Hartford Companies, members 
of the Continental-National Group. Mr. 
Aschim is a native of Iowa and was with 
the Iowa Insurance Service Bureau for 
six years before he joined the National 
Companies in 1947 as special agent in 
Iowa. 





Engineering Service 


(Continued from Page 41) 


of rust in many places. A claim was 
made to the shovel owner’s insurance 
company for replacing the engine, which 
the owner claimed had been damaged by 
vandals putting water in the gas tank 
and crank case oil. When the engineer 
inspected this shovel, he found that the 
cylinder head had been removed, a new 
gasket installed and the head replaced. 
The spark plugs had been replaced, the 
battery changed and the manifold re- 
moved but not replaced. The owner 
claimed that the shovel was in good con- 
dition when they finished the last job 
and that he had a good mechanic repair 
the machine but that he could not get 
it running, so they had to have another 
motor. The owner also claimed that the 
doors on the cab were locked and that 
vandals had broken the locks and the 
glass in the cab windows. The owner 
also claimed that due to being unable to 
use his own shovel, he had to use a rental 
at a cost of $125 per day. The engineer 
could find no evidence to justify the 
owner’s claims. All the engineer could 
see was a worn out rusted machine, no 
longer worth putting into operating con- 
dition. Neither could he understand why 
they had put a new gasket under the cyl- 
inder head and replaced the head if the 
cylinder walls were rusted, or any reason 
for wasting time and money on new 
parts. An examination of the hasps on 
the doors gave no indication that locks 
had been on the doors and later broken. 
However, the owner of the shovel hired 
a lawyer and brought suit for damages. 


Case of Bulldozer 


Another case of more recent vintage 
concerned a_ bulldozer. This owner 
claimed that vandals had thrown sand in- 
to the gas and oil tanks. When the en- 
gineer went to inspect this machine, it 
was standing in an open windswept spot 
behind the owner’s house. There was no 
pavement under the machine, just hard 
packed sand. 

The crankcase pan had been dropped 
and one connecting rod cap and several 
small parts laid in the crankcase oil, 
also the head and piston had been re- 
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moved from one of the jock cylinders. 
However, the engineer could detect no 
cutting of the bearings or cylinder wall 
that should have been evident if sand 
had recently worked into such parts. 
All he could see were surfaces that had 
become badly worn from the normal use 
of such a machine. In fact, the machine 
Was just so worn out that it was no 
longer worth the cost of repairs. 

The owner had claimed that this bull- 
dozer was new in 1948. Now 12 years is 
quite a long life for a bulldozer. You 
know the normal practice is to depreci- 
ate such equipment in five years, but a 
later check with the manufacturer devel- 
oped that this machine was built in 1942. 
This case is very recent, but we have al- 
ready heard that the owner has hired 
a lawyer and intends to bring suit. 

Questions by IMCA Members 

I will now try to answer the five ques- 
tions which have been proposed by your 
committee. 

(1) Why do some experts fail to stand 
behind their opinions and estimates? 
I know no reason why an expert should 
not stand behind his report, unless he is 
either incompetent or has not taken 
enough time to get the information 
needed. Of course, it is always possible 
that he has made a mistake, in which 
case I think he should be allowed to 
correct it. 

(2) How do you determine the sound 
value of a crane, a shovel, a derrick, a 
bulldozer, etc.? Equipment of this type, 
that is construction equipment, particu- 
larly bulldozers, receive rougher treat- 
ment than most other kinds of machin- 
ery. Although age is a factor in deter- 
mining value, the actual condition of the 
machine is much more important, and 
the hours of use as shown by the engine 
clock should also be considered. We, 
therefore, have four factors ito be consid- 
ered: how the machine has been used, 
how it has been maintained, the amount 
of time the machine has been used and 
the actual age of the machine. 

(3) What is obsolescence? Obsoles- 
cence is a decrease in the value of any 
property, due to technological improve- 
ment. This decrease may be very rapid 
or in most cases very slow and depends 
entirely on the rate of development in 
the property being considered. There 
have recently been cases in missiles 
where they were obsolete before the 
prototype was completed. 

(4) What is depreciation? Deprecia- 
tion is a decrease in value due to wear, 
tear, obsolescence and physical decay. 
Depreciation is also an arbitrary per- 
centage of the cost of a property, which 
is set aside each year and theoretically 
with the salvage should replace the prop- 
erty when replacement becomes neces- 
sary. 

(5) How valuable is an expert in dol- 
lars and cents when liability is clear? In 
the few cases already mentioned, there 
is a difference of about $300,000 between 
the original claims and the amount of the 
settlement. I am now working on a claim 
that was originally over $1,500,000 which 
we hope to settle for less than a half 
million dollars. 
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McCullough, Morrell 
Now Executive V. P.s 

OF CONTINNENTAL CASUALTY 

Donald V. Maxfield Promoted 


President-Comptroller; Action 
By Board of Directors 


to Vice 
Taken 


As highspotted in our April 8 


yard of directors 


issue, 


Continental Casualty’s bi 


ive elected Frank V. McCullough and 
Louis C. Morrell as executive vice presi 
lents and Dona V. Maxfield as vice 


ie 
Moffett Studio 
FRANK V. McCULLOUGH 

president and comptroller. These pro 
motions have been favorably received 
throughout Continental’s field organiza- 
tion 

Mr. McCullough joined the company in 
1945, and was elected an assistant secre- 
tary in 1952. In 1955 he was promoted to 


DONALD V. MAXFIELD 


post of assistant to the 


vice president, 

and in 1956 was elected vice president 
In April, 1958. Mr. McCullough was 
elected to the board of directors. He 
was educated at University of Illinois 
Mr. Morrell has been associated with 





Continental Casualty’s accident and 
health department since 1945. He became 
an officer of the company in 1950 and was 
elected to the board of directors in Jan 
uary, 1952. He is executive head of Con 
tinental’s A. & H. department, one of 
the best in the industry. He was edu 
cated at University of Southern Cali- 


fornia, Los Angeles, majoring in business 
administration 
Donald V. Maxfield joined the Con 


tinental Casua!ty in 1957 as assistant vice 
president and comptroller after five years 
as assistant auditor of the Northern 
Trust Co., Chicago. A graduate of Uni 


versity of [linois, he served in the United 





LOUIS C. MORRELL 


States Army as a major in the Third 


Armored Division, 





N. Y. Dept. Sets April 21 for 
Assigned Risk Hearing 


Superintendent of Insurance Thomas 
Thacher has called a public hearing on 
proposed revisions of the New York 
state automobile assigned risk plan. The 
hearing will be held at 10 a.m. on Thurs- 
day, April 21, at the New York County 
Lawyers Association, 14 Vesey Street, 
Manhattan 

The Department's hearing 
vide an opportunity for those concerned 
with and affected by the plan to sub- 
mit information and proposals which will 
be of assistance to the Superintendent 
in considering changes in the present 
rules of the plan. Under the Insurance 
Law the Superintendent ! 


harged with 
seeing that these rules are reasonable 


will pro 


is c 


Christian to Preside at 
Royal-Globe Bonding Meet 


A. A. Christian, secretary of the Royal- 
Globe Insurance Group, will be chair- 
man of a two-day meeting of the Group’s 
fidelity and surety men—department 
heads, bond superintendents, special rep- 
resentatives and claims men—on May 
2-3 at the Cavalier Hotel, Virginia Beach 


Slated for discussion are Royal-Globe’s 
bonding and underwriting plans for 1960 

The program includes a talk on “De- 
velopment of Your Executive Ability” 


by William Sharwell of the public re- 
lations and personnel department of the 
American Telephone & Telegraph in 
wa York and on “Contractors Tax 
Problems,” by William Blackmon of 
Price, Waterhouse & Co. 


N. Y. Brokers Fighting 
Assigned Risk Revision 


A SURVIVAL FUND IS SET UP 


Thousands of Letters Being Mailed to 
Gov. Rockefeller Protesting Elimina- 
tion of Section 21 of Plan 





Thousands of insurance brokers and 
agents of Greater New York launched 
an all-out fight this week against the 


proposed changes in the New York auto- 
mobile assigned risk plan. Their par- 
ticular gripe is that the plan’s govern- 
ing committee has recommended to the 
New York Insurance Department the 
elimination of Section 21, known as the 
acquisition cost and field supervision sec- 
tion, which stipulates 10% commission for 


br -okers and agents on assigned risks. 

John Donovan, secretary of the newy 
created Insurance Agents and Brokers 
l:mergency Survival Fund with head- 


quarters at 5 Beekman Street, N. Y., 
which is spearheading the fight, declares: 
“We feel that insurance companies are 
aiuning (1) to eliminate commissions on 


automobile assigned risk plan business 
and (2) we feel that this wi.l result in 
stricter underwriting which will force 
iivre regular business into the Assigned 
iKisk Plan, thereby giving companies up 
to 100% increase in rates.” 
“Protest” Letter Being Mailed to 
Rockefeller 


In alerting brokers and agents to this 
emergency the Emergency Survival 
fund’s first move was to supply them 
with the draft of a “protest” letter to 
send to Governor Nelson A. Rockefeller. 
hese letters were being mailed yester- 
day (April 14) to Albany, signed by in- 
dividual brokers and agents. It con- 
tained three points as to the conse- 
quences which will follow if the Gov- 
ernor allows the proposed assigned risk 
pian changes to be made. They are as 
I : OWS: 

“The public will be deprived of the 
represent: ition they need from insurance 
brokers and agents in the acquisition and 
their 


proper servicing of automobile in- 
surance needs 

2.“The new proposals will penalize 
motorists with an additional 10% sur- 


charge in spite of having no accidents or 
at itions, 

“The schedule of 
motorists with 


surcharges on 
accidents or violation wil 


actually make it inviting for insurance 
companies to cancel policies and force 
motorists into the Assigned Risk Pool 


at exhorbitant rates. This will defeat the 
argument that the amendments will ‘de- 
populate’ the New York State Auto- 
mobile Assigned Risk Plan.” 


Strategy Approved by Brokers’ Joint 


Counsel 

learned this week that or 
ganized program has been approved by 
the Brokers Associations’ Joint Counsel 
Reportedly, the Bronx Westchester Bro- 
kers ges m, Greater New York In- 
surance Brokers Association, Brooklyn 
eB Brokers Association and Gen- 
eral Insurance Brokers Association are 
joining in the Emergency Survival Fund’s 
all-out effort. 

Another phase of 
a letter which the 


It was 


this campaign is 
Fund has prepared 





Hardware Mutuals Receives 
Nat'l. Safety Council Award 


Hardware Mutuals of Stevens Point, 
Wisc., have won the National Safety 
Council’s 1959 Public Interest Award for 


exceptional service to traffic safety pro- 
grams. This is the fourth time these 
companies have won the award, council 
President Howard Pyle announced. 
Through the use of newspaper stories, 
radio, and safety handbooks, Hardware 
Mutuals carried traffic safety messages 
to more than 28 million Americans last 
year. In their effort to help curb traffic 
accidents, the companies as a_ public 
service, timed these safe driving mes- 
sages for release prior to the major holi- 


days reaching motorists just before they 


started on holiday outings. 





THE 
PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 
ARE BUILDING 
FOR 
THEMSELVES 


EXCELSIOR 


INSURANCE COMPANY OF NEW YORK 
SYRACUSE N 








Elected Maryland Casualty 
V. P. In Charge of Bonding 


ALBERT H. WALKER 


Albert H. Walker, manager of Mary- 
land Casualty’s bonding division, has 
been elected a company vice president 
in charge of all bonding operations, 
William T. Harper, chairman of the 
board and president, announces. 

He succeeds E. Kemp Cathcart, who 
retired on March 31. 

Mr Walker joined the company in 
1938 and for the last ten years has 
been manager of the bonding division 
and general assistant to Mr. Cathcart. 
For several prior years he was assistant 
of the company’s Boston office. 

Mr. Walker is a member of the ex- 
ecutive committee of the Surety As- 
sociation of Casualty & Surety Cos. 





for brokers to mail in large numbers to 
their insureds. The hope is that insured 
mantels will be stimulated to send this 
letter to Governor Rockefeller and reg- 
ister their strong opposition to the pro- 
posed changes in the plan. Producers 
are being urged to attend the Insurance 
Department’s public hearing on this sub- 
iect which has been set for April 21 at 
10 a.m. at the New York County Law- 
vers Association, 14 Vesey St., New York 


Morris of Standard Accident 
Opens Mass. Safety Meetings 


David Morris, president of the Insur- 
ance Fleet Safety Associates, presented 
the introductory address which began 
a five week safety conference sponsore 
by the Safety Council of Western Massa 
chusetts, in Springfield. Conference 
ncn is ‘ ‘Essentials of Safe and Efficient 
Fieet Operations.” 

Mr. Morris is supervising engineer of 
the Standard Accident’s New Englan' 
branch in Boston. James Sullivan, eng 
neering representative in this branch, 
served as one of the conference leaders 
Conference leaders for the program are 
safety engineering experts from capita 
stock and mutual insurance companies 
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In a letter to stockholders on April 
7 President A. Lawrence Peirson, Jr., 
and Board Chairman Donald Falvey of 
Massachusetts Bonding brought them up 
to date on developments in the company’s 
situation since mid-February when a 
tender offer was made to stockholders 
to buy their shares at $45 a share. 

Chief developments are as follows: 

(1) The Massachusetts Senate by vote 
of 31-5 on March 25 defeated a legislative 
bill designed to remove from Chapter 
175 of the Commonwealth’s Insurance 
Laws the prohibition against life com- 
panies investing their funds in the stock 
of any other insurance company, directly 
or indirectly. 

(2) Suit brought recently by 
holders J. F. Cleary and Kathleen Cleary 
of Maynard, Mass., holders of 100 
shares of Massachusetts Bonding com- 
mon stock, alleging “packing” of the 
company’s board of Pr inesioin 

(3) On March 25 Superior Court of the 
Commonwealth, on petition of a stock- 
holder of Massachusetts Bonding, issued 
an order restraining the company from 


Stock- 


Set June 6 as Date for Court Trial “Upon 
Merits” is Massachusetts Bonding Case 


holding its stockholders’ 
ing on March 29. 

(4) On March 31 when hearing on this 
petition was held, the restraining order 
was continued in effect until further 
order of the Court. The trial upon the 
merits is scheduled for June 6, 1960. 

Messrs. Peirson and Falvey advised 
stockholders in their letter that “your 
ms inagement is convinced that an asso- 
ciation with a large life insurance com- 
pany (see Page 30, March 11 issue, The 
Eastern Underwriter) would be most 
detrimental to your corporation and to 
your interests. There are compelling 
reasons for this opinion. . . . The Insur- 
ance Department of Massachusetts is 
aware of facts contained in this letter 
and had representatives present at the 
Court hearing on March 31. While the 
Court’s restraining order is in effect no 
further effort can be made to change the 
management of your company.” 

Stockholders were assured that they 
would be kept fully informed of sub- 
sequent developments and that advance 
notice would be given to them as to when 
the annual meeting can be held. 


annual meet- 





Public Service Mutual 
Shows Continued Growth 


Samuel Davis, president of the 36-year 
ald Public Service Mutual Insurance 
Company, New York City, announces 
highlights of the company’s annual re- 
port. Mr. Davis, who organized the 
company and has been active in its man- 
agement since its inception, reported all 
time highs for premiums written, in- 
yestment income, surplus and assets. 
Admitted assets hit a record $35,502,- 
(01, in 1959, an increase of 14.1%. Policy- 
holders surplus of $7,025,649 represents 
an increase of 35.5%. The 1959 net-pre- 
miums-written figure of $16,819,922 is 
8% greater than that of 1958. Unearned 
premium reserve increased by $1,396,159 
reaching $7,806,279. Earned premiums 
reached $15,423,762, an increase of 2.9%. 

Ratios of losses and loss adjustment 
expenses to premiums earned and under- 
writing expenses to premiums written 
were 60.2% and 29.8% respectively com- 
pared with 73.1% and 31.9% for 1958. 
Investment earnings after expenses, at 
$91,507, were up 8.1%. 





Ammon L. Miller Retires; 
J. W. Crews Succeeds Him 


The retirement of Ammon L. Miller 
as secretary of the Benefit Association 
of Railway Employees, Chicago, is an- 
nounced by President Paul E. Keller. 
John W. Crews will succeed Mr. Miller 
a secretary, in addition to continuing 
as vice president of the Group division. 
With the association for more than 
% years, Mr. Miller has served on the 
hoard of directors and as secretary for 
oer 13 years. He will continue as di- 
rector, 

Mr. Crews has been with the associa- 
tion 23 years, serving on the board of 
tirectors. He is an active representa- 
tive in the HIAA. 





Aetna C.&S. Elevates Johnson 


Donald M. Johnson has been named 
xeneral manager of the Los Angeles of- 
fee of Aetna Casualty & Surety. 
The appointment of Mr. Johnson, who 
las been manager of the office for the 
bast four years, comes in connection 
with unification of the company’s casual- 

¥, fire and marine insurance operations. 
He joined the Aetna in 1946. 





MICH.’S AUTO AR PLAN GAINS 

Michigan’s automobile assigned risk 
Man is experiencing a yearly gain of 
‘pProximately 10% and has an annual 
Wnover of some 20,000 drivers, accord- 
ng to A. S. Cowlin, manager of the 
lan which works out of the Compensa- 
tion Rating Bureau offices in Detroit. 





Benefit Assn. of Railway 


Employees Now in Hawaii 


Benefit Association of Railway Em- 
pioyees, Chicago, is now licensed in 
Hawaii, Paul E. Keller, president of the 
association, announces. 

Now licensed in all 50 states and the 
District of Columbia, this 47 year old 
mutual legal reserve life insurance com- 
pany provides protection plans for more 
than 2,800 employe groups and 185 rail- 
roads, in addition to individual accident 
and sickness, hospitalization, and _ life 
insurance. 


Mass. Bonding Names 
McOsker N.E. Office Sup’t 


Allan K. McOsker has been promoted 
to bonding superintendent in the New 
England branch office of Massachusetts 
Bonding. 

A graduate of Tufts College and Suf- 
folk Law School, Mr. McOsker was re- 
cently admitted to the Massachusetts 
Bar. He served in the Mediterranean 
area with the U. S. Navy as Lieutenant 
JG. before joining the bonding depart- 
mtnt of the Employers’ Group. He came 
to Massachusetts Bonding in 1956. 





Universal Automobile Ins. 
Co. Men Get Recognition 


The following executives of Universal 
Automobile of Indianapolis have recently 
received recognition in the industry: 

Seymour M. Bagal, general counsel for 
Universal, was elected a member of the 
Federation of Insurance Counsel, an 
organization of attorneys specializing in 
the defense field which conducts seminars 
relating to insurance defense work, 

J. Edward Faust, Jr., vice president 
and actuary of Universal, was appointed 
a member of the assigned risk committee 
of the National Association of Inde- 
pendent Insurers. This committee is to 
find solutions to the growth of the num- 
ber of people that are not acceptable on 
the standard underwriting basis. 

Ted E. Moravec, director of agencies 
was elected to the board of directors 
and appointed assistant secretary of Uni- 
versal Automobile at a recent meeting of 
the board, 





ALMQUIST HEADS ASSN. 

Norman S. Almquist of the Hardware 
Mutual Casualty of Stevens Point has 
been elected president of the Twin 
Cities Casualty Underwriters association. 
Other officers include George R. Plaster, 
Great Northern, and Orville G. Haugen, 
American Hardware Mutual, vice presi- 
dents, and James A. Kochevar, Agricul- 
tural Group, secretary-treasurer. 


HENRY T. DUNN PROMOTED 





Named by American Casualty to Ad- 
ministrative Ass’t. in its Home Office 
Claims Dept.; His Background 





Henry T. Dunn, formerly a home of- 
fice claims examiner, has been promoted 
to administrative assistant in the home 





HENRY T. DUNN 


office claims department of American 
Casualty Group. His appointment was 
announced by Walter J. Dodd, assistant 
of this department. 

Mr. Dunn’s new duties include office 
vice president and administrative officer 
management of the claims department, 
investigation of new methods and pro- 
cedures company-wide, and continued 
responsibility for ‘the operation of a 
training school run by the department. 

A World War II veteran, Mr. Dunn 
served in the Counter Intelligence Corps 
as an officer. A graduate of University 
of Scraniton, he received his law degree 
from Temple University. He is a vet- 
eran of 19 years in the insurance in- 
dustry. 

At the same time, Mr. Dodd announced 
the appointment of Ralph W. Rapecis as 


fire supervisor in ACCO’s New York 
branch office claim department. He has 


had 14 years of claims experience. 





State Farm Companies Plan 
Regional Meets for Agents 


A record number of State Farm Com- 
panies’ agents have qualified to attend 
a record number of regional conventions 
in the next two months. 

About 5,600 agents, wives, and regional 
and national officers—including over 2,200 
local agents who will be honored for 
outstanding production during a _ 12- 
month qualifying period—will attend six 
conventions, starting with a three-day 
meeting at the Shamrock Hilton Hotel, 
Houston, April 11-13. 

Following the Houston meeting will 
be conventions in Salt Lake City (Hotel 
Utah, May 9-11). Denver (Hilton Hotel, 
May 16-18), Philadelphia (Sheraton 
Hotel, May 23-25), Chicago (Conrad Hil- 
ton Hotel, May 26-28). and Miami Beach 
(Bal Harbour Hotel. June 27-29). 

Chairman of the Board Adlai H. Rust 
will address the closing session at each 
convention. Discussions of State Farm’s 
multiple-line operations, new class plans, 
and homeowners’ programs will high- 
light the conventions. 





NEW GEORGIA C. & S. OFFICERS 

Directors of Georgia Casualty & Surety 
Co, of Atlanta have elected the follow- 
ing officers for 1960: D. D. Dominey Jr., 
president; E. M. Saunders, executive 
vice president; David I. Weeks, vice 
president; E, Ragan Pruitt, secretary, 
and H. Y. Hutcheson Jr., treasurer. 


MORE RIGHTS FOR MICH. WOMEN 





High Court Sets Precedent, Awards 
Damages to Injured Man’s Wife 
For Loss of “Consortium” 
Michigan’s precedent-shattering Su- 
preme Court added potentially to future 
damage judgments to wives of seriously 
injured men by granting them the right 
to sue for loss of “consortium.” The 
opinion was another narrowly split de- 
cision, 4—3, with one justice not par- 

ticipating. 

Justice Talbot Smith who wrote the 
majority opinion in favor of Mrs. Shir- 
ley Montgomery of Garden City, called 
it “the most important advance in 
rights of women in Michigan since they 
got the right to vote.” 

‘Mrs. (Montgomery had sued William 
S. Stephan, driver of a car which col- 
lided with her husband’s vehicle, injur- 
ing him so severely that he was alleged- 
ly reduced to “a physical and psycho- 
logical wreck, a mere shell of manhood, 
unable to sleep, unable to work effec- 
tively, in constant pain, scared and wor- 
ried constantly.” She asked $35,000 dam- 
ages, pot on the ground of loss of 
consortium. 

It was shown at trial that Montgom- 
ery lost through his injuries voluntary 
functioning of his kidneys, four frac- 
tures of the pelvis, puncture of the ab- 
domen and other severe injuries. 

Judge Carl M. Weidman of Wayne 
county (Detroit) circuit court had dis- 
missed the case, holding state law and 
precedents precluded recovery of dam- 
ages on the grounds claimed. The Su- 
preme Court however, remands the case 
to the lower court for proceedings “ not 
inconsistent with the majority opinion.’ 

Justice Smith held it was time to dis- 
card the rule laid down in cases called 
“a monument to blind adherence to 
worn-out precedent.” He noted that 
precedent would hold the wife had suf- 
fered no compensable injury “when she 
has been forced by the defendant to ex- 
change a heart for a husk. The obstacles 
to the wife’s (court) action were judge- 
invented and they are herewith judge- 
destroyed.” Justices Eugene F. Black, 
George Edwards and Thomas Kavanagh 
signed with Justices Leland Carr. John 
Dethmers and Harry F. Kelly dissent- 
ing. 





Diehl Succeeds Reid at SF 
For Zurich; Lewis Advanced 


Robert O. Diehl had been promoted to 
manager of Zurich-American’s San Fran- 
cisco branch, succeeding William M. 
Reid. Mr. Reid, who has served as branch 
manager for 38 years, will continue in an 
advisory capacity until October. 1960 
when he will retire, Allan D. Lewis suc- 
ceeds Mr. Diehl as Detroit manager. 

Mr. Diehl joined Zurich-American as 
an underwriter in 1946. From 1950 to 
1953 he was sales representative, until 
promoted to superintendent of the 
Detroit underwriting department. In 1958 
he became manager of the Detroit 
branch, 

Mr. Lewis came with Zurich-American 
in November, 1959 as superintendent of 
sales for the Detroit branch. With 
Standard Accident for 16 years, he was 
also casualty superintendent of the Fire- 
man’s Fund before joining Zurich. 





MASS. BONDING NAMES DUPERRE 


Albert A. Duperre has been appointed 
manager of agency accounting depart- 
ment of Massachusetts Bonding. He is 
a graduate of Bentley School of Ac- 
counting and Finance and a recent grad- 
uate of the company school. He joined 
the company in 1946 after four years in 
the Army. 





MERIT matic in Rhode Island 


MIERITmatic auto insurance will be 
sold in Rhode Island. beginning April 
18. through the American Guarantee & 
Liability. This low-cost plan of Zurich- 
American Companies’. is already being 
written in 23 states, and. in Rhode Is- 
land it will be basically the same policy 
as now written in the other states. 
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State Capitals Report Recent 


Workmen’s Compensation Trends 


New developments with respect to work- 
men’s compensation legislation and adminis- 
tration, industrial safety and related mat- 
ters, as Yreported from state capitals 
throughout the nation, include the follow- 
ing : 


MONTANA: Exemptions and restric- 
tions included in Montana’s occupational 
disease law enacted by the 1959 legisla- 
ture were viewed as preventing any 
wholesale transfer of victims of silicosis 
from state welfare rolls to those of 

The State Welfare Board has cut maxi- 
mum payments to silicotics — $75 to 
$50 a month, effective March 1, because 
there has been an increase in one case- 
load and funds are not avaiable to per- 
mit coatinuation of expenditures at 
former rates. Welfare board officials 
believe that at least 40 now on welfare 
rolls could qualify under the new act 
where benefits range from $25.50 to $42.50 
a week, 

Chairman Robert F. Swanberg of the 
industrial accident board said no claims 
had yet been allowed for disabilities 
resulting from exposure to silica dust 
despite the fact that the law has been 
in effect since last March. 

Mr. Swanberg revealed there had 
been several inquiries regarding the act, 
which for the first time lists silicosis 
as an industrial or occupational disease. 
However, investigation showed that none 
of the applicants could qualify. The 
prevalence of silicosis has been greatly 
reduced by the introduction of wet 
drilling in the underground chambers. 

A restriction that an applicant must 
be totally disabled probably would keep 


many interested persons from qualify- 
ing. The law, he added, specifically ex- 
cludes partially disabled persons from 
benefits. 


NEW JERSEY: A bill providing that 
employers who fail to comply with cer- 
tain safety regulations as established 
by the State Labor Department would 


be subject to the payment of double 
workmen’s compensation has been in- 
troduced in the New Jersey legislature 


by Assemblyman John J. Kijewski of 
Hudson County. 
Another measure introduced under 


different sponsorship would raise maxi- 
mum workmen’s compensation benefits 
$5 a week, to bring payments for total 
disability to $45 a week and for partial 
disability to $40 a week. 

NEW YORK: Associated Industries 
of New York State, Inc., announced it 
would support proposals to: Provide for 
employer participation in the present, 
unlimited free choice of physician by 
employes to assure adequate and com- 
petent medica] care for injured workers. 
Among other proposals—to give the Ap- 
pellate Division and Court of Appeals 
new jurisdiction to review questions of 
fact in addition to questions of law and 
power to reverse or remand a case where 
record reveals “clearly erroneous” evi- 
dence of fact (present jurisdiction is 
limited to questions of law only); define 
“accidental injury” as resulting from an 
unusual event other than physical change 
in the employe and occurring in his 
external employment enviroment (an 
effect would be exclusion of degenerative 
disease claims, the organization said). 
Still another would be to create a prac- 
tical specific formula for determining 
average weekly wage so as to eliminate 
artificial and arbitrary methods of cal- 
culation prevailing under present law. 


No Tears Shed for Insurance Cos. 
OKLAHOMA: Unscrupulous _ physi- 


cians and attorneys were scored in testi- 
mony before an Oklahoma State Legis- 
lative Council committee which w as told 
that workmen’s compensation rates in 
the state are running two to three times 
higher than in many other states 
The committee also was told 
higher costs for medical testimony 


that 
and 


higher fees for insurance company in- 
vestigators were key factors in the high 
rates. Several employers in the state 
told the committee that the same “out- 
of-town lawyers and doctors” show up 
in a number of injury cases they have 
experienced, 

Judge D. H. Cotten of the State In- 
dustrial] Commission asserted that “all 
the trouble we have in the com- 
mission can be charged 50% to un- 
scrupulous lawyers and 50% to unscrupu- 
lous doctors. If a lawyer can ‘run’ a case 
and get a case, he can also ‘run’ a 
doctor and get the kind of testimony 
he wants. 

“T have shed no tears for the insurance 
companies of Oklahoma, because these 
awards don’t cost them a penny. The 
higher the award, the higher the rates 
But I worry plenty about the husiness- 
man who has to pay the higher rate 
just as I do the workman with the 
legitimate injury.” 

Cotten suggested that abuses by 
physicians could be corrected by asking 
the Oklahoma Medical Association to 
submit names of a panel of experts to 
be used as witnesses before the com- 
mission. The commission now depends 
on conflicting reports from doctors for 
the two sides in a case, according to 
Mr. Cotten, who said the present prac- 
tise appears to be to take the difference 
between the two, and divide by two to 
reach a settlement. 

As to attorney fees, Mr. Cotten noted 
the difference between Oklahoma and 
other states. The maximum fee in Cali- 
fornia is $150 in death cases, while in 
Oklahoma it is $1,000 and sometimes as 
much as 25% of the award, he said. 

Marx Childers, presiding judge of the 
commission, said fees for claimants’ at- 
torneys had nothing to do with rates, 
since they come out of damage money 
awarded the claimant. The committee 
was told that the maximum settlement 
to heirs of a dead worker is 13.500. The 
attorney gets a maximum of $1,000 if 
the suit is uncontested, but may receive 
20 to 25% of the award in contested 
cases. 

Mr. Childers called the Oklahoma law 
“a good one,” although cost of opera- 
tions could be cut. “IT want to see the 
insurance carrier and medical profession 
make a reasonable profit for the service 
performed,” he remarked. “I do, how- 
ever, think this profit should be brought 
down into line with the national aver- 
age.” 

Senator Charles Wilson of Sayre, 
chairman of the council committee, said 


it would continue its study of the in- 
dustrial commission’s rates and opera- 
tions. 

RHODE ISLAND: A ruling handed 


down by the Rhode Island Supreme 
Court held that an injured workman's 
right to collect compensation for partial 
disability, up to as late as 800 weeks 
after the date of his injury, is not 
limited in any way by the amount of 
compensation he may have collected pre- 
viously for total disability. 

The high court upheld a decree of the 
State Workmen’s Compensation Com- 
mission which last April adjudged the 
E, Turgeon Construction Co., Inc., in 
contempt for stopping payments to a 
Providence worker after having paid 
him a total of $12,000 in total and par- 
tial disability payments which began in 
October, 1946. 

Under Rhode Island law that existed 
at the time of the worker’s injury, pay- 
ments for total disability were limited to 
a pericd of 1,000 weeks from the date 
of injury, and to a grand total of $12,000. 
The law limited payments for partial 
disability to 800 weeks from injury, but 
specified no limit in aggregate pay- 
ments. 

After paying the worker $2,556 for 
total disability and $9,444 for partial dis- 
ability, the company stopped payments, 
contending that the $12,000 limitation on 
total disability payments should be con- 


Lumbermens Appoints Ten 
Offices in Canadian Dept. 


Appointment of eight senior executives 
and two junior executives in Lumber- 
mens Mutual Casualty’s Canadian de- 
partment office has been announced by 
Hathaway G. Kemper, chairman. 

New senior executives are Douglas R. 
Beattie, accounting and purchasing man- 
Charles D. Burke, casualty under- 
writing manager; Francis D. Burns, auto 
underwriting manager; Russell W. Clear- 
water, 


ager; 


boiler underwriting and produc- 
tion manager; Arthur C. Henderson, fire 
underwriting manager; Joseph W. (Bob) 
Myers, claim manager; J. Kenneth Nor- 
gate, boiler engineering supervisor; and 
Charles C. Stearns, assistant manager of 
the Canadian department. 

Fire underwriting supervisor, Paul C. 
Chamak, and assistant auto underwriting 
department manager, John E. Jaques, 
were named junior executives. 





Savings Seen for Conn. Car 


Owners Under MIRB Plan 


Most Connecticut motorists will be 
able to obtain substantial savings on 
their automobile insurance as a result 


of the introduction of the Mutual In- 
surance Rating Bureau’s package auto- 
mobile policy program effective April 6. 
A similar program for National Bureau 
member companies was announced in our 
April 1 issue. 

MIRB says that important features of 
its new program include a newly de- 
signed, economy-type policy providing a 
“package” of automobile liability, medical 
expense and uninsured motorists cover- 
ages, optional use of individual risk rat- 
ing plans, variable policy periods, single 
limit of liability with optional ranges, 
and alternative classification plans. 





strued as applying to any combination 
of payments for total and partial dis- 
ability. 

The Supreme Court disagreed with 
this view and rejected the firm’s appeal. 
In an opinion written by Chief Justice 
Francis B. Condon, the court said the 
legislature presc ribed different formulas 
for computing compensation for total 
and partial disability, fixing an arbitrary 
monetary limit for total disability but 
no such limit for partial disability. “The 
legislative language,” the court said, “i 
clear and unambiguous. In such circum- 
stances, as we have said so often, there 
is no room for judicial construction. 

The practical effect of the high court’s 
decision was that the worker, who had 
collected $12,000 over a period of about 
652 weeks to last April 16, could—if he 
remained partially disabled—collect par- 
tial disability, up to a maximum of $18 
a week for another 148 weeks. This 
would make a total of 800 weeks of total 
and partial disability payments. 

Under present Rhode Island law, pay- 
ments for total disability have been in- 
creased to a maximum of $32 a week 


and overall payment of $16,000 for 
total disability, and to a maximum 
of $22 a week, up to 800 weeks after 


injury, for partial disability. 

Maximum possible collections under 
present rates could be $16,000, in a per- 
iod of 500 weeks, for total disability, 
and $6,600 in a period of 300 weeks 
thereafter for partial disability, or a 
grand total of $22,600. 

_VIRGINIA: A bill to add second ac- 
cident coverage to the state workmen’s 
compensation program was introduced 
in the Virginia legislature by Delegate 
Felix E. Edmunds of Waynesboro. The 
measure calls for establishment of a fund 
that would compensate a worker for 
some total disability injuries, such as the 
loss of a second arm. He would qualify 
only for pe irtial disability benefits under 
the state’s existing program. 


Toss Book at Flagrant 
Traffic Law Violator 


URGES ALLSTATE'S A. E, SPOTTKE 
Tells National District Attorneys’ Assn, 
Of Opportunity to Assist Insurance 


Companies in Lowering Auto Rates 


Take the flagrant traffic law violator 
off the road and throw the book at him, 


the National District Attorneys’ Assgo- 
ciation was urged recently by A. E 


Spottke, vice president of Allstate Com. 
panies. 

Speaking before several hundred of 
the nation’s district attorneys in Miami, 
Fla., Mr. Spottke called for realistic 
treatment of ‘the driver who deliberately 
and repeatedly flouts the law. 


control of this driver is a crucial part of 
the overall effort to reduce the intoler- 
able carnage and waste of ‘traffic acci- 
dents, he said. 

“It’s sheer madness to let people drive 
who persist in following their own law 
of the jungle,” Mr. Spottke declared. 
“The eventual climax is lives lost, bodies 
torn and thousands of dollars of damage 
for which the public pays out of taxes 
and in higher insurance costs. 

Aside from humanitarian considera- 
tions, businessmen want accidents re- 
duced ‘to lower their operating costs, 
Mr. Spottke revealed and pointed out 
that for insurance companies, reductions 
in losses permit the lowering of rates 
and contrary to popular belief, this is 
welcomed by the companies because it 
means good underwriting results. 


Calls Assigned Risk Plans Costly 


Mr. Spottke singled out so-called as- 
signed risk plans as particularly costly 
to the insurance business and the public. 

“Last year, ‘the insurance industry lost 
many millions of doll: irs on assigned risk 
business,” he said. “A large portion of 
the assigned risks are drivers with acci- 
dent and violation records a mile long, 
the type an underwriter would not nor- 
mally insure. Yet, when these individuals 
are permitted to retain their licenses. 
thev must be provided with insurance.” 

Hailing the attorneys’ strategic posi- 
tion in dealing with the problem driver, 
Mr. Spottke cited the opportunity they 
have to enhance the operation of the 
courts and the police. The day in court 
makes the enforcement effort either 
effective or useless, with the integrity 
of our entire system of justice hanging 
in the balance, he brought out. 

Mr. Spottke branded as antiquated and 
unreasonable that ‘taking the privilege 
to drive away from a person violates @ 
constitutional right and is morally wrong 
when the person alleges he needs his 
license to provide for his family. 

The great mass of our law-abiding 
citizens, he stressed, have the right to 
use our streets and highways with free- 
dom from the constant threat of irre- 
sponsible or unfit drivers. 

“Which is more humane?,” Mr 
Spottke asked. “Deprive a person of his 
driver’s license and impose a ‘temporary 
hardship on him, or let him continue to 
make a mockery of traffic laws and i0- 
volve himself and other innocent victims 
in another brutal, life-taking smash up! 


Stringent 





Allstate Appoints Six; West, 
McClusky and Kieffer on L.1. 


Allstate Companies have announced six 
executive appointments including three 
in the Long Island, N. Y., regional office 
The Long Island appointees are Edward 
R McClusky, sales supervisor, commer 
cial casualty, Warren V. West, sales 
supervisor, life, accident and_ sickness. 
and Raymond H. Kieffer, district sales 
manager. 

The others are Willard B. Bartot, 
underwriting supervisor, property, '* 
cific Coast zone; Jack B. Pierce, dis 
trict sales manager, midwest regione 
office, Skokie, :Ill.; and Russell H. Ferris, 
policy services manager, Santa Am 
Calif., regional office. 
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Donovan for Less State ae: and 
No Federal Controls for Ins. Industry 


Less state regulation and no Federal regulation of the insurance industry is 


in the public interest, declares New 


; é ] York Attorney James B. 
article appearing in the Winter 1960 edition of 
fished by the Federal Bar Association. 


Donovan in an 
“The Federal Bar Journal,” pub- 


The article, entitled “Insurance—The Case in Favor of Existing Exemptions 


from the Antitrust Laws,” 


Trade Commission. 


Mr. Donovan, who is one of the senior 


partners in Walters & Donovan, New 
York, expresses the following, 
“The present state rating laws are 


diametrically opposed in letter and in 
spirit to the Sherman Act. The basic 
antitrust dogma of open competition is 
not to be applicable to the insurance in- 
dustry. 

“The McCarran Act and the state 
statues expressly approve regulated vio- 
lations of the Federal antitrust laws, 
such as the operation of the traditional 
insurance rating bureau except for 
boycott, coercion and intimidation, any 
act repugnant to the Federal antitrust 
laws may be authorized by the states so 
long as public regulation is provided. 
li combinations of insurers with agreed 
prices are necessary to afford a market 
in the amounts of insurance required 
by the public, they are to be encouraged. 
“These are basic facts which should 
not be avoided apologetically as though 
they were vaguely wrong, They should 
be stressed again and again so that 
all understand that every legislative body 
in the United States, after public hear- 
ings, has determined that it is not in 
the public interest to have the Sherman 
Act apply to the business of insurance 
in the unqualified manner in which it 
affects ordinary industry. 

“This assuredly does not mean that 
the insurance business is free to prey 
upon an unsuspecting public. The in- 
dustry today probably is more free of 
unethical conduct than any other of 
comparable size, and yet it is subjected 
to more public regulation than the busi- 
ness activities operating under the re- 
strictions of the Federal antitrust laws. 
“Has this special status of insurance 
since 1945 been contrary to the public 
interest? Any unbiased answer to this 
question, based upon an objective ap- 
praisal of the facts, must be in the 
Negative, even if our criterion is that 
healthy competition which is the stated 
objective of the antitrust laws. 

“The insurance industry is highly com- 
petitive. In almost all states, a variety 
of forms and coverages are available to 
the insured. Even in those jurisdictions 
where by state action (e.g. Texas) there 
is a superficiz al identity of rates and 
forms, there is active competition not 
only as to claims and engineering serv- 
ices, but also as to the ultimate net 
price paid by the insured to a non- 
participating stock company, a partici- 
pating stock company, a mutual. a re- 
tiprocal or any one of a wide variety of 
forms of carriers. 


Many Deviations in Rating Bureaus 


Further, within the ranks of mem- 
ers and subscribers to rating bureaus, 
there exist many deviations in all states 
permitting such. Since the enactment 
of the McCarren Act and the subse- 


quent rate regulatory laws, the non- 
bureau ‘independents’ have grown 
‘normously in size and influence. 


“While there are sound grounds for 
‘oncern as to whether or not insurance 
‘oday is an over-regulated industry, it 
would be difficult to establish a thesis 
that the current status of insurance is 
lot in the interest of the insurance- 
buying public. 

tate regulation of insurance is still 
® trial. Its problems are complex. in 
seeking to have a common- sense pattern 
‘merge from a situation in which 52 
‘parate regulatory bodies have power 
Wer an interstate industry. As could 





is part of a symposium on U. S. 
from the antitrust laws, including the business of insurance. 
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JAMES B. DONOVAN 


be expected, in the last few years a 
variety of intra-industry conflicts have 
prevented the business from uniting in a 
common interest against further expan- 
sion of gov sc toe regulation, on the 
siate or federal level. 

“The stock companies and their agents 
have had difficulty in resolving views 
on how best to market insurance pro- 
tection. These disputes have been high- 
lighted by the aggressiveness of direct 
writers, who regard the independent 
agent or broker as an unnecessary eco- 
nomic waste and have convinced mil- 
lions of insured that the cheapest in- 
surance protection is the best. 


Must Stress Ability and Integrity in 
Administering Law 


“While these struggles are going for- 
werd, constant efforts should be made 
by all to assure the highest qualities in 
state supervisory authorities, to whom 
have been granted such sweeping pow- 
ers. In all administrative law, the key 
to sound administration lies in the de- 
gree of ability and integrity possessed by 




















“There are no circumstances, however 
unfortunate, that clever people do not 
extract some advantage from them.” 

LA ROCHEFOUCAULD. 


A capable employee’s loss was a hard blow, 
but the agent rediscovered his own capacities 
and became a better man than ever before. 
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T. G. Smith to Syracuse 


Thomas G, Smith has been appointed 
casualty supervisor in the Syracuse office 
of The Atlantic Companies, replacing 
Lawrence P. Wakefield who is now New 
Haven branch manager. 

A graduate of Syracuse University, 
Mr. Smith joined Atlantic in 1954 after 
six years of casualty underwriting else- 
where. 





the administrative officials. 

“The business of insurance has been 
fortunate in that the overwhelming ma- 
jority of its supervisory authorities have 
been able and conscientious. Some nota- 
ble lapses in recent years, in some of 
the most important jurisdictions, have 
given concern to objective observers. 
The insurance industry is too great to 
have its activities saddled by minor 
political hacks, whose first taste of major 
responsibility comes with their appoint- 
nient in this field and whose political ad- 

vancement depends on the avoidance of 
enue though necessary action. 

“With all the foregoing problems still 
cenfronting a social and industrial mech- 
anism which. meets the needs of the buy- 
ing public, least required is more regu- 
lation of the business. Unless there is 
to be a radical change in the regulatory 
pattern, the present system requires, for 
a fair trial in the public interest, less 
power in the hands of state supervisory 
officials and no interference by the Fed- 
eral agencies unless and until a problem 
is presented which the National Associa- 
tion of Insurance Commissioners certi- 


fies as beyond the authority of state 
regulation. There should be few such 
problems.” 


Mr. Donovan’s article contains a com- 
plete annotation of the state fire and 
casualty rate regulatory laws. Reprints 
of the entire symposium may be ob- 
tained at $1.50 per copy from the Federal 
Bar Association, 1737 H Street, N. W., 
Washington 6, Cc 
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South America Mgrs. Open 
Offices in Philadelphia 


South America Managers, Inc. of New 
York has opened new offices at 3 Penn 
Center Plaza, Philadelphia, a move 
necessitated by a steadily increasing vol- 
ume of business. 

Since establishment of its U. S. 
early in 1959 at 37 Wall Street, New 
York, this excess, surplus lines and re- 
insurance firm has made steady progress. 
Main factors contributing to this growth 
are increased capitalization in the part of 
several South American companies, a 
major market for this agency. In turn, 
the trust fund on deposit in this country 
has been increased. Another factor is 
that excess line brokers are offered ex- 
clusive representation in this area. 

Besides maintaining facilities for ex- 
cess, surplus and reinsurance in all the 
world’s insurance markets, South Amer- 
ica Managers, Inc. is the exclusive rep- 
resentative in North America for the 
Sud y Sul America Group—the largest 
insurance combine in South America. 


office 





Trans World Excess, Inc., a 
New Firm at 116 John St. 


A new firm, Trans World Excess, 
Inc., has established offices at 116 John 
Street, New York. Its president, C. 
Leonard Engelhardt, announces that “we 
will deal exclusively in 'the field of ex- 
cess and surplus covers, and only through 
brokers and agents.” The recent growth 
in this field, he pointed out, has created 
a demand for the services of-a large 
staff qualified in 'the non-admitted mar- 
kets. 

A graduate of the Wharton School, 
University of Pennsylvania, and St. 
John’s Law School, Mr. Engelhardt en- 
tered the insurance business in 1932. 
He has many years of experience in 
the excess field. 

In World War II, he served four 
years in the U. S. Army Air Forces as 
operations officer attached to the lst 
Air Commando Group, a famous air 
task force. 





A. L. Carr Agency, Inc. Now 
At 16 E. 40th St., N. Y. 


The A. L. Carr Agency, Inc. is today, 
April 15, in new and larger quarters at 
16 East 40th Street, New York, where 
the entire ninth floor is occupied. Pre- 
viously the agency has offices at 122 East 
42nd Street and at 26 Court Street, 
Brooklyn. A service office will be re- 
tained at the Brooklyn address. 

Headed by Albert L. Carr, one of the 
best known surety bond production ex- 
ecutives in the business who for many 
years was a vice president of the Na- 
tional Surety, the agency today repre- 
sents a fine group of companies including 
the top bonding companies. In this line 
it has specialized for over a half.a cen- 
tury. In addition,.the Carr Agency han- 
dles fire, ocean marine, inland marine and 
casualty lines. 
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Policy Ambiguities Are Causing 


Litigation, Dissension and Expense 
By Cosmos J. REALE 


Home Office Claims Supervisor, National Union Insurance Companies 


Fore more years than I'd like to re- 
member, I’ve been engaged in the claim 
business, and through all the stress, 
strain and hole-card-down poker em- 
ployed in the evaluation of the real and 
imagined ills of myriad claimants, one 
thing has distressed me most: The un- 
identifiable voice from our industry 


which, when confronted with a coverage 
problem, utters: “That wasn’t the intent 
of the policy.” 

The obvious reaction is that we are 
not selling “intent,” we are selling a con- 
tract, the words of which are all found 
in any standard dictionary. However, 
the juxtaposition in which they are 
found in some of the policies would con- 
found the oracle at Delphi. And, as we 
all well know, in a case of policy am- 
biguity, the decision must go in favor ot 
the assured. 


Loss Due to Mysterious Disappearance 


The first instance which comes to mind 
involves the old residence and outside 
theft policy. Those of us who recall the 
days of President Truman’s piano play- 
ing in the White House will undoubtedly 
remember with agonizing clarity that 
singular inanity in this policy which 
stated, in the definitions: “(b) ... 
Mysterious disappearance of any insured 
property . .. shall be presumed to be 
due to theft.” 

Anyone who ever handled a simple 
theft loss which even bordered on mys- 
terious disappearance is aware that this 
caused more difficulty in the adjustment 
of a loss that the logistics for our D-Day 
landings on Omaha Beach. But we took 
rapid cognizance of the problem and the 
embarassment which resulted from loss 
due to mysterious disappearance. So re- 
medial measures were sought. And, 
voila! A solution was found and incor- 
porated in the broad form personal theft 
policy, the successor to the RTO. 

We now have, and I quote: “Coverage 
A—To pay for loss by theft or mysteri- 
ous disappearance .. .” and under Cov- 
erage B—“to pay for loss by theft or 
attempt there at, mysterious disappear- 
eane.... 


New Form Solved Nothing 


But what in the name of Webster’s 
Unabridged Dictionary did we solve by 
this new form? Of course nothing was 
solved. The meaning of mysterious, the 
meaning of disappearance hadn’t changed. 
They still appeared in their respective 
niches in any dictionary. Therefore the 
meaning of “mysterious disappearance” 
had remained absolutely unaltered, de- 
spite our efforts. 

This is one aspect of coverage which 
brings us face to face with our assured 
as an adversary. But the battles we 
wage with our assured over a matter of 
coverage are dwarfed to insignificance 
when compared to the internecine and 
costly strife generated by a problem of 
concurrent coverage. 

Let’s consider the case of Mrs. As- 
sured who climbs into her 1960 Cadillac, 
which is insured in Company A. She 
shifts into reverse to back out of her 
driveway. As the car emerges from the 
driveway the rear end collides with six 
year old Tommy who had been furiously 
pedalling his bicycle on the sidewalk. 
Luckily, he winds up with mere fractures 
of the humerus, femur, pelvis and C-4, 
5 & 6. 

To the uninitiated, the accidental facts 
outlined above involve no mystery. The 
uninitiated understands that the car hit 
little Tommy, so the car owner should 
pay. Bue we in the business have long 
since ceased to be an uncomplex con- 
fraternity, so when the adjuster from 


Company A arrived to investigate, he 
sized up the situation quickly and ac- 
curately. Inasmuch as Mrs, Assured was 
liable and contributory negligence could 
not be imputed to little Tommy, Com- 
pany A would have to pay off sub- 
stantially—unless the burden of the pay- 
ment could be shared by someone else. 


Burden of Claim Shifts to CPL Carrier 


Fortunately the adjuster recalled ex- 
clusion (b) of the comprehensive per- 
sonal liability policy which states: “This 
policy does not apply to (1) automobiles 
while away from the premises or the 
ways immediately adjoining. .. .” Pur- 
suing this thought further, Company A 
adjuster rationalized that Mrs. Assured’s 
CPL policy would cover automobiles on 
the premises or ways immediately ad- 
joining. Therefore her CPL carrier 
wou:d contribute in any settlement made 
in the case of little Tommy. 

Company A adjuster was happy to 
learn that Mrs, Assured’s CPL coverage 
was carried in Company B. When he 
found out that she had $50,000 CPL 
limits, whereas, for some inexplicable 
reason, she merely had 25/50 limits on 
the Cadillac, he was practically delirious 
because Company B would be paying 
two-thirds the freight. 

Reason will tell you that it’s ridiculous 
to expect Company B to assume any 
portion of the settlement inasmuch as 
the accident arose primarily out of the 
operation of the car and not the prem- 
ises. But in the CPL policy is the 
damaging phraseology quoted above, so 
Company B must dip into its coffers. 
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Let’s look at an even more ludicrous 
situation. If Mrs. Assured had no auto- 
mobile coverage at all, her CPL carrier 
would pay Tommy without one cent of 
expense to Mrs. Assured. But if Mrs. 
Assured had hit Tommy around the 
corner of the next block, she could kiss 
her Cadillac goodbye because Company 
B would be thumbing its corporate nose 
at her. 


We can become even more ridiculous 
coverage-wise by examining the auto 
policies more closely. In these policies 
is the absolutely clear statement which 
avers that coverage is afforded to any 
person who uses the vehicle in question 
with the permission of the named in- 
sured. Certainly no one can challenge 
the clarity of this declaration. But to 
make sure that no would misconstrue our 
intent, we wrote: “Use of the automobile 
includes the loading and_ unloading 
thereof.” And the moment that dubious 


clarification was incorporated in the pol- 
icy we opened the flood gates of litiga- 
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tion, dissension and needless and great 
expense. 

Let me state that I am not advocating 
the elimination of loading and unloading 
coverage. But after taking the trouble 
to state what “use” of the automobile in. 
cluded, why didn’t we bother stating 
what it didn’t include? 


Comp!exities Continue to Mount 


The cases involving loading and un- 
loading which have come to the atten- 
tion of the courts are legion. Declar- 
atory judgment suits have been insti- 
tuted in the trial courts and then gone to 
the appellate tribunals for affirmation or 
reversal. And after years of litigious 
pandering we still don’t know where we 
stand, for the complexities are more than 
legion. 

There is the case of Greaves vs. Pub- 
lic Service Mutual, Willie Watson and 
Bigelow-Sanford Carpet Co. Willie Wat- 
son, an employe of a trucking outfit cov- 
ered by ‘Public Service, drove his truck 
to the Bigelow-Sanford premises ‘to take 
on a load of carpets. Joe Greaves, an 
employe of Bigelow-Sanford, while load- 
ing the carpets onto the truck by means 
of a fork-lift, injured Willie Watson 
Result? Well, Joe Greaves was granted 
coverage under Willie Watson’s em- 
ployer’s liability policy. 

What makes the decision more un- 
palatable is the fact that Watson’s em- 
ployer, who had already paid premium 
for compensation to protect Watson, had 
to pay for the negligence of a third 
party who was granted coverage by 
virtue of the loading and _ unloading 
clause. And the Bigelow-Sanford car- 
rier, whose employe was the culprit, 
didn’t have to part with one mite. Rea- 
sonable? Certainly not! 

The matter cf Greaves vs. Public Serv- 
ice et al is relatively simple. Confusion 
reigns paramount when we enter the 
realm of loading and unloading which 
deals with the crane that buckles while 
it is in the process of unloading a truck 
and bashes in the head of a third party 
To help remedy the situation the com- 
bined claims committee of the National 
Association of Mutual ‘Casualty Con- 
panies and the Association of Casualty 
& Surety Companies has advanced vati- 
ous suggestions. ; 

This is a step in the right direction, 
but you will note that the committee 
has merely made suggestions—for tt 
does not intend to bind any of its met 
bers. The committee feels, and rightly 
so, that all will gain by the peaceftl 
solution of our common problems, “fot 
the one that you win today is the ont 
that haunts you tomorrow.” However, | 
consider it difficult to believe that a mem 
ber company will forefit $25,000 by fol 
lowing the committee’s suggestion, if ! 
can save that much by ignoring it. 

Policies Must Be Rewritten 

What remains to be done is self-ev 
dent. The policies must be rewritten t 
obviate the necessity or the occasion @ 
the constant’ referral for declaratot 
judgments. And the composition of th 
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Injury Claim Cheating 
Causing Rate Hikes 


J. DEWEY DORSETT DECLARES 





Built-up Claims a Sign of Decline In 
National Morals, Casualty & Surety 
Assn. Official tells Mass. Ins. Men 





People who defraud insurance com- 
panies through built-up injury claims 
actualy are cheating themselves, 
Dewey Dorsett. general manager of As- 
sociation of Casualty & Surety Cos. 
told the annual meeting of the Insur- 
ance Federation of Massachusetts last 
week at the Hotel Somerset, Boston. 
He also stressed that the increasing 
amount of padded and fraudulent claims 
js a big factor in making increases 
necessary in automobile liability insur- 
ance rates. 

“The situation cannot improve, and 
rates cannot be lowered unless the pub- 
lic realizes that it is actually cheating 
itself through the constant practice of 
built-up claims,” Mr. Dorsett declared. 
Th'nks Nothing of Defrauding Insurance 

Company 

He referred to the fact that insur- 
ance companies are losing money year 
after year in automobile liabilitv insur- 
ance and said: “The person who would 
shrink in horror from even the thought 
of stealing so much as a banana from 
an unguarded fruit stand, seems to think 
nothing of defrauding an insurance com- 
pany, many times for large sums of 
money. 

Mr. Dorsett further pointed out that 
sometimes it is a deal with the garage 
man to add the amount of his deductible 
to the repair bill and give it to ithe 
motorist. “Sometimes it is an exagger- 
ated claim for an honest injury. Some- 
times it is a completely dishonest claim 
for an injury that never happened,” he 
added. 

Mr. Dorsett called the built-up claims 
situation “another indication of an ap- 
parent decline in national morals.” 
The desire to “make an easy buck” 
he said, “has become a national disease.” 
Mr. Dorsett explained that the out- 
and-out fraudulent case, where there is 
no accident or where the accident is 
staged, creates a lesser problem be- 
cause these cases are comparatively 
rare, 

“The weal big problem,” he stated, 
“arises in those cases where there is 
some semblance of an accident, but with 
little or no injury. In too many of these 
cases the facts are fabricated to make 
out a case of liability if no injuries ex- 
ist and the medical aspect is built up 
to show serious injuries. These cases 
we also frauds and they only differ 
from out-and-out fraud as to degree.” 


Sees Workmen’s Comp. 
Cost Rising in Michigan 


Legislation by judicial decision has 
been greatly broadening the scope of 
workmen’s compensation coverage in 
Michigan and thereby tending to increase 
its cost, L. J. Carey, first vice president 
and general counsel of Michigan Mutual 
liability, Detroit, recently told the Great- 
tt Lansing Safety Council’s women’s 
ivision. 

_ Mr. Carey, tracing the history of Mich- 
igan’s compensation act, first placed on 
the books in 1912, noted that “several 
Mportant questions are being raised by 
the current trend of changes in the law 

cause they are being made by judicial 
decision instead of by the normal process 
of legislative enactment.” 


|. A. McMain Named to Field 
Post in Oklahoma by ACCO 


James A. McMain has been named 
‘ealth insurance fieldman at Oklahoma 
tranch office. He recently completed a 
tome office training course. 

Mr. McMain attended University of 
Tulsa and majored in marketing and 
Management. An Air Force veteran, he 
pined ACCO early this year after ex- 
berience as a life insurance agent in the 
Bartlesville, Okla. area, 











ASK INJURED DENTURE RULING 


Greater N. Y. Brokers Assn. Calls for 
Decision by Supt. Thacher on When 
Coverage Applies 

The Greater New York Insurance 
Brokers’ Association has asked New 
York’s Superintendent of Insurance 
Thomas Thacher to rule on the question 
of whether or not injuries to dentures 
while actually in use in the mouth are 
insured under accident policy forms. 
This request includes major medical, 
which provides for medical expense re- 
imbursement and which does not speci- 
fically include or exclude such artificial 
members in the policy language. 

Because so many of these policy forms 
fall in the trip accident category, hover- 
ing in the background is the interest 
manifested in Washington in many of 
the air travel insurance offerings. 

C. Joseph Danahy, counsel to the as- 
sociation, has submitted as examples 
nine policy forms of various companies, 
all of which have long been approved 
by the policy bureau of the New York 
Department. All of these undertake to 
insure against loss from injury. In pass- 
ing, ‘Mr. Danahy observes that “it is 
elementary that a definition should not 
contain the term which is being de- 
fined.” 

Some companies pay medical reim- 
bursement claims on injuries to dentures 
while actually being worn. Other com- 
panies do not construe dentures to be 
insured. Earlier efforts by the Greater 
New York Association to resolve this 
question by Departmental interpretation 
have not been fruitful. 

Mr. Danahy emphasizes that the brok- 
ers are not seeking “to broaden the cov- 
erage” offered but are merely trying to 
determine what is the coverage offered 
by these policy forms. He gives the New 
York Times as authority for maintain- 
ing that “over 70% of the population 
over 35 years of age use artificial den- 
tures. 





Manufacturers’, Contractors’ 
B.I. and P.D. Rates Increased 


Revisions of manufacturers’ and con- 
tractors’ B.l. and P.D. liability rates in 
most states are announced by National 
Bureau of Casualty Underwriters on be- 
half of its member and subscriber com- 
punies. 

The new rates were effective in most 
states April 6. They become effective in 
Hawaii May 1 and in Texas May 4. 

Based on latest experience of the car- 
riers, the revisions result in an increase 
of 1.6% in the countrywide rate level for 
B.I. and an average of 8.9% in the states 
affected for P.D. coverage. 

The revisions are effective in all states 
and the D. of C., except Florida, New 
Jersey, North Carolina, New York, Penn- 
syivania and Wisconsin. 





Joseph L. Kelly, II Joins 


General Reinsurance Corp. 


Joseph L. Kelly. II, has joined Gen- 
eral Reinsurance Corp, as senior under- 
writer in its facultative reinsurance de- 
partment. Previously Mr. Kelly was con- 
nected with the New York office of Con- 
tinental Casua'ty where he was assistant 
manager of the excess and surplus lines 
division. He began his insurance career 
with the New York office of Marsh & 
McLennan. 





Agency Marks 35 Years 
With Standard Accident 


Standard Accident of Detroit honored 
the agency firm of McCrory, Armstrong 
& Waters, Inc., at Jacksonville, Fla. re- 
cently on its 35 years of representation 
as Standard Accident agents. 

The presentation was made by L. K. 
Kirk, president of Standard Accident. 
Also in attendance were Vice Presi- 
dents T. L. Sedwick, C. L. Miller, and 
Executive Secretary V. L. Kloppenburg. 

J. B. Waters, president of the agency, 
accepted the presentation with key mem- 
bers of the agency in attendance, 








DO YOUR 
PROSPECTS 
COMPLAIN: 

“INSURANCE 
COSTS TAKE 


TOO BIG 
A BITE?” 





K.1.P. is your ANSWER! 


K. I. P. is the Kemper Insurance Plan for budgeting premiums 
on monthly installments available to both commercial risks and 
individuals. When a prospect complains about the high cost of 
insuring, you can point to this businesslike way of paying pre- 
miums (with a low, low service charge!). 


You’ll like K.I.P. too. The plan was designed especially with the 
agent in mind. It is easy to understand and use. Plans even can 
be set up over the phone. And almost no office detail is required! 


Here’s what K.I.P. can do for you: 
1. Help you obtain new accounts. 
2. Help you hold old business. 
3. Make it easier to ‘‘trade-up”’ present policies. 


Remember, your clients are accustomed to monthly pay plans. 
They will appreciate the opportunity to pay insurance premi- 
ums this way too. Be sure you’re the one to offer such a plan to 
them. 


The Kemper Insurance Plan is only one of the many advantages 
of representing a Kemper Insurance company. For information, 
write: Agency Production Department, Home Office, Chicago 
40. 


LUMBERMENS MUTUAL CASUALTY COMPANY 
AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 
FEDERAL MUTUAL INSURANCE COMPANY 


eaonets 


divisions of Chicago 40 
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Agent Must Not Get 
“Lost in the Shuffle” 


AETNA C. & S. SALES GRADS TOLD 


N. J. Agent R. D. i Gener Cites Market- 
ing and Sales Changes; Busching 
Tops Class, Others Honored 


The man who doesn’t keep an open 
mind for new ideas can get “lost in 
the shuffle” in the swiftly changing in- 


today, graduates 
the 


course 


surance business of 
Aetna Cas- 


told 


Tansy, 


182nd session of 
& Surety 
recently in Hartford by Robert D. 
a 1951 graduate and vice president of 
ae P 
resentatives at Mountainside, N. J 

Emphasizing the need to keep abreast 
of new trends and developments, he 
said: “Important changes in the market- 
ing techniques and sales of certain for rms 
of insurance are happening almost daily. 
To deny this and look the other way is 
to bury your head in the sand. That will 
only suffocate you and get sand in your 
eyes.” 

Mr. Tansy suggested that the gradu- 
ates consult frequently with company 
field representatives because “they are 
experts, up to date on recent develop- 
ments, and good salesmen, if 


of the 


ualty sales were 


Benninger Agency, company rep- 


too. 
Ideas to Boost Professionalism 


urged the graduates to 
boost their professionalism by joining 
insurance associations and subscribing 
to several insurance trade magazines to 
get the benefit of the latest information 
and the thinking of leaders in the field. 

Mr. Tansy pointed out that the pres- 
ent trend is toward “across the board” 
agents. He advised beginning agents to 
become familiar with A. & H. and life 
policies and rates. “Be prepared to dis- 
cuss any form of insurance intelligently 
and you may be amazed at the results.” 

The class was led by Harold Busch- 
ing of Jackson, Miss. Other blue rib- 
bons for high scholastic standing went 
to Floyd L. Dellinger of New Orleans, 
David L. Lake of Indianapolis, Roy S. 
Fluhrer of Dallas, Ronald C. Berger of 
Des Moines, Richard M. Smith of 
Springfield, Mass., William J. McCoy 
of Portland, Ore., Andrew M. Brown 
Jr. of Hartford, and Joseph B. Inman 
of Mt. Airy, N. C. 

Gold ribbons for demonstrating out- 
standing soliciting techniques were won 
by Messrs. Dellinger and _ Busching, 
George Bradford of Hartford, Conn., J. 
Spencer Howerton of Richmnd, Va. and 
Charles H. Comfort, II of Huntsville, 
Ala. 


He further 


Policy Ambiguities 
(Continued from Page 46) 


policies in such fashion is not a Hercu- 
lean task. 

Let’s put aside the polysyallabic term- 
inology; let’s use only simple declara- 
tive sentences in our contracts, sentences 
which can be understood by kids in the 
first grade. 

In the case of Greaves vs. Public 
Service, there could be no doubt what- 
ever where the responsibility rested if 
we reduced our problem to ultimate 
simplicities. Let’s pretend we are little 
children. Let’s pretend Greaves is just a 
boy with a shovel playing in the back 
yard of Willie Watson who has a hand 
cart which his father gave him. They are 
piling sand into the cart and Greaves 
is shovelling furiously when he practi- 
cally decapitates Willie and Willie’s 
Aunt Harriet who happened to be pass- 
ing by. Let us state unequivocally that 
if Greaves causes injury to Willie or 
Willie’s Aunt Harriet under such cir- 
cumstances, then Willie’s dad shouldn't 
get stuck with the bill. 

We are aware of our intent—so let’s 
state it simply, unless we have been 
complex for so long that we have for- 
gotten how to be simple. 


DR. DOOLEY TO ADDRESS HIAA 


Famed Jungle Physician Will be Fea- 
tured Speaker at Association’s An- 
nual Meeting in Dallas, May 18 


Dr. Thomas A. Dooley, the famed 
physician who established jungle hospi- 
tals in Laos and Viet Nam, will be the 
featured speaker May 18 in Dallas at 
the annual meeting of the Health In- 
Association of America. 

The Address by the 33-year-old 
mer U. S. Navy officer will highlight 
the HIAA’s annual luncheon 
to a close its meeting scheduled for 
May 16-18 at the Statler Hilton Hotel. 

Dr. Dooley now is chief of 
in Laos for the Medical International 
Cooperation Organization (MEDICO), 


surance 


for- 


and bring 


mission 


which he founded in 1958 with Dr. Peter 
Comanduras. Dr. Dooley also is the 
author of three books, “Deliver Us 
From Evil,” “The Edge of Tomorrow,” 


and “The Night They Burned the Moun- 
tain.” At the conclusion of the French 
Indo-China War, Dr. Dooley led a naval 
medical mission during the evacuation of 
non-communists from North Viet Nam to 


South Viet Nam. 

Dr. Dooley. then resigned from the 
Navy, and together with associates ob- 
tained permission from the new inde- 


pendent government of Laos to set up 
a medical mission. He established jungle 
hospitals and began a training program 
to help local villagers staff and run their 
own small hospitals. 


His work has won for Dr. Dooley out- 


standing recognition among the peoples 


of Asia as well as the highest awards 
given by the Governments of Laos and 
Viet Nam. He has received numerous 
other awards, inclading the Navy's Le- 
gion of Honor and the $10,000 Mutual of 
Omaha Criss Award. 


Metcalf Reports on 59 
Health Ins. Legislation 


TO FILL GAPS IN N. Y. POLICIES 


Joint Legislative Committee Dedicated 
to Providing Protection for 10-20% of 
State’s Population Still Uncovered 


During the past year, the Joint Legis- 
lative Committee on health insurance 
plans has moved ahead along a wide 
front with plans to fill ‘the gaps in 
coverage among New York State resi- 
dents, Committee Chairman Senator 
George Metcalf reports. 

Since an estimated 80% 
population already possesses some kind 
of health insurance, the effort was aimed 
largely at up-grading the benefit struc- 
ture of group and individual policies. 

Following a meeting in New York city 


of the state’s 


on November 12, 1959, the committee 
voted to embark on a_ three-pronged 
program as follows: 


Embarked on Three-Pronged Program 


designed to 
place a statutory platform under the 
benefit structure of both commercial 
and non-profit carriers. Purpose of this 
step was to provide that any person pur- 
chasing health insurance in New York 
state could do so in ‘the certain knowl- 
edge that the basic coverage he had ob- 


(1) Sponsor legislation 


tained conformed at least to minimum 
standards of adequacy 
(2) Introduce legislation to mandate 


basic health insurance coverage for em- 
ploves in all firms covered by the dis- 
ability benefits law. Once insured, such 
employes would retain their coverage 
whether employed. unemployed or on 
public assistance. If employed, benefits 
would be jointly subscribed 'to by man- 
agement and labor; if unemploved. bv 
the employer through a special fund; 
and if on relief, by a joint contribution 
of the local municipality and the state 
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The law would require minimum cover. 
age as well as encourage the adoption 9 
improved plans through collective hay. 
gaining. 

(3) Prepare bills to provide that hence. 
forth no Group insurance could be solj 
in ‘New York state without giving th 
insured the right to convert to an jp. 
dividual policy with substantially the 
same benefits, at a rate based on ag 
and class of risk, or the Group rate 
plus a 10% charge for administrative 
expenses. 

In order to implement the decision 
of ‘the committee, the counsels wer 
ordered to draft a dozen bills, six oj 
which were dropped in the hopper Feb. 
ruary 1. 

On tthe subject of the six surviving 
bills, chairman Metcalf stated: “We are 
aiming at using the resources of private 
industry, in cooperation with govern. 
ment, to achieve the goal of adequat 
health protection for as large a propor. 
tion of our people as possible, without 
abdicating this responsibility to some 
form of federal control. 

“We are not attempting to accomplish 
‘womb to tomb’ coverage. We are simp- 
ly trying to establish a comprehensive 
health insurance program in New York 
State’s tradition of responsibility for 
neglected human needs.” 


Bills Fail To Gain Ground 


However, spokesmen from Americar 
Life (Convention, Health Insurance As 
sociation of America and Life Insurance 
Association were able to convince the 
Joint Legislative Committee on Healt! 
Insurance of the inadvisability of thes 


bills. (The Eastern Underwriter, Feb 
ruary 26.) ; 
Sen. Metcalf’s reaction in preparing 


a balance sheet of the Committee’s op- 
erations during the year 1959-60, wa 
to emphasize “the number of insurance 
problems which remain unsolved an 
which are complicated by the emergenc 
of new questions. 

“Voluntary health insurance _ toda) 
rests on the horns of a dilemma,” 
said. “Between ‘the increasing costs 0! 
medical care and the demands for great 
er coverage, the mechanism may falte 
and perhaps perish unless some im 
proved way is found to underwrite the 
expense of operation. One possible solu: 
tion would be to require a subsidy fron 
either the employer or the governmen! 
of both.” 

Sen. Metcalf then said: “It is onl 
possible to use the insurance mechanisn 
as it is now used—to pay for part 0 
the cost of health care. 

“Willard Rappelye. former dean of the 
Columbia Medical School, claims. tha 
the cut-off point seems to be betweet 
30 and 40% of the medical bill. Beyoné 
that, the average consumer apparent 
refuses to go. 

“This means that if insurance is t 
carry a greater portion of the load 0 
medical expenditures, the money he 
to come from an outside source—eithe 
the employer or the government. 


Compromise Must Be Made 


“The chairman of the Joint Legislatit 
Committee feels that this is one of th 
compromises—a form of subsidy—the 
has to be made if the present sy stem 0! 
voluntary coverage is to continue with: 
out Federal or state involvement 1 
management. 

“To date,” Senator Metcalf continuel 
“the attitude of the insurance industt 
has been one of opposition. Its spoke 
men say that it would be unwise to @ 
tempt to cover the entire cost of met: 
cal care with any form of health insu" 
ance, 

“During the Committee’s public hear 
ing on February 18 in Albany. Gert! 
S. Parker secretary for A. & H. of tit 
Guardian Life stated: ‘I believe th? 
health insurance will ultimately reat 
the point and fairly soon where it prot 
ably pays something in the area of 5 
of the total medical bill and I belie 
this is about as far as we can rea 
unless we go to something like ™ 
British have.’ ” 

Sen. Metcalf believes one hopeful si 
which may prove to be a factor int 
solving this crisis of rising costs at’ 

(Continued on Page 54) 
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W. B. Cornett Sets Stage 
For LIAMA Conference 


POINTS TO 3 “GREATEST NEEDS” 





Presides at Opening Session of Chicago 
Gathering; Says Industry Will Meet 
Government Challenges 





Chicago, April 11—W. B. Cornett, di- 
rector of sickness and accident insurance 
in The Prudential, as LIAMA’s A. & S. 
committee chairman, set the stage here 
this morning for the spring conference 
which had its theme: “A, & S. Decisions 
Faced by the Agency Vice President.” 
It was the 11th annual A. & S. gathering 
that LIAMA has conducted and the at- 
tendance broke all previous records, due 
in large measure to the definite plan of 
contact and follow-up which the at- 
tendance committee worked out. 

In his welcoming remarks as presiding 
oficer this morning Mr. Cornett spoke 
appreciatively of the program commit- 
tee’s work in selecting an “all-star” cast 
of speakers. “There is a chain of many 
connecting links that runs all the way 
through this program,” he said, “with 
respect to decisions that must be faced 
by the agency officer. In a large meas- 
ure, these decisions he will have to make 
will determine how successful and_ per- 
manent his A. & S. operation wil be.” 

Mr. Cornett then spoke of Government 
threats which now hang over the health 
insurance industry and said: “We are 
faced with a real challenge which we are 
meeting, If Jet alone without government 
interference for another few years, our 
industry will take care of the needs of 
the public in a splendid manner.” 

Analyzing the markets which now 
exist for A. & S, insurance, Mr. Cornett 
said: “The No. 1 market is in the income 
protection (loss of time) field. Roughly 
there are 44,000,000 insured for loss of 
time out of the 65,000,000 people em- 
ployed in the U. S. at the end of 1959. 
This leaves about 21,500,000 without loss 
of time coverage.” 

Second greatest need, he said, is for 
major medical expense insurance “to 
help pay staggering bills for prolonged 
hospital care and surgery and heavy 
medical expenses.” Mr. Cornett esti- 
mated that in a year’s time almost one 


‘Bnillion families paid over 50% of their 


annual income for hospital-medical bills, 
and almost 500,000 paid more than their 
annual income for such bills, 

The third greatest need, he said, is to 
provide about two million people with 
basic hospital expense insurance and 
about 60 million with surgical benefits. 





R. H. BRUSOE DIES AT 63 


Was Loyalty Group V. P. in Charge of 
A. & S. Claim Dept. at Newark 








Head Office; His Career 
Rollin H. Brusoe, vice president of 
the Loyalty insurance companies of 


America Fore Loyalty Group supervising 
the accident and sickness claim depart- 
ment at the Newark head office, died 
uddenly April 9 at his home in Mill- 
burn, N. J., at the age of 63. 
orn in Saginaw, Mich., Mr. Brusoe 
attended Suffolk Law School in Boston. 
¢ began his insurance career in 1920 
wth Massachusetts ogy 4 and he rose 
‘0 superintendent of the A. & S. claim 
tepartment. 
| He joined the Loyalty Group in 1927 
Na similar capacity and was appointed 
M assistant secretary of the Loyalty 
companies in 1936, a secretary in 1944 
ind 'a vice president in 1958. 





A. M. Browning Elected 
Health Council Chr. 


KILLION 


IS CHAIRMAN - ELECT 





Outgoing Chairman Faulkner Cites Prog- 
ress Made in Containment of 
Medical Care Costs 

Arthur M. Browning, vice president 
in charge of Group insurance for the 
New York Life, was elected chairman 
of the Health Insurance Council on April 
12, succeeding E. J. Faulkner, president, 





Woodmen Accident & Life of Lincoln, 
Nebr. 
Mr. Browning’s election was a_ high- 


light of the Council’s annual meeting 
at the Drake Hotel, Chicago. The HIC 
is composed of eight insurance associa- 
tions whose member companies account 
for over 90% of the health insurance 
written in the U. S. 

Other officers elected at 'the meeting 
were Raymond F. Killion, second vice 
president Metropolitan Life, who was 
named to succeed Mr. ‘(Browning as chair- 
man-elect; re-elected vice chairman— 
C. Clark Bryan, assistant general counsel, 
American Life Convention; Louis A. Or- 
sini, HIAA’s assistant director of infor- 
mation and research; Albert V. White- 
hall, director of health insurance, Life 
Insurance Association of America. and 
James R. Williams, vice president, 
Health Insurance Institute. 

Alice M. Chellberg, assistant secretary, 
American Mutual Insurance Alliance, 
was re-elected secretary of the Council. 
Faulkner Points to “Real Progress” 

In his report as HIC outgoing chair- 
man Mr. Faulkner pointed to “real prog- 
ress” made in the past year toward the 
goal of containing 'the costs of medical 
care. This is the result of concerted ef- 
forts of the insurance business, doctors 
and hospitals, “working together in 
greater harmony and with greater ef- 
ficiency ‘than ever before.”. He stressed 
that “their cooperative endeavors are 
beginning to bear fruit.” 

Mr. Faulkner brought out that while 
the containment of medical care costs 
works to the benefit of all Americans, 
the persons who gain the most are those 
with fixed incomes, such as Social Se- 

(Continued on Page 54) 


De Gelleke Elected LIAMA 
Chairman for A. & S. 


Chicago, April 12—G. Warren DeGel- 
leke, director of A. & S. sales, New 
York Life, was elected chairman for the 
coming year of LIAMA’s accident and 
committee here this morning. 
New members of this committee, elected 
for three-year terms, are A. E. Elander, 
second vice president, Equitable So- 
ciety; J. Kenneth Higdon, assistant vice 
president, Business Men’s Assurance; 
Robert G. Hill, vice president, 
Mutual Life of Binghamton, 
Light, regional agency 
Pan-American Life. 

Mr. DeGelleke, Syracuse University 
graduate, started in Binghamton in 1948 
and in 1950 was named assistant manager 
of the branch. He was called to the 
home office in 1953 as field supervisor 
of A. & S. sales. He has played a major 
part in development of the company s 
non-can. A, & S. program. 


sickness 


Security 
and Paul 


vice president, 


Flemming Reserves Decision; 


Democrats Prepare Bills 


Secretary of Health, Welfare and Edu- 
cation Arthur §S. Flemming declared 
Monday that the Administration does 
not at this time endorse the medical care 
bill introduced by Sen. Javits of New 
York. The Secretary believes this Re- 
publican-drafted bill follows the guide- 
lines of a plan he is working on, and is 
a “step in the right direction.” But Mr. 
Flemming said he was not in a position 
to indicate whether the Administration 
agrees or disagrees with the bill's ‘specific 
provisions. 

Meanwhile, Sen. ‘Pat McNamara (D- 
Mich.) predicted his subcommittee would 
shortly come up with a proposal of its 
own which would follow the Social Se- 
curity approach. House Speaker Sam 
Rayburn (D.-Tex.) and Senate Demo- 
cratic Leader Lyndon Johnson are also 
reportedly working on a compromise 
plan similar to the Forand bill. 

Two life insurance executives—Richard 

Shinn, vice president, Metropolitan 
Life, and Morton D. Miller, vice presi- 
dent-associate actuary, Equitable Society, 
testified April 13 before the Senate sulb- 
committee on problems of the aged and 
aging, And V. J. Skutt, president, Mu- 
tual of Omaha, who heads HIAA, and 
D. D. Ulfers, Mutual’s executive vice 
president, expressed their views .on the 
“over 65” problem. Mr. Skutt said he is 


opposed to the Javits bill but considered 
t “preferable” 


to the Forand hi‘l. 








Consultant to A. & H. and 
Life Insurance Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


on all phases of Home Office agency activity as well as Field 
Manpower Development — on per diem basis by appoint- 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 





Republicians File Own 
“Over-65” Health Bill 


AGED WOULD CHOOSE COVERAGE 





Also Elimination of Age-50 Requirement 
Considered by House Ways & Means; 
Mail Urges Forand Bill 


A Republican-drafted bill (Javits, R., 
N. Y.) to provide medical care for the 
aged on 
eliminate 
total 
by a 





a voluntary basis, approval to 
the age-50 requirement 
disability benefits, 
Pennsylvania 
persons 


for 
and testimony 
doctor that “older 
not in as great economic 
distress as is generally believed,” high- 
lighted action last week in Washington 
after rejection of the Forand bill. 

While A.F.L.-C.1.0O. Secretary 
and Senate Minority Leader Everett 
McKinley Dirksen were exchanging 
angry words over the Administration’s 
stand on health insurance for the elderly, 
Republican liberals headed by Senator 
Jacob K. Javits of New York were 
preparing a measure, ironically similar 
to one introduced by Richard Nixon v.u.2n 
he was a member of the House of Rep- 
resentatives. 

The Javits bill introduced April 7, calls 
for those over 65 to subscribe to cover- 
age of their own volition issued by 
private carriers. The cost of premitns 
would be reduced through contributions 
from Federal and state governments. 


are 


Carey 


Provisions of Republican Bill 


Senior citizens in the income bracket 
of $500 to $1,000 a year would pay 50 
cents a month. At $3,600, a person would 
pay $12 monthly, with $13 the maximum 
rate beyond $3,600 

Coverage would provide such things 
as 60 days of semi-private care in a gen- 
eral hospital or equivalent care in a nurs- 
ing home or home for the aged; surgery, 
medical care in a hospital, visits to a doc- 
tor’s office with necessary, diagnotic 
X-rays, consultation with specialists 
and visiting nurse services at home. 

Meanwhile, in a move that almost went 
unnoticed in the fanfare of the Forand 
bill defeat, the House Ways and Means 
Committee gave tentative approval to 
elimination of the age-50 requirement 
for total disability benefits, and to the 
extension of OASDI coverage to self- 
employed physicians. 

On the Senate side, a special labor 
subcommittee last week opened hearings 
on the financial aspects of thealth prob- 
lems of the aged. After a statement by 
United Automobile Workers President 
Walter Reuther was read predicting that 
public demand will still bring about aged 
medical legislation, Dr. James Z. Appel 
of Lancaster, Pa., representing the Amer- 
ican Medical Association, presented a 
different point of view. 

“Not only are older persons a great 
deal healthier than they are sometimes 

(Continued on Page 54) 





AGAIN OFFERING “OVER 65” PLAN 


Mutual of Omaha in Midst of New 
Enrollment for Its Senior Security 
Policy; Extends to May 10 
Mutual of Omaha is again offering its 
senior security plan of health insurance 
for persons age 65 and older. The pres- 
ent enrollment period began April 1 and 

will end May 10. 

Public response to the three enroll- 
ment periods last year clearly pointed 
t acceptance of this plan for voluntarily 
protecting over 65 citizens through pri- 
vate health insurance policies, the com- 
pany states. 

Insureds may buy the policy regardless 
of their past or present health. Further- 
more, the policy cannot be cancelled 
because of a change in health of the in- 
sured ... in fact, it cannot be cancelled 
unless all similar policies in the state 
are cancelled. No physical examination 
is required for the policy. 
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LIAMA Accident 


& Sickness 


Insurance Meeting In Chicago 





Over-Insurance In 

A. & S. Field Discussed 
BY J. M. WICKMAN. MUTUAL LIFE 
Says Insured’s Actual Needs, Not Ability 


to Pay Premium, Should be 
Criterion in Policy Sales 





Chicago, April 11—Calling the matter 
of over-insurance a serious one, J. M. 
Wickman. Mutual Of New York’s second 
vice president for accident and sickness 
insurance, warned his LIAMA andience 
here today that over-insurance invites 
such practices as over-utilization of hos- 
pital and medical services, malingering. 
fraud and collusion. “These,” he said 
further. “can only lead to increased costs 
of providing insurance, tightening of poli- 
cy terms, more stringent relation to 
earnings or ‘prorating clauses. to sav 
nothing of litigation and regulation—and 
most serious of all, havine this business, 
-ll or in part, taken over by government 
on the basis that we are not doing a 
job.” 

In his address “How Much is 
Enough,” Mr. Wickman stated firmly 
his belief that any person, regardless 
of income ought to have income insnr- 
ance somewhere between $750 and $1200 
a month. “There are few people,” he 
pointed out. “who could not adiust to 
their living so as to be quite comfortable 
with that kind of tax free income. When 
we get into the higher brackets we find 
that these people usually have invest- 
ments to supplement their income when 
disabled.” 


titled: 


Criterion for A. & S. Coverage 


Mr. Wickman asserted that in A. & 
S. coverage ability to pay the premium 
is no criterion of the amount of insur- 
ance one should purchase—“be it income 
replacement. hospital, or medical care 
coverage.” The answer, he declared, i 
simply to “determine the needs and sell 
an amount to satisfy those needs.” Mr 
Wickman then suggested a_ successful 
income replacement rule he has em- 
nloyed which provides 50% of monthly 
income plus $50 

Considering the individual or family 
hospital-surgical policy. the speaker re- 
marked that the scale of hospital charges 
in the community and the economic 
status of the familv are factors that 
every agent should be acquainted with. 
“One need not provide top level bene- 
fits for a family in a lower income 
bracket any more than to expect a 
$20,000 a year person to be satisfied with 
a policy that falls short of the charges 
for the accomodations he will demand,” 
the speaker brought out. 

After cautioning his audience on the 
dangers of over-utilization in hospital 
policies, Mr. Wickman turned to duplica- 
tion of coverage and declared: 


Inviting Spurious Claims 


“The agent who knowingly writes a 
policy on top of existing coverage so 
that the total is in excess of anticipated 
losses is not only contributing to the in- 
sured’s attempt to make a profit from 
his insurance, which is against public 
policy, but he is also inviting spurious 
claims. bringing on added expense of 
investigation, and could result in regula- 


tion and legislation that will provide 
curbs and restrictions that often go 
further than necessary.” 

On ‘hospital policies with deductible 


provisions, Mr. Wickman said it was un- 
fortunate “that deductible plans are not 
as popular as first dollar coverage.” He 
is of the opinion that if the insured is 
encouraged to assume small losses and 
use his premium dollar for protection 
against larger and other types of losses, 
more deductible plans can be sold. 

Mr. Wickman commenting next on the 
major medical field, said the did “not 
think there was any serious danger of 
duplication” because he cannot imagine 
a person buying two M-M policies each 

(Continued on Page 52) 


Neal Cites Opportunity to Insure 


Two Generations of Retired Persons 


Chicago, April 11—Insurance compan- 
ies now have an excellent opportunity 
to offer health care coverage suitable 
for not just one, but two generations of 
retired persons, Robert R. Neal, general 
manager of the Health Insurance Asso- 
ciation of America, declared in his LIA- 
MA talk here this evening. He featured 
these facts: 

“America is entering an era when 
more and more people at age 60 or over 
‘have living parents. It is estimated, that 
one person of every three reaching age 
60 has at least one living parent. By 
the year 2,000 it is probable that the per- 
centage will have risen until two of 
every three persons at 60 will have a 
parent living.” 

What this means to the insurance busi- 
ness, the speaker explained, is that men 
and women must prepare now not only 
for their own retired years, but also 
for the later years of relatives a gener- 
ation senior to them. He stressed that 
the prospect of a dual group of retired 
persons in this country expands the 
opportunities whereby insurance com- 
panies can broaden their service to the 
public. 

The HIAA official emphasized these 
points in his address: 


Steps Companies Must Take 


“1. More companies should develop 
basic programs aimed at the cost of long- 
term hospital and nursing home care. 
particularly for those over age 65. There 
niust be a positive effort to keep the 
cost down, through use of deductibles. 
However, quality, rather than cost, should 
be emphasized. 

‘2, As a companion measure, there 
should be developed plans to meet med- 
ical and surgical costs, again using de- 
ductibles and co-insurance princip!es. 

“3. The product must be advertised 
through every available means. There 
should be no holding-back because of 
competition within the business. It 
should be remembered that the potential 
competitor is the U. S. Government.” 

Mr. Neal urged his audience to con- 
tinne to zive particular attention to the 
sclling of insurance coverage on the 
basis of improved quality of the product, 
rather than on price attraction. He re- 
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minded his listeners that expert executive 
and technical staffs in the insurance busi- 
ness are developing programs increas- 
ingly well suited to the needs of people 
oi all ages. 

Mr. Neal also called attention to the 
notable gains which the business has 
made in producing a great variety of 
programs for insurance purchasers. Re- 
ferring to the advances recorded in the 
writing of policies suited particularly to 
the needs of aging persons, he said it is 
apparent from standard insurance publi- 
cations that: 


Cites Gains of Private Companies 


“At least 175 companies continue in- 
dividual policies beyond age 65, and 
more than 100 companies renew suc 
policies for life. More than 25 companies 
write guaranteed renewable policies for 
the lifetime of the insured. 

“Many companies have voluntarily re- 
stricted their right to refuse renewal of 
existing business because of the physical 
deterioration of the health of the in- 
sured. 

“Some 120 companies issue new pol- 
icies on an individual basis to persons 
65 years of age or older. Many are 
guaranteed renewable and for life. A 
number of companies now offer policies 
which become paid up at age 65.” 

The quality of the insurance product 
must be examined in terms of the costs 
of goods and services today, Mr. Neal 
pointed out to this audience. As an ex- 
ample, he observed, a hospital-costs pol- 
icy sold a generation ago, allowing per- 
haps $4 a day for a maximum hospital 
stay of 15 days, is far from adequate 
now. Similarly, companies must be alert 
to maintaining their policyholders’ cov- 
crage at realistic expense levels, he 
noted, 

The speaker emphasized that through 
sales of a quality product designed to 
take care of the needs of the insurance 
purchaser, and through careful attention 
to the servicing of policies in force, the 
insurance business can counter many of 
the specious arguments for Federal in- 
tervention in insurance operations. The 
threat of government entry into insur- 
ance activities is more serious in the 
health insurance field than in any others 
at this time, he acknowledged. 
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Failure of Government Coverage 


An opening wedge which proponent 
of government intervention would like t 
use is legislation to provide health care 
coverage for the aged as part of the 
Social Security system, Mr. Neal cau 
tioned. Agents should keep in mind, he 


said, that a law which would provide 
health care financing aid only for thos 
cligible for Social Security benefits 
would: 


“1. Fail to provide completely for those age 
persons who today require assistance in meeting 
their care costs. Of some 15.5 million person 
who now are 65 years old or older, some 4 mi 
lion are not eligible for Federal Social Security 
benefits. health insurance pr 
gram geared to the Social Security system woul 
he valueless to this large group. 


A government 


‘2. Endanger the entire Social Security stru 
ture, inasmuch as the addition of health car 
benefits would impose on it a responsibility fo 
which it is inherently unsuited. 


“3. Be an obstacle to the continued develop 


nent of voluntary health insurance program 
especially suited to the requirements of olde 
persons ” 


Insurers Must Do Better Job 


Mr. Neal stated that all the voluntary 
health insurance mechanisms of thi 
ccuntry are making available to tht 
American public a means of protectiot 
against the cost of medical care. Face! 
by the threat of Federal intervention, lt 
said, the insurers must not only srl 
tinue to improve and expand their prot 
uct but also do a better job of in formin 
the public of the availability of the prot 
uct and of the advantages of the volur- 
tary system of health care and _healti 
care financing. 

It is more urgent than ever, he de 
ciared, that the insurance field forte 
nractice alert, aggressive salesmanship 
However, the insurance business, 2! 
selling improved coverage designed ! 
meet present and future needs of tit 
purchasers, and by advertising that cor 
erage, is in a sound position to convint! 
the public that competitive enterpn* 
can operate insurance programs ™@ 
more effectively than any governmet! 
agency, he assured his audience. 





Attendance at New High 


W. B. Cornett, Prudential’s direct’ 
of A. & S. sales and service, who * 
chairman of LLIAMA’s accident ani 
sickness committee, announced in His 
opening remarks at the Chicago © 


ference April 11- 12 that attendance, # 
“new high.” 


to over 200, is a 
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LIAMA Accident @ Sickness Insurance Meeting In Chicago 





How Occidental Life 


Expanded A. & S. Line 


REVEALED BY V. P. EARL CLARK 





Experienced Men Formed Core of New 


Sales Promotion Staff; LUTC Classes 
In A. & S. Given 


me Chicago, April 11—Earl Clark, CLU, 
ses Occidental Life vice president, in his 
ban LIAMA address here this afternoon 

titled: “Gearing for More Sales,” out- 
Dis- lined the steps his company took in ex- 
aily panding its accident and sickness lines 


4. Y. 
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to meet changing times and accelerated 
competition. 

One of the latest life companies to 
stress A. & S., Occidental Life decided 
early in 1959 to include its agency de- 
partment in the A. & S. business. As 
Mr. Clark explained: 

“Some of our branch managers and 
general agents were quite well versed in 
accident and sickness selling and claim 
handling, others knew virtua!ly nothing 
about it. We were getting sizable pro- 
duction from only a portion of our 
agency system and now that we had new 
merchandise that was quite competitive 
and—we hoped quite attractive—we de- 
cided we wanted to get substantially 
more production by having all of our 
agencies selling it and all of our super- 
visory folks talking about it and being 
able. to train our agencies in the sales 
end.” 

Mr, Clark disclosed that the first step 
was for the company to explain to all 
agency department members and_ all 
supervisory personnel that they were 
jointly responsible for increased A. & S. 
production, rather than having the job 
done for them by someone else. “It was 
a little bit of a shock to some of them,” 
he remarked and continued: 


Set Up Classes 


_ “Last year we set up an LUTC class 
in accident and sickness at our expense 
for all the traveling supervisors who 
worked out of the home office. They took 
the course this past year on company 
time. Each week someone would sit in 
the classroom discussion and amplify 
the rather general text book material 
with some specific Occidental ideas. 
“Urging all of our field supervisory 
personnel to take the course as well, we 
set up a meeting of all our superin- 
tendents of agencies and very carefully 
explained our program and their part in 
ittand asked them to take direction from 
Walter Schmitz, A. & S. department 
head and help him do the job. Our goal 
was to have everyone singing out of the 
same song book.” 

The strongest and most experienced 
.& S. man was placed in Occidental’s 


F informing sales promotion department, Mr. Clark 
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fj ‘elated, with the hope that every project 
} Would be met from an accident and sick- 
ness as well as life approach. This re- 
sulting experience has strengthened the 


ver, he de ‘company, he feels. 

field fort el next most senior man in the 
Jesmanshi ‘partment was transferred into field 
aineal supervisory work and began his duties 
lesioned teaching the other agency superin- 
‘eds of tit tendents in the LUTC course previously 
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mentioned. He did a fine job. 

The third A. & S. man was trans- 
lerred into the agency secretary’s sec- 
ton to handle the routine correspond- 
nig Me, contract work, etc. that pertains 
accident and sickness and to educate 
le other persons in this section about 
lr accident and sickness business. Natu- 
tally, he is picking up experience in life 
msurance, 

: The last man in the department was 
. transfer red to our general administrative 
“ction where he helps handle corres- 
pondence, underwriting, claims, etc. 


Now a “General Line Executive” 


tf 
iy 








Mr. Clark pointed out that now the 


senior man of Occidental’s former 
A, & S. department is “what you might 
call a general line executive and is in- 
sisting that the other members of the de- 
partment carry the load that he formerly 
carried almost alone. His former as- 


sistants have been placed in strategic 
positions within the agency department 
and their knowledge is being used on a 
broader scale.” 


Results are already gratifying, Mr. 
Clark declared, pointing to A. & S. pro- 
duction which was 29% higher than the 
previous year and highest in company 
history. Applicants and total premiums 
in force also increased, he said, al- 
though “we aren’t a quota or a contest- 
minded company.” 

Now that Occidental has non-can and 


guaranteed renewable policies, Mr. 
Clark forsees a more rapid growth of 


total business in force. But this hope 
rests primarily on personnel, he realizes 
and emphasized: 
Occidental’s Goal 

“We are not a company which gives 
quotas, although we naturally have ob- 
jectives of our own, We believe that if 
we choose self-reliant men as agency 
leaders and provide them with a good 


(Continued on Page 52 





VER 8,000,000 FAMILIES 


saw this advertisement in the April 4th issue of 


TIME ang LIFE = 


“Of course you 
Surgical-Nursing Home 
if youre 65 or over 
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Donnelly, De Gelleke 


” : 
Tell “Success” Stories 
AT MONDAY AFTERNOON FORUM 
How Standard Ins. Co. of Portland In- 
tegrated A. & S. Training and N. Y. 
Life Introduced Non-can Plan Shown 


LIAMA members in 


Edgewater 


April 11 
a forum held 
Hotel 


stories from 


Chicago, 
here at the 
afternoon heard two 
William B. Don 
nelly, directory of training, Standard In 
surance Co. of Portland, Ore 
Warren De Gelleke, director of A 
sales, New York Life 

Mr. Donnelly’s 


company’s 


Beach this 


“success 


and G 
& S$ 
his 


address concerned 


integration of accident and 


Mr 


chairman of 


De Gelleke, who 
the LIAMA’s 
A. & S. committee for the coming year, 
New Pro- 


Launching of Project 


training 


sickness 
was elected 
“Introduction of 


“The 


discussed 
grams” or 
26.” 
Donnelly Stresses Objective and Product 
Mr. Donnelly remarked that while this 
| i 
that 


was a “how to” panel, he was 
“successful training integration depends 


sure 


on other factors than mere procedure.” 


Two basic factors he referred to wer 


the company’s objective and its product 
“Some of you may feel that A. & S. is 


entirely separate from life insurance, and 


there’s certainly nothing wrong. with 
that,” he declared. “Perhaps you can 
train your new men to make A, & §S 


sales quicker thus helping with the ever- 
present financing problem.” He warned 
however : 

“If your sales force is predominantly 
composed of programmers and estate 
analysts, you can’t very well integrate the 
of a limited hospital 
a one year income policy 


On the other hand, if you have trained 


sales and training 


expense or 


your men to sell packages, you will have 
real difficulty in integrating the training 
for a longe term disability or major 
contract.” 

Speaking of Standard’s experience, Mr 
Donnelly stressed that his company fol 
lows the theory that men 
personal insurance salesmen, not life or 
A. & S. salesmen. He frankly admitted 


a mistake Standard formerly made by 


medical 


their are 


offering 10% extra first year commission 
for a disability policy if sold at the same 
time life insurance was. “That wasn’t a 
howling success,” he stated, “because the 
benefits of disability policy required such 
a high premium that few dared mention 
that much additional money for fear of 
losing the entire sales.” 

Standard’s present contract is made 
available only with the sale of $2,500 or 
more of permanent life insurance. “This 
has worked well for us,” Mr. Donnelly 
explained, “since the expense of the 
income policy is small because most of it 
can be borne by the life policy, and the 
persistency is amazingly better that other 
A. & S. contracts. In fact, almost 90% 
of these policies go into the second veat 
currently.” 

The speaker believes integration in 
A. & S. training must start at the top. 
At Standard, underwriting is handled by 
the same underwriters who handle life 
cases; claim administration and other re- 
lated operations are also the same. The 
only separate body, Mr. Donnelly points 
out, is an A. & S. committee whose pri 
mary duty is to be sure that this co- 
ordination of A. & S. activities with 
other company operations actually exists 

Mr. Donnelly concluded with succinct 
remarks about field training and LUTC 


classes. “Our training program,” he 
emphasized, “is simple programming 
procedure taught fairly eary in a man’s 
career. A few years ago, we revised it 
into three sections, if you die, if you 
live, and if you become disabled, with 
a programming approach to each. That 
helped, but we found that there were 
still a lot of men who used the first two 
sections and skipped the third. So we 
have revised again to illustrate the while 
works at one. This is too new, though, 
to give you any results. 

“Obviously, the LUTC course is not 
the entire answer because it’s hard to 
know what is cause and what is effect. 
We do know however, that every agency 
in which the manager is an A. & S 
eraduate, the agency’s portion of our 
A. & S. total is larger than his share of 
life sales.” 


DeGelleke Tells NYLIC Story 


In relating how New York Life intro- 
duced its new non-can program to its 
field force, Mr. De Gelleke, who fol 
lowed Mr. Donnelly on the rostrum, em- 
phasized that the program was not “just 
another line of policies, but a complete 
change in our entire A. & S. operation; 
underwriting, claims and administrative 
procedures.” 

Labeled “Project 26” because it fol- 
lowed a previous change in New York 


Life’s life portfolio called “Project 25,” 
the program required almost a year and 
a half of ground work before its target 
date of January, 1956. 

In December 1955, Mr. De Gel-eke said, 
“our confidential first meeting to tell all 
officers, department heads, and_ other 
supervisory personnel about our new 
non-can, A. & S. program was held. 

“Some 45 to 50 selected sales training 
and sales promotion personnel, partici- 
pated in a training seminar that month. 
Half of these were regional staff men 
from the field. The trainers were those 
six or seven of us who had lived most 
closely with the project since its very 
beginning.” 

At this seminar company objectives 
were set, the program’s background and 
description and the needs it was de- 
signed to fill, were discussed. Then the 
policies were analyzed in detail, under- 
writing rules discussed thoroughly and 
all forms reviewed. Sales material and 
agent compensation was covered 
thoroughly. 

Mr. De Gelleke then told how 15 men 
were picked to present the new program 
to the field in teams of five men each 
Each team had a marketing officer, a 
marketing staff man and an A. & S. 
underwriter, and two regional staff men. 
Twelve regional meetings in all were 
held that month conducted by these men. 


also 












most 


friendly 
company - 


...but the 
country s 






is still the country’s friendliest... 


K ... and progressive, too! Note just a few of 
our most recent sales-building changes: 


e EXPANDED NON-MEDICAL LIMITS (Males and Females)—$20,000 Ages 5 to 35, 
inclusive; $10,000 Ages 36-40, inclusive; $5,000 Ages 41-45, inclusive. 


e NEW LOWER PREMIUM RATES FOR FEMALES—aond regular rates for Waiver 


of Premium coverage. 


e GRADED PREMIUMS ON LEVEL TERM PLANS—for example: $50,000 Ten Year 
Term Plon, Age 35 (excluding W.P. and D.I.) is only $5.96 per 1,000 on a gross 


annual premium basis. 


NORTH AMERICAN LIFE 
Pasurance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


North American Building 


Chicago 3, Illinois 


— 


“Project 26” had its tryout in Ney 
York, where it was criticized, and neces. 
sary changes were made. The team; 
then took off for their “whirlwind tour.” 
On January 12, 1956, all 230 New York 
Life general offices held meetings jy 
which points were clarified, additiona| 
ideas submitted and other points re. 
emphasized. 

“Distribution of all sales kits and ma. 
terial to the 13 regional meetings and to 
our 230 general offices took on the mag. 
nitude of the logistics employed for the 
invasion of Omaha Beach on D-Day, 
Mr. De Gelleke said with a smile. “Ow 
casualties were fewer, however.” 

The annual managers’ meeting late jn 
January that year provided an ample 
opportunity for discussion of the effec 
of the new policies. Many new ideas or. 
curred, the speaker pointed out. A sale: 
campaign and national advertising cam- 
paign also acted in support of the new 
program. 

Mr. De Gelleke concluded his remarks 
with a film that he said helped create 
interest for the new program among 
agents and at the same time, served asa 
training tool. “I don’t claim the program 
I outlined is The way to merchandise a 
new policy or program,” he stated, “but 
it is A way that fitted our needs and 
objectives at the time.” 





. 

Wickman on Over-Insurance 
(Continued from Page 50) 
with a $500 deductible.” Here again, hi 
pointed out, the coverage should be 
gauged to the need and economic statu 
of the buyer. “If there is a basic cover- 
age, the M-M should contain a_ large 
enough deductible so as to minimize the 
opportunity for duplication of benefits 
in the  hospital-surgical policy,” he 

stressed. 

Further along, Mr. Wickman opine 
that there has been too much “poli 
peddling” in the A. & S. business. He 
admits limited and special risk policies 
serve a purpose, but adds: “They are 
no substitute for broad, all-coverage dis. 
ability income policies.” 


Likely to Have Rude AwakeMing 


“The average man is better served 
with a modest amount of insurance that 
will pay something under any circum. 
stances, than to have a policy or sever 
policies that will pay some huge amount 
only under certain conditions. The man 
who thinks that because he is insured 
against some of the dramatic thing: 
that can happen to him but leaves ur 
protected the many simple forms of dis 
ability, will very likely some day have: 
rude awakening and I would not war! 
to be his insurance advisor when he 
does. 

“Our job is to build up deficiencies i! 
income which would be lost by  virtu 
of disability—building them up, not! 
the former income level, but to a pot! 
of providing adequate food, clothing ant 
shelter. Not to a point where it wi 
he more attractive to stay disabled tha! 
to work. Only to the point where tit 
insured is grateful for having an It 
surance man who sold ‘him the policy 
but still wishes he could get back 0 
the job so that his income would prt 
vide a better living and a brighter ! 
ture. 





Occidental Life 


(Continued from Page 51) 


product and good service, that their ow! 
ambitions will produce results in exct* 
of any quotas which we might sugge 

“Our basic company objective is " 
have each agency place enough accidel! 
and sickness on the books to result im 
substantial and stable supplement to ™ 
agency income, whether it be a gene® 
agency or branch.” 
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Insurance 


Meeting In 


Chicago 





Chicago, April 12—A. & S, executives 
explored the subject of “Keys to Greater 
Efficiency” at this morning’s session here 
at Edgewater Beach Hotel of the Spring 
accident and health conference of Life 
Insurance Agency Management Asso- 
ciation. The first key, persistency, was 
discussed by Lyle B. Pelton, LIAMA 
senior consultant; Elmer L. Nicholson, 
second vice president, Connecticut Gen- 
eral Life, and Thomas J. Schillerstrom, 
general agent in New York City for 
Paul Revere Life. W. B. Cornett, direc- 
tor of A. & H. sales and service, Tihe 
Prudential, presided at this session. 
Mr. Pelton told what is being done 
from an institutional level to promote 
the improvement of persistent business. 
This includes LIAMA’s A. & S. persist- 
ency rater, the HIP award and informa- 
tion from the LIAMA’s persistency study 
on A. & S. 
Mr. Nicholson, speaking on what the 
home office can do to promote better 
persistency, stressed these points (1) 
a consistent company policy toward its 
customers, understood and_ executed 
jointly by all who have a function that 
bears on good customer relations, is the 
only sure way to good quality business; 
(2) leadership from the home oftice is 
imperative. “It must be persistent and 
consistent,” he emphasized, “and it must 
be courageous both in the things that are 
done and the things that are not done.” 
Mr. Schillerstrom featured in his re- 
marks what a general agent can do to 
promote a better persistency in_ his 
agency through: Proper prospecting, 
needs selling vs. order taking, product 
knowledge proper policy delivery, good 
claim services, etc. 
Splittengerber Dwells on Placing More 
Written Business 
R. J. Splittengerber, second vice presi- 
dent, Loyal Protective Life, Boston, in 
stressing the placing of more written 
business, said that the idea of buying 


S. & A. must first be sold to the 
American public. Then, the public 
must also be sold on the idea of ac- 


cepting and continuing in force a policy 
which for specific reasons, was issued 
with riders, a rate-up, exclusion of some 
family members where medical coverage 
is involved, limited lengths of time or 
in limited amounts. 
Getting into the “meat” of his subject, 
Mr. Splittengerber said that four factors 
must be analyzed. These are (1) examine 
your own company’s philosophy as re- 
sards disability income. Is it merchan- 
lised aggressively or is it available as a 
matter of convenience? (2) Does your 
company furnish forms to the general 
‘gents or managers as well as to agents 
showing the total amount of business 
Written each month, and then the amount 
st through rejections, not-taking poli- 
“les, transfers, and as a result, the 
mount of not written business each 
month after taking off these deductions ? 
3) What is your company policy for 
ving recognition to the man having a 
quality operation? For instance, addi- 
tonal credit for a low ratio of rejections 
and not takens and conversely a penalty 
ta high percentage of deductions exist. 
(4) What is the company’s position 
‘garding a not-taken policy issued 
% applied for? Is a charge made? 
Peaking about the company’s phil- 
Sophy, the speaker said that his experi- 
‘ite indicates that if the business is 
mginally sold properly and completely, 
"can be placed with little difficulty 
Wen though, within reason of course, it 
duires a rider or a rate-up.” He added 
tan is aility insurance is no different 
2 € insurance which is programmed 
r Provide for family needs. It becomes 
he gpreenbe responsibility to point up 
ia tat the prospect will face finan- 
Catastrophe in event of serious sick- 





Persistency Problems Uppermost in 
“Keys to Greater Efficiency” Talks 


ness or accident if he is without adequate 
disability insurance. With these facts 
firmly established, any possible waiver 
or rate-up can generally be sold right at 





the time the application is taken, 
continued: 

“The method by which the prospects 
are obtained automatically has a great 
bearing on the ratio of rejections and 
not-takens in disability insurance. If the 
agents are taught to obtain reference 
leads from satisfied policyowners, the 
new client is much more receptive and 
understanding to variations which might 
be required from an underwriting stand- 
point than would a person without that 


He 


mutual acquaintanceship. 

“IT contend, therefore, that the first 
step in reducing the number of rejec- 
tions, not-takens or. withdrawals and 
thereby placing more business, comes 
first through the teaching of a sound 
sales procedure for disability insurance. 
Teaching the sales force how to properly 
deliver the policy is equally important so 
the client knows what the policy will or 
will not do, and that he had received ex- 

(Continued on Page 54) 
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“How do I get to Success from here?” 


It should be easy to put yourself in this picture, 
because this man could be YOU. Here you are, 
an agent or general agent who has been selling 
A&H with just ordinary results, or, you are now 
ready to move into this field. 


Point is, that you have a burning desire to be 
an outstanding success in A&H. No second or 


third best will do for you. 


What’s your first move? To talk to someone 
who can give you sound direction, someone who 
knows what it takes to be successful. You’re 
going to talk to experts, who are going to tell 


OMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


you, among other things, what particular type 
of A&H is best suited to your experience and 
prospects. Doesn’t that make good sense? 


A&H is our business—our only business. And 


everyday, people all over America—in fact, the 


world—ask us for direction. We’ve made sales 
champions out of thousands of men—even some 
who inquired just “to get the low-down.” 


Why don’t you fill in the coupon below now— 


Name 


and let the experts at the world’s second largest 
exclusive accident and health company tell you 
“how to get to Success from here.” There’s no 
obligation whatsoever. 


Combined Insurance Co. of America, Dept. 48 
5050 Broadway, Chicago 40, Illinois 


Yes, Gentlemen: I’d like to know how 
Combined can help me to success. 





Address 





City 


State 











ete 
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(Continued from Page 53) 


actly what he bought.” 

Mr. Splittengerber then emphi isized 

hat the all important step is to teach the 
field force how to get a goodly number 
of referred leads each time they deliver 
a policy “so that they can, for the most 
part, continually work on reference pros- 
pects.” 


IBM Forms Provided Monthly to Each 
Agency 


As to furnishing the field force with 
forms each month covering their produc- 
tion activity, the speaker explained as 
follows the procedure of his company: 

“We, in Loyal, provide such IBM forms 
for each agency each month, and for 
each man within the agency. In this way, 
if the not-takens are high in the agency, 
the general agent or manager can re- 
view the record of each man in the agen- 
cy to see who the culprit is. Once the 
man or men involved have been pin- 
pointed, the manager can then get into 
the reasons why. 

“By going back to the application reg- 
ister, he can look at the occupational 
classification, the mode of premium pay- 
ment, the amount of money collected 
with the application, etc. All of these 
have a distinct bearing on the not-taken 
ratio. - 

As to the value of recognition through 
clubs and awards, the speaker explained: 
“In our company we set a certain stand- 
ard in this area of deductions which is 
reasonable, of course. If the agent’s 
percentage of deductions as shown on the 
form he receives from the company 
every month is lower than the standard 
set, he receives plus p< ra credit at the 
end of the year to add to his total w ritten 
business for standings in the company’s 
President’s Club toward the “man of the 
year” award. 

“Conversely, if his deductions are above 
the standard set, he is penalized, thus 
having points taken away from his total 
at the end of the year. This same prin- 
ciple is used in contests, conventions, 
and all production activities. It’s a big 
help in controlling wastage.” 


Not-Taken Policies 


Finally, the speaker said it is diffi- 
cult for a company to take a stand on 
a not-taken policy. Some companies 


he said, follow the practice of allowing 
the ordering out of an additional policy 
oi life insurance. “This results in a fair 


number of policies being placed, but it 
aisoO gives a high percentage of not- 
takens. We have a modest charge for 


policies not-taken when issued as ap- 
plied for.” 

He felt that agents must be taught 
how to deliver a policy even though it is 
issued other than as applied for. He 
further said: “Let’s get away from the 
idea of having the agent think that his 
client is abnormal or a freak because 
ot this physical condition and apologiz- 
ing for the waiver. This is standard 
with the conditions as they exist. Tell 
him so. Our salesmen will do what they 
have been taught and trained to do. 

“We must also teach the field force 
that there is a tremendous difference be- 
tween the underwriting of disability and 
Ife insurance. Certain diseases may not 
necessarily shorten the life expectency 
of a client for life insurance, but can 
certainly affect his state of health as 
. se number of times he mz iy be dis- 
iplec +2 


Bicknell on Claim Philosophy 


Mr. Bicknell, who was the final speak - 
er on “Keys to Greater Efficiency,” dwelt 
on an understanding of the company’s 

laim philosophy. Mr. Bicknell is vice 
nresident and claim superintendent of 
Paul Revere Life. He began: 

“Claims are and should be a major 
cost factor in the operation of an acci- 
dent and sickness insurance business. 
However, these claim losses should be 
contained within certain limits or they, 
plus underwriting expenses, commissions, 
renewals, and other costs will result in 
an excessive underwriting loss. How to 
produce a volume of accident and sick- 
ness business and still minimize the 


danger of an excessive loss ratio is a 
problem that can confront every agency 
vice president who is responsible for the 
protection of this type of business.” 

Mr. Bicknell then brought out: “Since 
the quality of accident and sickness busi- 
ness is a determining factor in producing 
a normal claim experience, what can 
be done to get that kind of business on 
the books? In the study of claim prob- 
lems, it is demonstrated time and again 
that the quality of accident and sickness 
business is determined by the quality 
and training of the agent who writes 
it. 

“Business written by high-grade, well- 
trained agents will produce claims which 
can be handled promptly, liberally, and 
with a normal claim experience. Aver- 
age agents will write average quality 
business, and these claims will require 
closer study, more investigation, a bit 
slower claim service, and a loss ratio 
on the lower side of acceptable limits. A 
poor agent will write poor business. This 
business will produce a large quantity 
of questionable claims necessitating com- 
plete investigations, compromises, rejec- 
tions, and rescissions. The over-all claim 
service cannot be good and it will result 
in an extremely high lapse and loss ratio 

“It seems to me, therefore, that the 
seriousness and extent of claim problems, 
and claim ratios, which confront 
the agency vice president will be deter- 
mined to a considerable degree, by the 
selection standards which he establishes 


loss 


and enforces in appointing new 
agents. 
In summarizing the problem areas 


which he explored, Mr. Bicknell pointed 
to the following as having a direct bear- 
ing on claim problems which affect the 
ciaim loss ratio: (1) Selec ction of agents; 
(2) training of agents in proper selection 
oi risks; (3) work habits of agents af- 
fecting claim problems; (4) questionable 
field underwriting; (5) volumitis, and 
(6) quality business. 

“All of these are areas.” he explained, 
“which can be influenced by the attitude. 
philosophy and actions of the agency 
vice president. Therefore, it seems to 
me that the agency vice president re- 
sponsible for the production of accident 
and sickness business can influence one 
of its major costs, the loss ratio, a lot 
more than he may realize.” 


Nen. Metealf’s Report 
(Continued from Page 48) 


time when social progress calls for in- 
creased benefits is the creation of a 


State Hospital Review and Planning 
Council, as requested by Governor 
Rockefeller. He explained: 


“If this body were to study the need 
for subsidies in keeping hospital costs 
within reasonable limits for the public 
and, at the same time, recommend the 
improvement of present coverage, it 
would perform a tremendously useful 
service.” 

“The Joint Legislative Committee has 
struggled so far unsuccessfully,” he as- 
serted, to see to it this group is covered. 
Its proposals to mandate coverage 
for every employe covered by the dis- 
ability benefits law met a hostile re 
ception from management because of 
its fear over rising costs and from labor 
because of a dislike for any statutory 
mandate that might preclude the pres- 
ent system of collective bargaining for 
welfare benefits. 

“Furthermore, there is some _likeli- 
hood that the marginal worker who is 
without hospital, medical or surgical 
coverage is likewise without DBL cover- 
age. If this be so, then a new approach 
has to be devised and some inducement 
created to enlist him in health insur- 
ance programs.” 

Admitting that this is a most difficult 
task, Sen. Metcalf said: “It requires 
initiative, imagination and perseverance. 
but this is part of the assignment that 
was given to the committee upon its 
creation—to fill the gaps in health in- 
surance coverage in New York State.” 


Mutual and United of 
Omaha Form New Dept. 


PROMOTE 5 IN GROUP DIVISION 
Cos. Establish Policy Control Dept. With 
Engler Manager; Bourque, John- 
son, Regan and Kline Advanced 

Mutual of Omaha and United of 
Omaha have formed a new department 
and promoted five veteran employes in 
the Group insurance division. 

Vice President A. W. Randall said 
that a policy control department has 
been established to coordinate the issu- 
ance and development of policies. Named 
manager of this newly created oper ration 
is Mel Engler, who is a graduate of Uni- 
versity of Nebraska, and obtained his law 
degree from Creighton University in 
1952. He was one of the first graduates 
of Mutual of Omaha’s and United of 
Omaha’s Group training school and has 
been associated with the companies for 
nine years. He previously served as 
section chief underwriter, assistant chief 
underwriter, and most recently as chief 
underwriter of the Group insurance di- 
vision. 


Bourque, Johnson and Klein are Omaha 
University Graduates 


Named to replace Mr. 
fermer assistant, Leroy Bourque. / 
graduate of University of Omaha, Mr 
Bourque has had wide experience in field 
sales and is a graduate of the Companies’ 
Group training school. In 1955, he was 
named supervisor of the central under- 
writing section, and in 1957 became as- 
sistant chief underwriter. 

Merlin Johnson has been appointed 
assistant group underwriter for the Com- 
panies. He attended Omaha University, 
joining the Companies in 1952. He has 
served in the accounting and statistical 
sections prior to joining the underwriting 
operation in 1957 and thad been western 
group underwriter until his recent pro- 
motion. 

Don Regan has been appointed super- 
a of Group claim audit. He received 

; B.A degree from University of Iowa 
in 1950 and began his career with the 
Companies in the Waterloo, Ia., division 
office. His home office experience has 
all been in the Group claims area. 

James Klein has been named field 
ciaims supervisor for Michigan and Ohio. 
He graduated from University of Omaha 
in 1954, joined the Companies’ Group 
ciaim department and later moved to the 
Detroit Group office. 


Engler is his 





Browning HIC Chairman 


(Continued from Page 52) 


curity beneficiaries and other pensioners. 
He listed the following measures as 
among those being employed to contain 
costs: 
1. Committees of 
cases involving a 
mitted by an 


doctors to review 
physician’s fee sub- 
insurance organization or 
policyholder ‘to determine whether the 
fee is consistent with the “usual” or 
customary” charge for such services 

2. Committees to review cases and re- 
duce health care costs by minimizing 
amount of unnecessary surgery, length 
of oe service, or services rendered. 

More efficient use of hospital staff 
so a beds do not remain idle for 
too long a period and by tailoring the 
and facilities by scheduling admissions 
amount of care to the patient’s individual 
needs through what is known as Prog- 
ressive Patient ‘Care. 

4. Control of over-utilization of serv- 
ices, and of overcharging because of 
presence of insurance. 

5. Greater utilization of less expensive 
forms of care—ambulatory of self-serv- 
ive hospital care, nursing homes, home 
care programs, and visiting nurses. 


Standing Committee Chairman 


The newly elected chairman of Coun- 
cil standing committees are as follows: 
Medical Relations—Ardell T. Everett, 
second vice president, The Prudential; 
hospital relations—Charles D. Scott, ex- 


Republicans File Own Bill. 


(Continued from Page 49) 
represented to be,” he said, “but they ar 
not in as great economic distress as js 
generally believed.” 

“It is important, in our opinion, to 
remember that the vast majority of our 
aged population is neither disabled by 
illness nor verging on bankruptcy,” Dr 
Appel declared. “There are some who 
are, and the physicians of this country 
are determined to see that they get the 


best medical care available.” He con. 
tinued: : ; 

“Medical care is available to every 
man, woman and child in the United 


States, regardless of his or her ability to 
pay for it. That care is not now denied 
nor will it be denied.” 

Furthermore, Dr. Appel pointed out, 
AMA has set aside $100,000 to study 
health care costs; physicians are mak. 
ing every effort to “soften medical ex- 
penses for persons over 65 with modes 
resources the AMA has called on its 
nicmber medical societies and doctors t 
“expedite the development of low cos 

untary health insurance and_ pre 
payment programs,” and has asked physi- 
cians to accept reduced compensation fo; 
their services in order to make such de. 
velopment possible. 

Stating that these programs are rapidly 
heing put into effect, Dr. Appel als 
emphasized the progress of the health 
insurance industry in expanding cover. 
age to persons over 65. 


Pressure Mounts 


Nevertheless, lobbying operations, let- 
ters and post cards supporting the Forand 
bill have increased in Washington dur 
ing the past week. The fear expressed 
earlier this year by some insurance ex 
ecutives that medical care for the aged 
would become an election-year issue is 
rapidly being confirmed. 

Last Sunday, Victor Wilson of the 
New York Herald Tribune reported 
“Virtually every Democrat and Repub- 
lican who appeared on radio or televisior 
las had something to say on the sub- 
ject—all favorable.” 

Even President Eisenhower, originally 
opposed to any Federally-supported 
medical medical-health plan, particularl 
with a compulsory-payment feature, has 
shifted his position somewhat, “repott- 
edly under pressure from Vice Presiden 
Nixon.” Mr. Wilson’s article continues 

“The President told Republican legis- 
lative leaders he would support a meas- 
ure, voluntary in nature, and operate 
by private insurance companies, with 
both state and some Federal suppor, 
the latter to come out of general funds 
and not from Social Security payments 

“Accordingly, Health, Education ani 
Welfare Secretary Arthur S. Flemming 
announced that the matter is now ‘urget! 
business, for his department, and that 
pian is being drafted. It presumably 
will follow along the lines of the Javits 
proposal, but with a narrower scope.” 

Observers in Washington believe, ‘how 


ever, that action will probably come 
under Senate sponsorship in the form i 
rider to other changes in the Soci 


Security Act now being prepared by tht 
House Ways and Means Committee. 





ecutive vice president, Great America! 
Reserve; technical advisory—Daniel W 
Pettergill, associate actuary, Aetna Lift; 
uniform forms—William J. McBurney, 
executive general manager, claims, Th 
Prudential; para-medical—Dr. Albert | 
Robinson, vice president and medical di 
rector, Connecticut General Life. 
Mr. Browning, native of Grafton, W. 
Va. is a past chairman of the HIG 








hospital relations committee and © 
HIAA’s Group committee. He is a 
a member of the Surgeon General's AG: 
visory committee of 'the UV. S. Nation 
Health Survey, a member of the 
York State Committee of 100 for ts 
White House Conference on the Ag# 
to be held next January, and serve 
the board of directors of Greater ™ 
York Safety Council. 
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ACCIDENT, 
SICKNESS 


and 
HOSPITALIZATION 


Contracts... 






for every 
purpose 
1+. every 
need 


Write The Travelers branch office 
nearest you for details. 
Or see our fieldman. 


THE TRAVELERS 


Insurance Companies 


HARTFORD 15, CONNECTICUT 


First Company in America to Write Accident Insurance 





























ONLY INA GIVES YOUR cusrouens.. 


| 
iu 


these complete International Service facilities 





INA’s world-wide organization can give your office international reach. It offers 
you special representatives and a network of offices in more than 40 countries, 
serving your customers with branches there . . . or your policyholders who travel 
abroad .. . or problems that come up with customers who export or import. As 
trade grows and the world shrinks, facilities abroad are becoming a ‘must’ of 
modern service. In this competitive day INA offers the agent with a future extra 


value in abundant measure. It’s unique and it’s yours. 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America ° Indemnity Insurance Company of North America ° Life Insurance Company of North America ° Philadelphia 
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